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Car Prodyction 
Rises Again as 


Chevrolet Rolls 


Ford, Studebaker Ato | 
Add fo °57 Schedules | 
Afte September Sag | 
TH Oldsmobile an d| 
Bui 


and othfr 
getting jin 


< 


ontia 


nufacturers gradually | 
normal output on 1957 | 
production increased to 
week high of 56,167 units) 


That was still 55.2 percent 
under Automotive News’ three- 
year index for car production, but | 
a 29.6-percent improvement over 
the previous week’s output of 43,- 
369 cars. The previous week’s 
operations were 65.4 percent 
below the index. 
Last week’s car output was 30.1 
percent off the same week a year 
fo, when the industry assembled | 

80,371 units. 
7 


* * 


) AAILURE of Chrysler Corp. and} 
Studebaker to resume into 
mormal production the last week 
pf the month helped hold September 
output to 190,709 units — a 52.6 
percent drop from August’s 402,574 

Hears and 58.7 percent off the 461,- | 
562 units rolled off the lines during | 

mber a year ago. 

September also was only the 
second time in 10 years that car 
output dropped below the 200,000 
mark in any single month. The 
other month was July, 1952, when | 
the industry assembled 159,562 | 
cars. 

Sharp increases at Studebaker | 

d Ford division, plus the return 
of Chevrolet to production, were} 

e biggest factors in the industry’s 
output hike last week. 

a * * 
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Each Maker's Share... 


DETROIT, OCTOBER 8, 1956 


9 Months Car Qutput—'56 vs. ‘55 
eee (U. S. Produc 


— 


9 Months, 
1956, 
Output 
605,097 
79,507 
71,250 


CHRYSLER CORP. .......... 
Chrysler ‘ 
DeSoto 
Dodge .... 139,092 
Plymouth ......................... 315,248 

FORD MOTOR .... . 1,148,090 
Continental 1,182 
Ford . 924,380 
Lincoln 35,524 
Mercury . 187,004 

GENERAL MOTORS 2,337,646 
Buick . 427,313 
Cadillac . .... 114,993 
Chevrolet ; . 1,192,929 
Oldsmobile .... 344,039 
Pontiac 258,372 


Total Big 3 ..... 4,090,833 

AMERICAN MOTORS .... 75,669 

Hudson 20,349 

Nash ..... 

Rambler . ; i 
WILLYS MOTORS . a 

Willys ional 

Kaiser 
S-P CORP. 

Packard 

Studebaker . 


Total Little 3 


Total Cars, U. S. .. 4,233,225 


Pet. of 
9-Month 
Total 


16.57 


Gain 
or 
Loss 


—2.27 
—0.29 
+0.10 
—0.53 
—1.55 
—O.11 
+0.02 


Pct. of 
9-Month 
Total 
14.30 

1.88 
1.68 
3.29 
7.45 
27.12 
0.03 
21.84 
0.84 
4.41 
55.22 
10.09 
2.72 
28.18 
8.13 
6.10 


9 Months, 
1955, 
Output 
993,123 
129,785 
94,697 
228,930 
539,711 
1,631,965 
365 
1,285,374 
27,398 
318,828 
3,088,983 
629,654 
113,709 
1,405,496 
502,945 
437,179 


5,714,071 
130,016 
41,274 
88,742 
eK 
5,799 
4,778 
1,021 
143,115 
53,316 
89,799 


96.64 


1.79 
0.48 
1.17 
+# 
0.00 
0.00 
0.00 
1.57 
0.31 
1.26 — 0.24 


3.36 278,930 —1.30 


100.00 5,993,001 100.00 


***Rambler output prior to the start of the ’57-model run was included in Nash and 


Hudson totals. 


* 


Six Makers Boost Share 


Of Nine-Month Output 


By Martin L, Whitmyer 
Staff Writer 
beo only three makers in- 
creased production numerically 
poe 1955 in the first nine months, 
six car manufacturers showed a 


7s manufacturers, with the! percentage-of-industry gain over 


return of Chevrolet to full-scale 
production and the return to 
normal output by other makers, 


hope to assemble just over 500,000 


cars this month. 

If that goal is attained, it 
would mark the first time since 
April that industry car output has 
topped 500,000. The manufac- 
turers rolled 547,603 cars off the 
line in April. 

Production of 25,600 cars at Ford | 
division last week helped Ford Mo- | 
tor Co. roll up a corporate total | 
of 26,990 cars and mark the second 
consecutive week the company has 

(Continued on Page 53, Col. 3) 


Top Cars 


New-car registrations for seven 
months, plus 31 states for August: 

Make 1955 Pos. 
Chev. 971,619— 1 
Ford 949,106— 2 
Buick 474,744— 3 
Plym. 426,174— 4 
Olds. 366,395— 5 
Pontiac 332,205— 6 
Mercury 227,745— 7 
Dodge 179,820— 8 
Cadillac 89,889—10 
Chrysler 96,199— 9 
DeSoto 77,932—11 
Stude. 65,323—12 
Nash 61,308—13 
Lincoln  19,944—16 
Hudson 30,032—15 
Packard 33,637—14 


53,141 
27,828 
22,776 
21,876 
6,365 
1,109 Cont! 

53,045 Mise. 33,404 
Total All Makes 
3,861,423 4,443,535 
Further details on Page 46. 


| 


the corresponding period of 1955. 

Eleven manufacturers showed a | 
percentage-point loss from a year 
ago. Rambler was not figured 
separately, since the start of the 
1957-model run, it was recorded 
in Nash and Hudson totals. 

Those makes moving up from a} 
year ago were Cadillac, Chevrolet, 


| Continental, DeSoto, Ford and Lin- 





coln. 
* 

7 11 which lost ground were | 

Buick, Chrysler, Dodge, Hudson, 
Mercury, Nash, Oldsmobile, Pack- | 
ard, Plymouth, Pontiac and Stude- 
baker. 

The three manufacturers that 
increased numerical volume over 


* * 


| @ year ago were Cadillac, which 


jumped from 113,709 to 114,993 
units; Lincoln, which turned out 
35,524 cars this year, compared 
with 27,398 a year ago, and Con- 
tinental, which hiked its assem- 


Vehicles in Sine 
Estimated Above 
65-Million Mark 


ASHINGTON, — Motor-vehicle| 
registrations in the U. S. con- 
tinue to show a gain and are- ex- 
pected to reach an estimated 65,- 
275,000 for 1956, according to the 





| Bureau of Public Roads. 


Imperial 8,059—17 | 


| percent over 1955, and trucks and| the new Chrysler models, Colbert is 6 feet, 
| games, Dodge says its ‘57s are 544 inches low. 


This is based on reports of | 
state registration agencies, the | 
bureau said. 


Passenger cars are expected to) 


blies from 365 a year ago to 1,182 


this year. Continental did not | 


begin output in 1955 until the 
start of the third quarter. 
Overall output for the industry 
during the first nine months of 
this year totalled 4,233,225 units, 
compared with 5,993,001 during the 
same period a year ago. 
” * 
v2 29.4 percent decrease from 
a year ago was caused by cut- 
backs throughout the industry. 
Chrysler Corp. was off 39.1 percent; 


a: 


| AMC, 41.8; S-P, 53.4; Ford, 29.6, and 


GM, 24.3. 


The Big Three turned out 4,- 
090,333 cars during the three 1956 
(Continued on Page 6, Col. 1) 





| that his company 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


OCT 8 1956 
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Ford Urges Dealers 
To Prepare for 60% 


Boost in Business 


Address at Tenn. Convention Warns Competitors 
Of Resolve to Wipe Out Dealer Friction; 


Study of Expans 


XYATLINBURG, Tenn. — Speak- 
ing at the annual convention 


| of the Tennessee Automotive Assn. 
| here last week, Benson Ford, chair- 
|man of Ford 


sie 
pte 


Motor Co.’s dealer 
policy board, 


y 
& 


| urged dealers to 
| prepare on a 
| long-term basis 
|for 60 to 70 per- 
|cent more busi- 
| ness. 


Ford also served 
notice on dealers 
of other makes 
is determined to eres ae 
set its dealer-factory house 
order. 

“We at Ford,” he said, “are not 
going into future competitive 
battles under any internal handi- 
caps. 


in 


* * 


E ARE determined to do all) 
that we can to insure that 
neither we nor our dealers are 
hampered by any friction in our 
dealer-factory relations. We are} 
going to be pushing the rest of you! 
fellows so hard we won't have any| 
time left for fighting among our-| 
selves.” 
Commenting that 60 to 70 percent | 
greater markets are “reasonably | 
certain” in the next decade, he said | 
each dealer should ask himself: 
“Can I handle 60 to 70 percent | 


* 


ion Needs Urged 


more business with my present 
facilities? 
“How about working capital? 
“Can I finance that much more 
business on my present working 
| capital?” 
* ~ * 


,;ORD continued, “If you find 
either your facilities or your 
| working capital inadequate for the 
jamount of business likely to be 
available, you should begin now 
to make plans to rectify the situa- 
| tion. Expanded facilities and in- 
creased capital are not something 
you can produce overnight.” 

He said that if a dealer is 
(Continued on Page 51, Col. 1) 


Inside 
Auto News 


Monroney plans new probe. 
Page 3. 
Union expands shop drive. 
Page 4. 
Every salesman a “mana- 
ger.” Page 43. 
Chrysler Corp. reveals 
new ’57-model features in 
photos. Page 4. 

Detroit auction, Page 4; Other auctions, 


Page 30. Registrations, Page 46. 
Output by makes, Page 53. 


°37-Model Spurts Seen... 


Chrysler Bets 


By Pete Wemhoff 
Editor, Automotive News 


Cana. Mich.—Confident that 
the 1957 market will approach 


| 1955, President L. L. Colbert told | 


600 newsmen from across the nation 


| here last week that Chrysler Corp. 
_has spent over $300 million on “the | 


* = * 


a 
mae 


| Tipoff on Flight-Sweep Height— 


L. L. Colbert, president, Chrysler Corp., is shown with a 1957 Chrysler 


“Flight Sweep" 


number 54,300,000, an increase of 4.1| model which will be introduced publicly on Oct. 30. For a tipoff on the height of 


(Continued on Page 51, Col. 5) 


Y% inch tali. If you don't like guessing 


$300 Million 


most extensive design and engineer- 
|ing advances ever made by Chrys- 
ler Corp. in a single model year.” 
The 1957 models — Plymouth, 
Dodge, DeSoto, Chrysler and Im- 
| perial—will go on sale by Oct. 30. 
| The year 1957, said Colbert at 
the largest press gathering in the 
| industry's history, “approaches the 
| potential of 1955 as one of the big- 
| gest years for the auto industry.” 
* * * 
[pHese factors were cited: 

1, The economy as a whole is 
prosperous, with employment, per- 
sonal incomes, industrial output and 
capital investment at record levels. 
2. The used-car market in 1956 
has been excellent, with sales high 
and prices firm. 

3. In the past three years, about 

18 million persons have bought 
new cars, and Colbert believes a 
great many of these buyers will 
be back in the market in 1957, 
4. “There is the very important 
fact that the public appears to be 
intensely interested in buying new 
cars in a year of general model 
change throughout the industry.” 
8 * ” 


Cee declared he expects the 
huge expenditures for the new 
models will “pay off in sizeable 
penetrations in every price range.” 
| He cited broadening of DeSoto, 
| Chrysler and Imperial lines to in- 
| clude three distinct car names. and 
| price ranges in each division. 
Emphasis at the preview was 
on the 1957 Plymouth, which will 
(Continued on Page 4, Col. 4) 
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Prices, Traffic Ease .. . 


Calendar Catches Up 


With Used-Car Market 


By Robert M. Lienert 
Associate Editor 
with the first public display of 
1957 models last week, the cal- 
endar finally began to catch up with 
the used-car market. 

Prices—while certainly not 
stampeded downward—eased off 
at the wholesale level last week 
to pull the overall average below 
$800 for the first time this year 
on Automotive News’ index. 

The $16 setback—largest in a 
month’s time—established the new 
wholesale average at $799. 

* * * 


ERE was also a noticeable sag 

in traffic on retail lots last week, 

as the customary shoppers turned 

their attention to new-car show- 
rooms. 

Explained one dealer, “The guys 

who have no intention of buying a 


Business 
Barometer 


Auto Production — 75,484 cars, 
trucks in week vs. 95,616 year before. 

Department Store Sales — Up 
8 percent over year before. 

Electric Power Output — 11,482 
million kilowatt hours, up 6.7 percent 
from yeor before. 

Freight Loadings — 822,255 cars 
in week, an increase of 8,535 cars 
from year before. 

Gasoline Stocks — 176,944,000 
borrels, an increase of 1,177,000 bar- 
rels in week. 

New-Car Registrations—3,861 ,- 
423 in 1956 to date vs. 4,443,535 
yeor ago. 

New-Truck Registrations—574,- 
703 in 1956 to date vs. 569,404 year 


ago. 

Oil Stocks — 274,603,000 barrels, 
an increase of 174,000 borrels in 
week. 

Soft Coal Output — 10,145,000 
tons estimated in week vs. 9,515,000 
tons yeor ago. 

Steel Output — 101.4 percent of 
capacity estimated 101.6 percent week 
earlier. 

Used-Car Prices — $799 average 
in October to dote vs. $815 in Sep- 
tember. 

Wholesale Prices — 115.2 per- 
cent of 1949-47 index vs. 115.1 per- 
cent week earlier. 

ie 2 


Common Stocks 
Oct. Sept. 1986 


6% 
74%, 
61% 
47%, 

6% 


39.03 38.47 


Am. Motors 
Chrysler 
Ford 

GM 

s-P 


Average 





new car can’t stay away from the 
showrooms at this time of year. 
After another month or so, when) 
they’ve seen all the ’57s, they'll be} 
back shopping the used-car lots.” 

. Another dealer blamed “elec- | 
tion jitters” for a slackening in 
business and predicted that new- 
car dealers, despite their new 
models, would also notice reduced 
sales until after Election Day. 

“Think I’m kidding?” he asked.| 
“Look at the stock market.” 

* * * 





OME dealers said their own used-| 
” car operations started to taper'| 

off a week to 10 days ago. The) 
sharpest break has been in newer 
cars, although dealers in general 
still report.a scarcity of most popu- 
lar makes and models. 

One dealer in the Upper Great 
Plains last week said he figured 
that the break in used cars sig- 
nalled the beginning of a down-| 
ward trend which would continue 
from now until spring. 

A Rocky Mountain dealer, how- 
ever, said that after some “sea- 
sonal price adjustments” the 
used-car market should get back 
in stride. 

Some dealers reported used cars 
still “excellent.” Others reported 
“prices steady but business slow.” 

A used-car shopper in Detroit 
last week would have found plenty 
of clean '56s and ‘55s on the lots; 
older cream-puffs are a rarity, par- 
ticularly those equipped with auto- 
matic transmissions. 

+ * * 
HERE is a sampling of reports 
from scattered wholesale auc- 
tions: 





els." “The market was a little 
weak.” “Volume was off slightly.” 
“Resistance on all models, but 
mostly on '54s and '55s.” “Supply of 
ears plentiful.” 

“Prices and consignments took a 
slight dip.” “Market was a little 
slower.” “Market continues to show 
signs of weakness.” “More difficult 
to sell at prices asked.” 





used cars sold at wholesale auc- 
(See SALES Page 49, Col. 1) 


Hints of Steel 


DETROIT. — Despite a _ report 
from Pittsburgh last week hinting 


the end of the year, auto makers 
said ample supplies are foreseen. 
“Of course,” said a spokesman 
| for one Big Three firm, “It is 
| possible that if a sudden and 











Three lift trucks and a cautious Finnish 





Ford Unveiled Behind Iron Curtain— 


crew unload a 1957 Ford Fairlane 500 at 


“Market off slightly on most mod-| 


On Automotive News’ index of | 





Auto Makers Call Supply Ample... 


that cold-rolled steel for the auto| 
industry will be in short supply by | 


Helsinki just before it was shipped to Moscow in a sealed crate. The jet black sedan, 
which left the Dearborn assembly line Aug. 30, was displayed in the Russian capital, 
two days in advance of the American showing, as a gleaming example of U. S. :in- 
dustrial might. Property of the American embassy, the car is one of eight new Fords 
sold to the State Department for $1 each to show Russians what Americans can buy 


this yeor. 





Safety Is Their Business— 


The House subcommittee on safety met in Dayton, O., for the first of several “grass 
roots” hearings on the traffic death problem. Left to right are John V. Beamer, 
Indiana Republican; Raul F. Schenk, Ohic Republican, and Rep. Kenneth A. Roberts, 


Alabama Democrat, chairman. ‘ 
. 


Safety Prober to Propose 
U.S. Proving Grounds 


is “convinced” that the only way 
of obtaining “impartial and objec- 
tive” answers to technical and 
medical questions pertaining to 
automotive safety is through 


By William Ullman | 
Washington Correspondent | 


ASHINGTON, — Congress will 
be asked next year to establish | 
a U.S. proving grounds and labora-| © 
tories to test ae design for safety, Federally-financed research, 
Rep. Kenneth Roberts, Alabama) However, he praised the auto 
Democrat and chairman of the| industry, specifically Ford Motor | 
House safety subcommittee, said} Co. and Chrysler Corp., for in- 
| last week. | corporating new safety features. He 
| Roberts said the subcommittee | added that the subcommittee wasn’t 
| entirely satisfied that makers have 


| done all they could to protect mo- 
| °57 Ford Brings $3,350 | 


torists. 
Jumping Gun at Auction 


DYER, Ind. — A 1957 Ford 
Fairlane 500 was sold for $3,350 
at wholesale auction here, five 
days ahead of Ford’s formal in- 
| troduction date. 
| Bud Fennema, co-owner of 
| Dyer Auto Auction, said the car 
| was handled in the Sept. 28 sale. 
Advertised delivered price of the 
| car, without options, is $2,246.89. 








* * = 
OBERTS said the subcommittee 
members prefer that the safety 
design problem be licked by volun- 
tary means, but said that legisla- 
tion will be pushed if it is felt to 
be warranted. 


Safety items singled out for 
mention by Roberts were better 
door locks, crash pads, recessed 
steering wheels and improved 
seat belts. 

He also announced that the sub- 
committee will begin on Nov. 12 
what may be its last round of hear- 
ings. It is expected to last a full 
week. 

Representatives of various organ- 
izations concerned with highway 
| safety will testify. Invitations have 
not yet been sent out. 

~ = * 

T IS expected that such groups 

as the American Automobile 
| Assn., Automotive Safety Founda- 

tion, American Assn. of State High- 
| way Officials, International Assn. of 
| Chiefs of Police and the American 
| Municipal Assn. will be summoned. 


Representatives of the auto in- 





Pinch Denied 


giant-sized demand—even greater | 
than the 1955 pace—arose, there 
might be a pinch.” 

He said, however, that the indus- 
try does not expect that to develop. 
| “We have planned for a larger out- 
put for the rest of this year. We are 
| confident we shall have steel sup-| 
plies to meet what comes,” he said. 
| Another of the Big Three said 
that it is “perfectly okay for the 
rest of the year, and next year, too, 
unless unforeseen production sched- 
ules are necessary.” 

The Pittsburgh report was based 
on what “a few steel people say 
privately about their order books.” 

The gist was that before the 
middle of this month rolls around, 
customers not on the order books 
will have to depend on ware- 
houses or foreign steel. 

It was said that if steel mills fall 
far behind on deliveries—and it was 
said to be a probability—some steel 
customers will be seriously short of 
the material. 

The steel industry is estimated to 
be running at 100 percent plus of 
capacity. 





| surance industry also will be asked 
(Continued on Page 49, Col. 1) 





Dealers in Tiffin, O., 
Organize, Elect Porter 

TIFFIN, O.—The franchised au- 
tomobile and truck dealers here 
have organized the Tiffin Automo-| 
bile Dealers Assn. Richard Porter 
was elected president of the group. 

Other officers are Al Rose, vice- 
president; Al Wittman, treasurer, 
and Charles Sattler, secretary. 


Wisconsin Officers Elected— 


Trades Assn. in Milwuakee. 


First-Half Sales 
Set a Record 


August Auto Credit 
Rises $153 Million 


WASHINGTON. — U. S. manu- 
facturers sold a record $146 billion 
worth of goods in the first half of 
1956 despite a decline in auto sales. 
This was nearly $10 billion above 
the first six months of 1955, the 
Government said last week. 

The auto industry showed a 
drop of 11 percent in the first 
half but auto consumer debt rose 
by $153 million in August, re- 
flecting an upturn in sales that 
month. 

Manufacturer profits reached a 
high of nearly $8 billion after 
Federal taxes which was a gain of 
9 percent from the first half of 
1955. 

Total employment dropped from 
August’s high of 66,752,000 to 66,- 
071,000 but this was entirely at- 
tributed to students’ return to 
school, The number of adult 
workers remained steady. 

The number of jobless also de- 
clined by about 200,000 in Septem- 
ber to slightly below two million 
for one of the lowest unemploy- 
ment figures in the last three years. 

Consumer time-payment de bt, 
which was said to indicate a 
strong demand for goods, rose in 
August by $324 million to a rec- 
ord $29,427,000,000. As noted above, 
$153 million of this was auto debt. 
Total consumer credit, according 
to the Federal Reserve Board, was 
a record of $37,503,000,000. 
Installment debt was about $3.25 
billion above August a year ago. 
The Federal Reserve said it has in- 


|dications of a slowing up in the 


rate at which credit has been in- 
creasing. 

The second quarter rang up the 
highest quarterly sales in history 
for $74,200,000,000 which was 3 
percent greater than the first 
quarter. 

Machinery and primary metals 
groups showed the largest advances, 
the Government said. 


New Market? 
Dealer Asks Space Rates 


On Satellite 


WASHINGTON. An unidenti- 
fied auto dealer in Fairfield, Calif., 
has asked Secretary of Defense 
Charles E. Wilson to quote rates for 
advertising space on the satellites 
which the U. S. is to launch next 
year. 

The dealer 
near Travis 
that he has 


said his dealership is 
Air Force Base and 
specialized in adver- 
tising aimed at servicemen. 

He did not explain how he ex- 
pected to affix his ad to the 20-inch 
ball which is designed to fly around 
the earth at 18,000 miles an hour, 
300 miles up, or who he expected 
to read his ad. 

After passing around several 
departments in the Pentagon, the 
letter was finally routed to the Navy 
Department which is responsible for 
the satellite program. 


Election of officers was held at the annual convention of the Wisconsin Automotive 
From left are Louis Milan, 
president; Edward Wehe, Milwaukee, president; Clifford Erickson, Frederick, retiring 
| president; and W. R. Bryden, Beloit, first vice-president. 


Madison, executive vice- 
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As WE pointed out last week the 
£%& new models offer a great prom- 
ise for the new year. But there is no 
guarantee to the individual dealer. 


We emphasize that the rewards 


will come only to the dealer who| 


has the proper conception of his 
business and who will make plans 
to use all methods at his command 
to “manufacture customers” who 
are favorably disposed in advance 
to patronize him. 

In further exploring this 
thought of using all methods at 
his command to “manufacture 
customers,” it is well to point out 
some past trends of this industry. 

Manufacturers last year spent al- 
most $200 million promoting their 
products. Understand, factories not 
only manufacture a good product 
but they spend this money to build 
public acceptance. 


This $200 million does not include | 


the cost of the talent for the tele- 


vision or radio shows nor does it} 
is 


include outdoor advertising. It 
just the recorded expenditure in 
magazine and newspaper space, 
radio and television time. 
Chevrolet alone spent $30 mil- 
lion promoting its passenger cars 
and more than $5 million on trucks. 


Ford spent $25 million for cars and|, 
$3 million plus for} 


an additional 
trucks. Buick spent $19 million; 
Dodge, $13 million, and so on down 
the line to make a total of $200 


million. 
+ * * 


Building Prestige 


» ADDITION to advertising the 
product, General Motors, Ford 
and Chrysler spent huge additional 
sums in these mediums to build 


Kentucky Dealers 
May Be Appointed 
To Licensing Body 


FRANKFORT, Ky. — The Ken- 
tucky Automobile Dealers Assn. has 
been asked to submit a list of can- 
didates for the advisory committee 
which will help administer the 
State’s Dealer Licensing Law which | 
becomes effective Jan. 1. 

The request came from Charles) 
M. Blackburn, commissioner, De- 
partment of Motor Transportation. 
Blackburn said he would consider 
the dealer nominations for appoint- 
ment to the committee. 

Cc. E. Brents, KADA president, 
has asked each of the association’s 
24 directors to recommend the name 





prestige for the corporations — 
purely institutional appeal. All these 
expenditures did not include the 
cost of the cooperative advertising 


assessed against dealers. 


Perhaps the amount was another 
$200 million, but figure it out your- 
self, knowing the total production 
| last 
billed to dealers for advertising 
with each car purchased from the 
factory. 

Some of this cooperative adver- 
tising money went for used-car | 
promotion. But too little, I sus- 
pect, considering the size of the 
used-car market and its impor- 
tance in moving more new cars. 


Now let me point out that the 
factories—after using all means at 
their command attempt to build 
good cars to meet a competitive 
|market—do not wait for the world 
to beat a path to their door. They 
spend huge sums to “manufacture 
customers” for their product. 


This advertising expenditure is all 
to the good and the only dealer 
criticism is that the factories, in as- 
sessing dealers for product adver- 
tising, leave the dealer little money 
|to do what is so important to the 
individual dealer — the job of 
‘manufacturing customers” who 
prefer to do business with him. 


Now let us realize that the ad- 
| vertising policy of any manufac- 
|turer is to promote his product to 
| such an extent that it will move 
|through any outlet. All this fac- 
tory advertising, therefore, is of 
|}as much benefit to the bootlegger 
|or to the “wheel and deal” dealer 
as it is to the service dealer. 

om ca * 


| Dealer Spending 


\.__o reports that last year the 
dealers of America spent an ad- 
ditional $228 million advertising in 
| their own home towns. This is an 
average of $41.20 for each new car 
sold. Most of this dealer adver- 
|tising was devoted to used cars. 
This expenditure is in addition to 
the factory assessment for coopera- 
tive national advertising. 


This advertising expenditure of 
more than $600 million a year for 
product advertising indicates, deal- 
lers tell me, that something is miss- 
jing in the direction of promotion 
| in this field. 

It’s been largely missing since 
the start of the industry. It’s the 
story of the added value the auto- 
mobile dealer delivers to the 
owner. It’s a wonderful story, a 
story of service to the new buyer 





|est problems, U. S. Senator A. S. 


year and the amount being — 
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Monreney Pledge to Ark. Parley ... 





By Inez H, McDuff 
Staff Correspondent 
LITTLE ROCK, Ark. — Unsound 
credit terms and practices are one 
of the automotive industry’s great- 


next session of Congress, declared 
that 30-month and 36-month pur- 
chasing plans will receive close 
scrutiny from every angle at that 
time. 

He also expressed alarm at the 
“growing threat” of chain dealer- 
ships to independent dealers, 
whom. he described as the No, 1 
exponents of the free-enterprise 
system. 

The speaker urged a return to 
“old standards of responsibility, re- 


Mike Monroney, Oklahoma Demo- 
crat, told the Arkansas Automobile 
Dealers Assn. at its 22nd annual 
convention last week, 

Monroney, who promised a Con- 
gressional investigation of automo- 
tive credit purchasing during the 








Address Arkansas Dealers— 


Speakers and panel members at the annual convention of the Arkansas Automo- 


bile Dealers Assn. in Little Rock included, from left, Birkett L. Williams (Ford), Cleve- 
land, O., NADA secretary; R. D. McKay, Wichita, Kans., former NADA president; and 
Roland Hughes (Lincoln-Mercury), Jonesboro, Arkansas NADA director. 


‘Flips’ in Interest Rate 
Draw Fire in Canada 


MONTREAL.—The cost of money| will not accept any new passenger 
is “flipping up and down. like tiddly-| cars “for stock” from factories 
winks ... manipulated by that gang| during the 45 days preceding the 
in Ottawa, who I'm sure don’t know| next Canadian Federal budget. 
what they are doing,” James L.| A cut in the excise tax in 1955 
Cooke, retiring president, Federa-| brought losses to dealers estimated 
tion of Automobile Dealer Assns.|jn the thousands of dollars for 
of Canada, said in his farewell talk| some The resolution said the | 
at its 1956 convention. action would be null and void| 

“What Canada and auto dealers should the Ottawa Government 
need,” said Cooke, “is a more show that “adequate” protection 
stable policy.” He struck at 
“sharpsters” in the business and 
said that “through lack of leader- 
ship” competition had reached 
its lowest ebb in history. 

“The rottenness of our type of 
merchandising,” said Cooke, “is the 
worst of any industry in history.” 


tax. 

The FADA also expressed hope | 
that it may, with government| 
approval, submit a plan to Ottawa 


be collected at the retail level. 


will be given dealers with respect | 
to possible changes in the excise | 


whereby sales and excise tax can | 


liability and respectability” for tra- 
ditional types of auto dealers, and 
foresaw general improvement in 
the ethics and practice of automo- 
tive sales in 1957. 

“Dealers are getting down to sell- 
ing product instead of selling price 
tags,” the Senator said. “The slick- 
ers, the blitzers and the sales stim- 
ulators have pretty well folded up 
after the hard competitive selling 
tests of 1956.” 

He warned the Arkansas deal- 
ers against price packing by in- 
creasing new model prices for the 
sake of being able to offer larger 
tradein allowances. 

Danger signals for auto dealers 
in 1957, in Monroney’s opinion, in- 
clude increased floor plan finance 
charges to dealers because of “hard 
money” policies, greater consumer 
resistance because of higher con- 
sumer finance charges, greater 
selectivity by finance companies in 
consumer credit purchases and re- 
duction in dealer finance reserves. 

He predicted early passage of the 
Monroney-Payne bill which, among 
other purposes, seeks to eliminate 
new-car bootlegging by requiring 
dealers to give manufacturers first 
option on repurchase of over- 
stocked new models. 

The Senator gave the keynote 
address at the opening general ses- 
sion of the convention. at which 
Convention Chairman Walter Jen- 
nings (Chrysler-Plymouth), Little 
Rock, presided. 

Also addressing the 350 Arkan- 
sas dealers attending the meet- 
ing was R. C. Somerville, assist- 
ant to the president for dealer 
relations for Chrysler Corp., who 
praised the National Automobile 
Dealers’ Assn.’s code of advertis- 
ing principles and its stand 
against misleading advertising. 

He predicted that the annual car 
scrappage rate may well go beyond 
the 5,000,000-unit mark “if the in- 
dustry should come up with a new, 

| revolutionary type of engine that is 
| quieter, lighter, simpler, smaller 
j}and more efficient than anything 
| We now have.” 

By 1965, an eight-million-car year 
may not look like anything very 
exceptional, and following that 
date, it “isn’t inconceivable that we 
may hit a 10-million-car year now 
| and then,” he said. 

Today's period. of critical self- 
examination by dealer and factory 

(Continued on Page 50, Col. 1) 


Miami News Ad Rates 


| Reduced for Dealers 


MIAMI. — The Miami Daily 
News last week announced, 
through Robert F. Buggelin, ad- 
vertising director, that new-car 
dealers will be given preferential 





and continuous service to the 
owner. These services are what 
makes cars satisfactory to their 


of a dealer in his district. 
The Kentucky law makes it ille- | 


Alden R. Clark, Fredericton, N. | 
B., was elected president to succeed 
Cooke. Other officers are Phil Kim- 


|the basis of the manufacturer's 
| selling price. 


The tax would be determined on | end mere coonemienl 1 , od. 


vertising rates. 


gal for a manufacturer to coerce a 
dealer to accept cars he has not 
ordered, Dealers, salesmen and 
manufacturers must be licensed un- 
der the law. 

Licenses may be suspended for 
proof of financial or moral unfit- 
ness, filing a false income tax| 
return, wilfully defrauding an auto- | 
mobile buyer or making a fraudu- | 
lent sale. 
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owners. And satisfactory use of 
automobiles is the end product of 
our great industry. 

Don’t we all need, for the new 
model year, a realistic appraisal of 
the direction the promotion pro- 
gram of the industry takes? 

Yes, don’t we need to devote a 

larger part of this money to pro- 
|moting the importance of the 
| dealer? 
It’s only when the value of the 
| services of the individual dealer are 
exploited and better understood by 
the public that the dealer can “man- 
ufacture customers” in favor of 
doing business with him. 

We need to turn the spotlight of 
|public opinion on the importance 
| of the dealer in this trade. We need 
jto devote more of these millions to 
promote him. Let’s take a lesson 
from the factory. It’s not enough to 
build a good product. To cash in 
they tell the world about it. Like- 
wise, it’s not enough to render good! 
services. We must make people 
conscious of it. 

So let us start out in a new model | 
|year by selling the dealer to a 
greater extent than ever before. 
Remember the advertising policy of | 
any manufacturer is to make his| 
product so popular as to sell! 
through any outlet. The advertising| 
| policy of any automobile dealer 
| should be building public accept-| 
| ance for his institution as being the 
recognized headquarters for satis- 
factory automobile use locally. 





| automobiles. 


ball, Three Rivers, Que, J. E.| 
Forbes, Kitchener, Ont., and Elmer 


The resolution noted that: “The 
Government has consistently 


Knutson, Saskatoon, Sask., vice-| refused to give us rebates on 
presidents; Russell Newell, Mon-| past losses which accrued at 
treal, secretary, and Clarke Simp-| budget time. The Government 


kins, Vancouver, B. C., treasurer. 
Directors are A. E. Stedelbauer, | 
Windsor, Ont.; A. E. Levesque, 
Edmundson, N. B.; Fred W. Mar- 
shall, St. John’s Nfld.; A. E. Fowles, 
Halifax, N. S.; Murray Willett, 
Summerside, P. E. I.; R. R. Cog- 
gan, Sudbury, Ont.; Grover Robert- 
son, Toronto; J. R. Carter, Winni-| 
peg, Man.; Frank W. Mills, Edmun- 
ton, Alta.; Gordon Smith, Kam- 
loops; B. C., and Howard B. Moore, 
executive vice-president, Toronto. 
A resolution was adopted in 
which the dealers said that they 


Washington Show 
To Run Jan. 5-13 


WASHINGTON, — The Automo- 
tive Trade Assn.-National Capital 
Area will stage its 28th auto show 
| Jan. 5-13 at the National Guard) 
Armory here. 

Mike Murphy, executive 
president of ATA-NCA, will 
show manager. 

The 1957 show, Murphy said, will | 
be publicized as “The Wonder 
Show” and is intended to convey to} 
the public “the marvels of today 
and the wonders of tomorrow” in 


(Continued on Page 50, Col. 4) 


On the House 


Meade Moore, 





Wemhoft 





vice-| 
be 
the past year.... 

Three more NADA directors 





Tom Caldwell, president of the 
Miami Auto Dealers Assn., said 
the new local rate offered by the 
News would permit smaller 
dealers to make more extensive 
| use of newspaper advertising. 








American Motors engineering V. p., 


clarified the four-headlight situation for me at 
AMC’s press preview last week. Highway commis- 
sioners of all states have okayed the four lights, 
although 11 states still must act in their legislatures 
to alter existing laws. 
okay is tantamount to approval in all states, the 
four-headlight systems on many 1957 models will be 
permitted by “regulation” until legislatures act in 
those 11 states early in 1957... 
that auto makers will be allowed to present their 
two headlights on each side in a vertical or hori- 
zontal position, or anywhere within a 15-degree arc 
facing the car’s grille. This, of course, will give 
stylists a chance for some originality on front ends. ... 

New wrinkle in local dealer associations: 
have reorganized along lines of Waynesboro association; treasurer 
is only elected officer and dealer members take turns, alphabeti- 
cally, serving as chairmen of monthly meetings. . . . 
mobile previews revealed that dealers apparently bought few seat 
belts from their factories but quite a number from outside suppliers 


Since the commissioners’ 


. Moore also revealed 


Staunton (Va.) dealers 


Buick and Olds- 


have been reelected: Tom Abbott 





(Texas), Paul Lauritzen (Virginia) and George Davis (Maine)... . 
Toledo dealers will stage annual dinner dance Oct. 10. 


—Pertre Wemuorr, Editor, 
Automotive News 
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Unorganized Mechanics the Target . . . 
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Machinists Implementing Drive 


By Joseph M. Callahan 
Staff Writer 


HE executive council of the Ma- 


chinists Union will shortly begin | 


implementing its allout organizing 
drive to round up a large portion 
of the two million unorganized 
workmen in U. S. and Canadian 
dealerships and garages. 

The organizing 
program, which was 
worked out by the 
Machinists’ Ausomo- 
tive Committee,wavas 
approved at theure- 

cent national convention of the Ma- 
chinists in San Francisco. 

In discussing current organizing, 
the automotive committee said, 
“The present method of organizing 
automotive mechanics shows that 
the progress made since the last 
convention is entirely too slow, al- 
though the reports for the first six 
months of 1956 do show a decided 


improvement. 
© 


— new program will provide 
for: 

1. More full-time organizing 
representatives with automotive 


* + 





experience. 
2. Annual meetings of automotive 
locals in each territory to exchange 
information and coordinate efforts. 
3. Closer cooperation with other 
unions, particularly the Teamsters, 
so that organizing drives can be 
better coordinated. 
> * 


Union Shop Card 


GREATER use of the Machin- 

* ists’ Automotive Union Shop 
Card so that union members will 
look for it when they buy cars or| 
have repair work done. 

5. All possible steps to establish 
the auto mechanic as a skilled 
craftsman before the National La- 
bor Relations Board. | 

William Wintisinger, assistant 
to the director of automotive or- | 
ganizing, said that at present the 

NLRB classifies a mechanic as a 
nonskilled employe, removing him | 
in many cases from the jurisdic- | 
tion of the Machinists Union, | 
which is a craft union. 

“Because of this situation,” he 
continued, “we sometimes lose me-| 
chanics to the drivers’ unions. How-| 
ever, we have no problem with the} 
Teamsters or the Retail Clerks in| 
this respect. But there are other 
unions where we don’t have such 
close relationships.” 

Wintisinger said that whenever'| 
the Machinists begin an organizing 
drive in which the Teamsters and 
the Retail Clerks are also inter- 
ested, the three unions usually! 
thrash out their jurisdictional prob- 
lems before the drive begins to 
eliminate possible conflicts. 

= ” 7 


Coast Drive Begins 


E SAID that the Machinists or- 
ganizing plans on the West) 
Coast have been finalized and that 


* 








the program now is under way to 
organize dealerships in Southern 
California. 

Commenting on the Machinist- 
Teamster organizing drive in Gales- 
burg, Ill., he said there had been no 


°57 Fords Leased, Rented 
On Introduction Day . . 


NEW YORK. — A number of 
new 1957 Fords were available for 
renting or leasing in several cities 
last Wednesday (Oct. 3) — the 
day they were introduced in 
dealers’ showrooms. 

Avis Rent-a-Car advertised 
“The 1957 Ford is out today! Rent 
one!” Tauber Car Leasing Co. of 
Chicago announced on introduc- 
tion day: “First 1957 automobiles 
available for leasing.” 








AMC Morale Is High 


As It Looks to 


By Pete Wemhoff 


Editor, Automotive News 

RCHARD LAKE, Mich.—If de- 

termination and improved prod- 
uct count, American Motors is “in” 
next year. 

Newsmen previewed the 1957 
Ramblers, Nashes, Hudsons and 
Metropolitans last week at Orchard 
Lake Country Club near Detroit 
and heard “fighting talks” by Presi- 
dent George Romney and Sales 
Chief Roy Abernethy. 

Romney, asking the press “don’t 
judge us by Big Three standards,” 
pointed out that AMC needs only 
25,000 more car sales in 1957 to 
break even financially. 


Abernethy, predicting between 6.5 


|and 6.7 million car sales by the} 


industry in 1957, put AMC’s goal at 
150,000 domestic registrations next 
year—a 20 percent boost over 1956. 


* * * 


. HE increased size of most new 

1957 cars will be a definite sales 
stimulus for the company’s compact 
Rambler,” Romney said. 

“We expect 1957 to be a transition 
year in which thousands more 
Americans will question whether 
ease of handling, maneuverability 
and economy in their cars isn’t a 
better buy than bulk and weight 
in the form of excess sheet metal. 


“We are not only going to keep 
the Rambler trim, but we are 


going to put increased sales em- | 





Dyer Fire Loss $100,000 


TORONTO, Kans. — Fire has de- | 
stroyed Dyer Brothers Chevrolet | 


Co.'s garage and four cars here 
causing damage estimated at $100,- 
000. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Oct. 3 
(1955-56 car prices slipping, and 

slipping fast. Sold 84 cars out of 170 
entered.) 

BUIC K—'56 Special 4-dr., $2,250*; 
Riviera, $2,125* (ps). ‘55 Special 
conv., $2,025*, $1,675*; Century 
Riviera, $1,745*, $1,710*, $1,680*; 
Super Riviera, $1,775*. ‘53 Super 4- 
dr., $820*; Riviera, $775; 2-dr., 
$725°; Special 4-dr., $880°; 2-dr., 
$755*. '52 Super 4-dr., $335°. 

CADILLAC—’56 (62) Hardtop, $3,750* 
(ps). "55 (62) Hardtop, $3,100* (ps). 
"52 (60) Special 4-dr., $1,200*. 

CHEVROLET—'56 Bel Air (8) Hard- 
top, $1,500°. °55 Bel Air (8) Hard- 
top, $1,580* (ps); conv., $1,510*; 2- 
dr., $1,325*; Two-ten (6) 2-dr., $970. 
"53 Bel Air Hardtop, $800; 4-dr., 
$710; 2-dr., $645, $625; Two-ten 2- 
dr., $650. "52 SL Deluxe 2-dr., $450. 
*51 SL Deluxe 4-dr., $260. 

CHRYSLER—’'55 Windsor 2-dr., $1,- 
765°. ‘54 Windsor 4-dr., $1,200*. '53 
Windsor 4-dr., $700*. 

DODGE—’'55 Royal Lancer, $1,560*; 
Coronet Hardtop, $1,555* (ps). 

FORD—'56 Fairlane (8) Crown Vic- 
toria. $2,000*; Ranch Wagon, $1,860; 
Custom (8) Country sedan, $1,675* 
(ps); 2-dr., $1.650°, $1.530°. $1.- 
390°. ‘55 Country sedan, $1.755*, $1.,- 
515*: Fairlane (8) Victoria, $1.490* 


*Indicates automatic transmission or overdrive and ‘ps: 





(ps), $1,425*; conv., $1,430*; Custom 
(8) 2-dr., $1,150*, $1,050, °54 Custom 
(8) 2-dr., $900, $850, $610; 4-dr., 
775. '53 Crest (8) Victoria, $855*; 
conv., $580; Custom (8) 4-dr., $620; 
Custom (6) 2-dr., $485. 


LINCOLN—’56 Premiere conv., $3,620* 
(ps). "55 Hardtop, $2,100*. 


MERCURY—’56 Monterey conv., $2,- 
200°. '55 Monterey 4-dr., $1,475*, $1,- 
400. °54 Monterey Sun Valley, §$1,- 
215° (ps). "51 4-dr., $280. 

NASH — '56 Rambler station wagon, 
$1,855*. °53 Stateman 4-dr., $585; 
Country club, $625. 

OLDSMOBILE — '55 (98) Holiday, $2,- 
000*; (88) Super Holiday, $1,920* 
(ps); Deluxe 2-dr., $1,600*. °54 (98) 
4-dr., $1,650* (ps); Holiday, $1,450*. 
"53 (98) 4-dr., $990* (ps). 

PACKARD—'54 Caribbean conv., 
310* (ps). 

PLYMOUTH -— ‘54 Belvedere 4-dr., 
$855*. °52 Cranbrook Belvedere, $410. 

PONTIAC — ’'56 Star Chief (8) Hard- 
top, $1,975* (ps). °55 Chieftain (8) 
2-dr., $1,400*. ‘54 Chieftain (8) 2- 
dr., $795*; Star Chief (8) 4-dr., $1,- 
030°. '53 Chieftain (8) 4-dr., $735*; 
Catalina, 2 at $725*; 2-dr., $660*. 

STUDEBAKER ’53 Commander 4- 
dr $425 52 Commander 4-dr 
$245° 


$1,- 


power steering 


Other Auction Reports are on Pages 30, 31, 34. 36. 48 








change in this situation although 
Howard Tausch, 


was visiting in Galesburg last week. 

Asked if this was an indication 

that this drive would soon be 

called off, Wintisinger said, “No, 
indeed. But the fact that this 
strike has been going on for so 

long does show that we have a 

fight on our hands.” 

In El Paso, Tex., the NLRB an- 
nounced last week that Local 941 of 
the Teamsters won an election 
among the new and used-car sales- 
men at Rollins Motor Co. (Lincoln- 
Mercury). The vote was 8-1, 

In Detroit, Local 376 of the Team- 
|} sters has won two Michigan State 
Labor Mediation Board elections. 
The vote was 29-19 at Ralph Ells- 
worth (Ford) and 9-6 at Bill Root 
| Chevrolet. 


1957 


| phasis on our small Metropolitan. 
AMC’s big Nash and Hudson cars 
offer the largest passenger com- 
partments in the industry, even 
though they are not extended 
front and rear to increase overall 
length. In terms of usable space 
they too are compact, and with 
added performance and power for 
| 1957 they will continue to be an 
| important part of the company’s 
| program,” he declared. 

“In the transition period, I expect 
| big cars to maintain a strong posi- 
|tion in the American market for 

some time to come and we are al- 
|ready tooling our 1958 Nash and 
| Hudson cars. But for 1957 we have 
| changed our distribution program 








| said. 

“The Metropolitan, which is built 
for American Motors in England; 
| has been the second largest selling 
| imported car since its introduction 
| three years ago. The Rambler is one 
|of only three makes to equal or 
| exceed 1955 registrations during the 

‘Continued on Page 8, Col. 1) 








New Air Filter— 
Standard on all 


cars, the new micronic air cleaner is capa- 


ble of filtering dirt and dust particles out 
, of the air as small as four-millionths of an 
‘inch. All it takes to service the unit is 


a gentle tap against the heel of a shoe. 


the Machinists’ | 
director of automotive organizing, | 





PREVIOUS 


Ball-Joint Front Suspension— 


Innovations at Chrysler 





The new ball-joint front suspension found in Chrysler Corp.'s 1957 cars is said to 
reduce steering effort, resistance to turning and wheel shimmy while giving the driver 
a better feel of the road. Ball joint pivots, torsion bars, outrigger rear springs, im- 
proved shock absorbers, larger tires, complete rubber insulation, are some of the 
features in Chrysler's across-the-board change in suspension system. 


* * + 


* * * 


CAR HEIGHT MANUAL 


ANTIBRAKE 
DIP MOUNTING 
Yt 
TORSION BAR 
SPRINGS 


NEW RUBBER -ISOLATED 
FRONT SWAY BAR A“ f 
HINGE —, or 


LOWER CONTROL 
ARM STRUT 


LEVELING DEVICE 






OUTBOARD REAR 
SPRING 


BALL JOINT 
SUSPENSION 


FRAME AND SUSPENSION ASSEMBLY 


Torsion-Aire Suspension— 


Torsion-Aire suspension, standard on all 1957 Chrysler Corp. cars, is described as 
|to emphasize the Rambler,” Romney | offering the utmost in roadability and comfort by combining the stability and flat, safe 
cornering characteristics of sports cars with the soft, boulevard ride of family cars. 
lt was perfected after five years of research and development and nearly 750,000 


| miles of road testing. 
. - 


Chrysler Sees 
Sales Gain for 
$300 Million Line 


(Continued from Page 1) 
spearhead Chrysler Corp.’s sales 
drive, and the new sweeping tail 
fins on all models, 

Colbert declined to discuss prices 
of the new models and horsepower, 
but the latter is unmistakingly 
higher with increased compression 
ratios and displacement. Compres- 
|}sion ratios are as high as 9.25:1 
|}and displacement up as much as 9 
percent. 


= 


| . > = 

| FePnovED safety items on the 
new models include brakes with 
25 percent increased braking area, 
steering wheels with deep hubs, 
rear view mirrors with double ball 


| impact-absorbing, padded instru- 
ment panels. 
Also shown at the preview at 
| the corporation’s new proving 
grounds here were the 1957 Dodge 
trucks, which feature more 
powerful V-8 engines, push but- 
ton three-speed automatic trans- 
missions and a Forward Look 
styling. 

A special 250-foot-long stage was 





| 








mountings, improved seat belts and | 


Pushbutton Addition. 


A button has been added to Chrysler's 


pushbutton console. The new control will 
be found on all Plymouth Belvedere, 
Dodge, DeSoto, Chrysler and Imperial cars 
| equipped with Torque-Flite, the Company's 
| advanced three-speed automatic transmis- 
| sion. For all normal driving conditions 
“D" button is the one used; “1" and “2” 
| provide lower gear ranges for various 
| driving conditions. 





used to introduce the 1957 cars in | Dealer O’Daniel 


a fast-moving musical production | 
which portrayed the corporation’s | 
styling approach—‘“flight-sweep, the | 
new shape of motion.” 


Mercury Finance Council 


Kicks Off in Miami 


DETROIT. — A national council | 
of Mercury dealership financial 
managers, first such national con- 
ference in the auto industry, will 
be held in Miami this week (Oct. 
8-10), according to George S. Coats, 
general marketing manager of Mer-| 
cury. | 

This newly formed council is’ 


} composed of one dealership finan- 


cial manager or accountant from a 


1957 Chrysler Corp. | Mercury dealership in each of the 


division's 23 sales districts. Mem- 
bers were elected by some 500 
dealership financial managers with 
the leading performance records 
during the year. 


No. 1,000 for Avis 


EVANSVILLE, Ind, — Joe E. O’- 
Daniel, president of O'’Daniel 
Ranes, Inc. (Oldsmobile), has 


| opened the 1,000th car-rental sta- 
| tion in the Avis Rent-a-Car System. 


O’Daniel, vice-chairman of the 
NADA industry relations commit- 
tee and an Oldsmobile dealer since 
1934, said, “It is becoming more 
and more important for dealers to 
diversify their sources of income 
and to lean more heavily on income 
from service departments, rental 
and leasing operations and auto fi- 
nancing. 

“A dealer who can cover a high 
percentage of his fixed expense with 
income from these sources is in a 
favorable trading position and can 
compete most effectively in today’s 
highly competitive automobile 
market.” 
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Control of the Sale 


helps you clean 
out the lot! 
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4 Time to get that Used Car inventory down and make room for a new batch of 
trade-ins. The most profitable way we know is to increase the percentage of sales 
oe 
that are closed completely before vour customer leaves the lot. That's where 
Associates Prompt-Action Used Car Sales Plan can help. With one-stop financing, 
fast credit approvals — the fastest in the business — and simplified paper work, 
an it puts your salesman in control . . . closes the sale on the spot. 
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Three-Quarter Breakdown... 


6 Makers Up Share 
Of Car Production 


(Continued from Page 1) 


quarters for 95.34 percent of total 
industry output. 

A year ago, the Big Three turned 
out 5,714,071 cars for 96.64 percent. 
* + x 

HEVROLET built 212,567 fewer 

cars than it did last year but 
its 1,192,929 completions during the 
first nine months of this year 
gave it 28.18 percent and a 4.73 
percentage-point gain over a year 

ago, when it turned out 1,405,496 
cars (23.45 percent.) 

Cadillac, which upped its oper- 
ations 1.1 percent over a year ago, 
captured 2.72 percent on 114,993 
units. This marked a 0.82 
percentage-point gain over the 
first three quarters of a year ago, 
when it assembled 113,709 cars 
(1.90 percent.) 


The other three GM _ units 


3uick, Oldsmobile and Pontiac 
all lost ground this year. 
* 4. > 

UICK built 427,313 cars (10.09 

percent) for a loss of 0.42 per- 
centage points from a year ago, 
when the division captured 10.51 
percent on 629,654 cars. Oldsmobile 
got 8.13 percent on 344,039 cars this 
year to drop 0.26 percentage points 
from a year ago, when it turned 
out 8.39 percent on 502,945 cars. 
Pontiac lost 1.19 percentage points 
this year as it captured 6.10 per- 
cent on 258,372 cars, compared with 
7.29 percent on 437,179 units a year 
ago. 

Despite the declines at three 
divisions, GM showed a 3.68 
percentage-point gain over a year 
ago. Its 2,337,646 assemblies dur- 
ing the first nine months of this 
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year gave it 55.22 percent, com- 
pared with 51.54 percent a year 
ago on 3,088,983 units. 

Ford division made Ford Motor’s 
biggest strides with a 0.40 
percentage-point boost over a year 
ago. Ford accomplished the gain 
with the production of 924,380 cars 
and 21.84 percent this year, com- 
pared with 21.44 percent on 1,285,374 
units a year ago. 

* + * 

INCOLN showed a 29.7 percent 
4 increase this year, but managed 
to pick up only 0.38 percentage 
points over a year ago. The divi- 
sion turned out 35,524 cars for 0.84 
percent this year, compared with 
27,398 units and 0.46 percent a year 
ago. 

Continental assembled 1,182 
ears for 0.03 percent this year, 
compared with 365 cars and 0.01 
percent a year ago. 

Mercury was Ford Motor’s only 
loser in percentage ground, but its 
0.91 percentage-point drop from a 
year ago more than offset the other 
three divisions’ gains and left the 
parent company with a 0.11 
| percentage-point loss from a year 
ago. 

* * * 


| WpERcuRY turned out 187,004 
cars for 4.41 percent this year, 








believes 
his 


“Gentlemen, the Boss 
this picture best describes 
opinion of last month’s sales.” 
compared with 5.32 percent on 318,- 
828 units a year ago. 

Ford Motors built a corporate 
total of 1,148,090 cars (27.12 per- 
cent) this year, compared with 
1,631,965 units and 27.23 percent 
during the first. nine months of 
1955. | 

Chrysler Corp. showed the biggest | 
loss of any maker—2.27 percentage 












THIS TAG SELLS BATTERIES... 
WITH A PROFIT / 


New plastic discovery gives batteries 20% 
faster starting power ... and faster sales. 


The tag that Tom Henderson is holding fits on the 


battery post easily and quickly. 
It identifies a battery that uses the sensational 

new plastic discovery—separators with plastic 

ribs that deliver 20% greater cranking speed 


even in winter. 


Tom Henderson, the famous cartoonist, 
is illustrating a series of Saturday Evening 
Post ads for. new U. S. 
Separators that are sure to attract the 
attention of millions. Tell your suppliers 
to stock you with batteries that carry 
the U. S. Sentinel tag.. 
exactly what car owners and truck 
operators will be looking for. United 
States Rubber, Rockefeller Center, 


New York 20, N. Y. 





. because that’s 


Electrical Wire & Cable Department 


United States Rubber 


Sentinel Battery 














NEW PLASTIC RIBS GIVE 
GREAT MECHANICAL STRENGTH 











|and director of 


points from a year ago. It built 
993,123 cars for 16.57 percent in 
1955, compared with 14.30 percent 
on 605,097 units this year. 

HE loss mostly was attributed to 

sharp declines at Plymouth, 

Dodge and Chrysler divisions. De- 
Soto with a production of 71,250 
cars and 1.68 percent, was the only 
division to gain ground over a year 
ago. 

Last year, DeSoto turned out 94,- 
697 cars but captured only 1.58 
percent. Its gain was 0.10 percent- 
age points. 

Plymouth built 315,248 cars for 
7.45 percent this year, compared 
with 539,711 cars and 9.00 per- 

cent in ’55; Dodge assembled 139,- 

092 cars for 3.29 percent this year, 

compared with 228,930 and 3.82 

percent in °55, and Chrysler divi- 

sion turned out 79,507 for 1.88 

percent this year, compared with 

129,785 cars and 2,17 percent a 

year ago. 

Plymouth’s percentage-point loss 
was 1.55; Dodge, 0.53, and Chrysler, 
0.29. 

AMC turned out a corporate total 
of 75,669 cars this year to capture 
1.79 percent and drop 0.38 percent- 
age points from a year ago, when it 
built 130,016 units and copped 2.17 
percent. 

* x * 
— output of 20,349 cars 
during the first nine months of 
this year gave it 0.48 percent, while 
Nash's 49,340 assemblies gave it 1.17 
percent. 

Hudson and Nash, however, 
both lost ground from a year 
ago, when Hudson built 41,274 
ears for 0.69 percent and Nash 
captured 1.48 percent with 88,742 
units. Hudson's percentage-point 
loss from a year ago was 0.21 and 
Nash’s, 0.31, 

Making up some of the differ- 
ence in the loss column was Ram- 
bler, which had built 5,980 units 
since the last week of August. Prior 
to that time all Ramblers were 
included in Hudson and Nash 
totals. 

* * * 
ie LOST 0.82 percentage points 
when it captured only 1.57 per- 
cent, compared with 2.39 a year ago. 
Its output was down from 143,115 
units a year ago to 66,723 this year. 

Studebaker turned out 53,434 
ears for 1.26 percent this year, 
compared with 1.50 percent on 
89,799 units a year ago. Packard 
assembled 13,289 cars this year 
for 0.31 percent, compared with 
0.389 percent on 53,316 units last 
year. The result was a 0.58 
percent-point loss for Packard 
and a 0.24 point drop for Stude- 
baker. 

Willys built 5,799 cars during the 
first three quarters of last year. 


Graves and Misch, 


Ex-S-P Officials, 
Take New Posts 


DETROIT. The appointments 
of William H, Graves and Herbert 
L. Misch, former Studebaker- 
Packard executives, to new posi- 
tions have been announced. 

Graves, former S-P vice-president 
engineering, has 
been named professor of automo- 
tive engineering at the University 
of Michigan, Ann Arbor. 

Misch, who was chief engineer 
for Packard-Clipper division, has 
joined Cadillac as director of ad- 
vanced product planning. 

Graves, 58, entered the auto bus- 
iness in 1919 with Packard as a 
research chemist. He was a Pack- 
ard vice-president before the 1954 
merger with Studebaker. Misch also 
was a Packard veteran, having 
joined the firm in 1941, 


Oldsmobile Cites 


Penetration Hike 


ATLANTA, — Oldsmobile is mak- 
ing gains in the medium price mar- 
ket and particularly in the South- 
east, according to J. F. Wolfram, 
Oldsmobile general manager. 

He was here last week in con- 
nection with dealer previews of the 
1957 models. Wolfram said that in 
the nine states comprising the 
Atlanta zone, Oldsmobile sold 21.2 
percent of the medium price mar- 
ket in 1954, 21.4 percent in 1955 and 
23.1 percent for the first seven 
months of 1956. 
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in THE INQUIRER 


More advertisers place more linage 


than in any other Philadelphia newspaper 


Advertising linage is the final measure 


of a newspaper's sales power 


The Philadelphia ngquirer 


Constructively Serving Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 


- NEW YORK 


Robert T. Devlin, Jr. 
342 Madison Ave. 
Murray Hill 2-5838 


CHICAGO 

Edward J. Lynch 

(0 N. Wacker Drive 
Andover 3-6270 


DETROIT 
George S. Dix 
Penobscot Bldg. 
Woodward 5-7260 


West Coast Representatives - 


SAN FRANCISCO LOS ANGELES 
Fitzpatrick Associates _ Fitzpatrick Associates 
155 Montgomery St. Wilshire Boulevard 
Garfield 1-7946 Dunkirk 5-3557 
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25,000 More Sales Needed to Break Even... 


AMC Morale High Awaiting °57 


(Continued from Page 4) 


first half of this year and we expect 


1956 Rambler registrations for the 
year as a whole to be above 1955.” 
* * * 


OMNEY pointed out that AMC 


“has made itself not only lean | 


and hard but rock-hard during its 
reorganization of the past two 


years. The American Motors’ pro-| 


gram has concentrated the facilities 
of two companies—Nash and Hud- 
son—into a tightly integrated opera- 
‘tion, with probably the lowest 
break-even point in the industry. 
“We've lost money but gained 
ground while we have been prepar- 
ing for the big automobile market 
ahead. We expect to sell 20 percent 
more cars in 1957, but even if we 
sell only what we did this year, and 
assuming no increase in our appli- 
ance or defense business, our finan- 
cial position will be stronger at the 
end of 1957,” he emphasized. 
“We've shrunk our operating 
costs to the point where we’re be- 





costs and many other production 
areas. The sale of 25,000 more cars 
in 1957 than we sold in 1956 will | 
put the company in the black. 

“Much of our loss in recent 
quarters is from carry-over factors 
now largely eliminated. For ex- 
ample, $5,000,000 of our loss this 
year resulted from the necessity of 
buying a V-8 engine (from Pack- 
ard) instead of building our own, 
which we now do. Elimination of 
such non-recurring items and other 
expense reduction has already cut 
$22,000,000 from operating budgets 
for next year on the basis of this 
year’s volume, 

“Meanwhile, American Motors 
has moved ahead in its other major 
fields, as well, The Kelvinator divi- 
sion will show its best profits in six 
years in 1956. In the defense field, 
American Motors has invested 
heavily in engineering and develop- 
ment work, and as a result appears 


| to be on the threshhold of the kind 


low the Big Three in assembly | planning for,” such as the “Mighty 


of major contracts we have been 


Mite” for the Marines and parts for 
military aircraft. 
* 


+ * 
FF gpe pecan predicted that sales 


of new automobiles should run 
between 6.5 million and 6.7 million 
in 1957, and between 6.5 and 6.9 mil- 
lion in each of the next two years. 
“In the 1960’s, with the growing 
population and a sharp upturn in 
family formation, combined with 


new living patterns, automobile | 
sales will reach levels never before | 


experienced by the industry,” he 
said. 

The market outlook for American 
Motors, Abernethy said, is much 
brighter than a year ago for several 
important reasons: 

1. “A basic change has taken 
place in marketing policies and 
attitudes, and the substantial 
elimination of many unsound 
practices will be especially helpful 
to dealers to whom service is as 
important as volume. 

2. “The 1957 Rambler will have a 


| full year on the market, instead of 





Employes See AMC Cars— 





Thousands of American Motors employes and their families turned out at Lakefront 
Stadium in Kenosha, Wis., to get an advance look at the company’s 1957 cars. They 
also heard a “‘personal annual report” from George Romney, AMC president. 


* * * 


| three-quarters of-a year, as was 
the case in 1956. 
3. “Rambler will be on its own 
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Super liquid Glaze 





WITH AMAZING NEW GLANS SPF 





















Spray It on in 5 Minutes — Wipe It Off in 10 


Super Liquid 


You’ll be amazed and thrilled with 
the long-lasting brilliance obtained 
with Super Liquid Glaze. It is vastly 
superior to waxes and polishes pri- 
marily because of Glasite—an exclu- 
sive ingredient developed secretly by 
our Research Chemists. 


Glaze lays down a glass- 


hard coating of protection which 
lasts for months and months under 
toughest weather and road conditions. 


Don’t let another day go by without 
sending for the free booklet, ‘‘Dollars 
and Sense” which tells you how you 
can set up and operate a profitable 
appearance department. 


Liquid Glaze needs 
20 top flight District 
Managers in pro- 
tected territories. 
Write or Wire. 


for the World’s Finest Finish 


Just think of the time and labor you’ll save by 
using Super Liquid Glaze . . for absolutely no 
polishing or buffing is required. 

Brand new cars, generally need only to be washed 
before Super Liquid Glaze is applied. Super Liquid 
Cleaner is for cars having mild cases of oxidation 
and road scum. Super Paste Cleaner is for cars 
having been more subject to oxidation or road scum. 
For “‘Do-It-Yourself’’ Sales, too! Super Liquid Glaze 
and Super Liquid Cleaner are also available in 
retail containers—the glaze in an easy to use Aero- 
sol bomb, and the cleaner in a non-spillable, non- 
breakable plastic bottle. 
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LIQUID GLAZE, Inc., Dept. 108 
704 Sheridan Street, Lansing 6, Mich. 
Please send me at once, your FREE booklet, “Dollars and Sense”, 
that describes, in detail, how to set up and operate a profitable 
Super Liquid Glaze appearance department, plus samples and 
prices on Liquid Glaze products. 

DEALER NAME 5 a 

TYPE OF FRANCHISE __ 
SEE ee VE) 


Grrv..... 2 mail 






ben see ese cae eee cee ee ee mee eee cee oe one ee eee aed 


* * . 


and with preeminence in the com- 
pany’s national sales organization 
for the first time. 

4. “Rising interest in compact and 
small cars, with the increased size 
of other makes focusing more at- 
tention on the advantages of 
Rambler. 

5. “Design refinements, me- 
chanical improvements and new 
power options in all AMC cars, 
including important advances in 
the big Nash and Hudson cars. 

6. “Rambler resale value, highest 
in the low-price field, will help the 
company’s trade-in velocity in a 
rising market.” 

“While we see an important trend 
to smaller cars, we're definitely 
counting on our big Nash and Hud- 
son cars to increase our total share 


|of the market,” Abernethy said. 


“We expect big cars to account for 
the largest but declining share of 
industry sales for the next few 
years, and probably level out at 
around 50 percent.” 
* = 7 

MC now has about 2,500 dealers 

and a boost to 3,000 is planned 
within the next six months, Aber- 
nethy said. He declared that AMC’s 
dealer franchise is “second to none” 
in the industry. 

Asked if AMC was planning to 
appoint a vice-president in charge 
of dealer relations, Romney said he 
thought such a position was not 
necessary for a smaller company 
which is in frequent direct contact 


| with its dealers. 


Romney also pointed out that 
AMC’s management now averages 
in the mid-40s in age, compared 
with the mid-60s two years ago, 
and he predicted that 10 years 
from now “the public will recog- 
nize that the late George Mason 
(founder of American Motors) 
was way ahead of other makers 
in car design, compactness, etc.” 

Emphasizing that “the bulk of 
technological progress comes from 
outside the auto makers’ plants— 
from parts makers, suppliers and 
machinery firms,” Romney said that 
AMC has as much opportunity to 
take advantage of these as the Big 
Three makers. 





Denver’s Jones 


Feted for ‘Fast 
Buyout’ of Ford 


DENVER. — Bob Jones has been 
honored here at a dinner for being 
| the first Ford dealer in the nation 
| to complete the dealer development 
| plan in 21 months. 
| BP. N. Buckminster, Dearborn, as- 
sistant director of the plan, said the 
| plan is set up on a five-year basis 
| to allow experienced auto dealers to 
|/go into business with Ford back- 
| ing. 
The company, he said, provides 
| capital by buying preferred stock 
|in the dealership. When the stock 
|is retired, the dealer then has his 
own capital in the business, 

“Denver,” said Buckminster, “is 
|the only city where such a fast 
| ‘buyout’ has occurred in the six 
years the plan has been in effect. 
|The very fact that Bob was able 
to complete our plan in less than 
two years should be proof positive 
that new cars are still selling as 
fast as ever.” 

About 30 Ford dealers in this area 
attended the dinner. 
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DEPENDABLLEITY 





A reliable source for dependable products 


Perhaps no measurement of value is as important as 
dependability. For, obviously, in automotive compo- 
nents, sound design, outstanding performance, and 
efficient production service can only stem from an organ- 
ization built on the solid foundation of dependability. 
For over thirty years Bendix Products Division has 
demonstrated its ability not only to meet, but to antici- 
pate the needs of the automotive industry. The fact that 
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Bendix products have won such wide acceptance is 
proof of dependability. 

From plans to finished products, you can count on 
Bendix as a reliable source for dependable automotive 
components. *REG. U.S. PAT.OFF. 


BENDIX civision SOUTH BEND ons 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N.Y. 





Bendix Power Brakes* Bendix Power Steering* 


BRAKES « 








POWER STEERING « POWER BRAKING « CONSTANT VELOCITY UNIVERSAL JOINTS e HYDRAULIC REMOTE CONTROLS 
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Beck Present Plea is concentrated in equipment and, 
deen eas terepepeend ner tomeeeamnerneianeseetsataat even for those lines which are 


wholly solvent, it is extremely diffi- 
k I d tr Ask cult for the operators to lay aside 
ruc rn us KA Ss sufficient revenues to guarantee, at 


all times, a sure, adequate line of 


e credit. 5 . ™ “i is - 
“We believe the Small Business| 77 es ae 
U. S. He Ip on Credit Administration can develop a sound 4 . ; leneesahad 
program of assistance for the ee fe ie 

WASHINGTON. — The Small! fense depend upon the mainte- | trucking industry which will relieve | ™ ~n AnAe ae. ae 
Business Administration has re-| ance of an adequate truck trans- | this chronic credit shortage and, | Sopp. 
ceived an appeal for immediate help| portation system,” he asserted. = +" — = a Seas | 
in meeting what was called “a| “Such a system cannot be main- | oommensinie 5 COE OS Wan peo | a 
critical shortage of credit in the tained without suitable credit He eiied that conpevative offerte 
trucking industry. facilities. |should make it possible to ensure 


Presenting the appeal was Dave Beck continued: “The credit widespread participation by small r ‘ 
Beck, Teamsters president. He | needs of truck operators are | trucking auinunien in the SBA facil. | Henderson Opens New Dealership— 


was joined by B. M. Seymour, peculiar to this industry because | ities, and concluded: “We have| This is the new home of Henderson Oldsmobile in Arcadia, Calif. Owned by C. G. 
president, Associated Transport, ownership is so diversified. several suggestions for practical | Henderson, the dealership features spacious new and used-car facilities and service } 
Inc., New York. Both are mem- “The major part of investment | ways in which this can be done.” | area. 

bers of the Independent Advisory ee 

Committee to the Trucking In- 

dustry. 

Beck declared that from the 
standpoint of ownership, the truck- 
ing industry comprises the largest 
aggregation df small businessmen 
in the area. 

He said about 97 percent of the! 
18,000 trucking firms in the country 
qualify for SBA loans under the 
agency’s rule which defines small 


truckers as those having $2 mil- 


a less in gross annual reve- Spicer Thornton POWR-LOK Keeps Power 


However, Beck contended, since 
SBA was established, it has loaned 
truckers only $52,000 for equipment | 
purchases. He said a recent survey 
showed that 1% million new trucks, 
tractors and truck-trailers must be 
acquired annually to meet expan- 
sion and replacement needs, 

“Our national economy and de- 












Buick Conducting | 
Series of Six 


Dealer Previews 


FLINT.—The 1957 Buick is being} 
introduced to Buick dealers at six) 
previews across the nation. The 
Midwest preview was held last week | 
in Chicago, followed by the South-| 
east show today (Oct. 8) in At-| 
lanta. 

Edward T. Ragsdale, general 
manager of Buick, and a team of 
top Buick executives are present-| 
ing the cars to dealers and sales- 
men. | 

Other showings will be held Oct.| 
15-16 at New York for the eastern! 
region, Oct. 19-20 at Detroit for the) 
central region, Oct. 27 at Los Ange-| 
les for the Pacific region, and Nov. 

1 at Fort Worth for the Southwest.) mee 

Assisting Ragsdale in the 1957 eel iO 
model presentation are Verner P. 

Mathews, chief engineer; Albert H. ume! SPICER TH 
Belfie, general sales manager, and 

J. H. S. Ellis, president of Kudner 

Agency, Inc., Buick’s advertising 

counsel. 

Other top executives making the 
trips include J. B. Nash, executive} 
assistant to Ragsdale in charge of | 
dealer relations, and Waldo E. Mc- 

Naught, director of public rela- 
tions. 

A full-scale musical comedy, 
“Landslide,” with a Broadway cast, 
is a feature of the meetings. 





: WHEELS” , E, MUD 
K CONTROLS “WILD WHEELS" ON SNOW, IC 





RNTON POWR-LO 


August Exports 
Fall to 56 Low 


DETROIT. — U. S. auto manu- 
facturers exported 23,906 vehicles in 
August, the lowest monthly total | 
of the year, according to the Au-| 
tomobile Manufacturers Assn. 

The figure consisted of 6,856 cars 
and 17,050 trucks and buses. In 
July, 11,167 cars and 17,774 trucks 
and buses were shipped. 

Exports in the first eight months 
of 1956 totalled 285,366 vehicles— 
141,636 cars and 143,730 trucks and | 
buses. The eight-month figure in| 
1955 was 310,365 on 179,832 cars and | 
130,533 commercial units. 
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| | Mich. Lawmaker 
ng 


uestions Rate 


On Auto ‘Loans’ 


LANSING, — State Rep. Willard 
I. Bowerman jr., chairman of an | 
interim committee studying auto- 
mobile financing in Michigan, has 
requested an attorney-general’s 
opinion on the legality of proced- 
ures often used by car dealers in 
the sale of low-priced used cars. 

Bowerman said it appears there 
might be some illegal procedures 
in the method, 

The bulk of cars sold for $500 or 
less are financed by small loan} 
licensees at rates “substantially | 
higher” than allowed by Michigan’s 








ae 


| committee that it is a usual prac- 
| tice to refer customers, wishing to 
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automobile finance act, Bowerman | 
said. 
“Dealers have testified before our 


finance low-price cars, to small loan 
companies, who in turn make the 
proceeds of the loan out in the 
form of a check payable to the 
dealer and the borrower,” Bower- 
man said. 


He added “my committee is in- 
clined to think this subterfuge is 
a violation of the law. As an ex- 
ample, Bowerman said that a per- 
son purchasing a car for $300 would 
pay a true interest rate of 24 per- 
cent, the legal maximum, if the 
paper were placed through an auto- 
mobile finance firm, but 32 percent 
if handled through a small loan 
firm. 





Geared to BOTH Driving 


HE Thornton 


POWR-LOK principle is 


another in the ever-growing list of safety- 
and power-transmission innovations developed 
by Dana engineers and Dana resources. It is 
a new concept of controlled driving-wheel 
power ... the most revolutionary rear axle 
design in volume production since the inven- 
tion of the differential itself! 


The Thornton POWR-LOK Differential in Spicer 
Axles now makes possible the automatic deliv- 
ery of controlled torque to BOTH driving 
wheels under all tractive conditions, and ends 
“wild wheels” often occurring in ordinary axles. 


No more “wild wheels” that spin uselessly in mud, 





Meeting the Practical Problems... 
Case Histories 


Eprror’s Nore: This is one of a 
series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

+ * * 
Dear Ed: 
ODAY I’m going to tell you 
how I sold a family a new 
car only because I gained their 
full confidence. 

This man had been shopping 

for a new car for three or four 












of a Salesman 


weeks, covering 
all the different 
makes in the 
medium class. 
He was not the 
smart - aleck 
type but rather 
the shy and 
“not so worldly 
wise” type. He 
hadn’t bought a 
new car for 
eight years. 
This guy, un- 


Wheels! 


ice, sand or snow. The Thornton POWR-LOK 
Differential enables the wheel with the better 
traction tq,apply the major driving force to 
the road, thereby enabling the vehicle to move. 


No more “wild wheels” that spin at high speed 
when bounced into the air by bumps or holes 
and then come down with sudden stoppage, 
causing dangerouS car swerve or destructive 
tire scuffing. 


The Spicer Thornton POWR-LOK keeps deliv- 
ering safe, controlled ‘> to BOTH wheels 
at all times, adjusting itself instantly to vary- 
ing road conditions, and assuring steady pro- 
pelling action to the vehicle. 


Write for brochure illustrating and describing 
the efficiency and safety aspects of the new 
Thornton POWR-LOK Differential as now 
offered exclusively in Spicer Axles. Available 
for passenger cars, and light and medium- 
duty commercial vehicles. 
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SPICER PRODUCTS: rranss 











fortunately, would believe any- 
thing you told him, This ig not 
very good because every sales- 
man exaggerates some, but the 
average customer is smart enough 
to discount certain things and be- 
lieve what he thinks to be im- 
portant. 

This poor guy went for every- 
thing you said. So after talking 
to half a dozen salesmen, he was 
pretty confused. He didn’t know 
which car to buy and that was 
what he told me after I had 
worked with him for the usual 
amount of time it takes to get to 


the real closing of my sale. 
+ + + 


OWEVER by this time I 

started to realize with whom 

I was dealing and knew I must 

change things around. I remem- 

bered one question he asked re- 
garding the gas consumption of 
this model. I carelessly said he 

would get about 21 miles to a- 

gallon. 

I told him, by the way, a while 
back you asked me about the gas 
mileage on that car. I kind of 
spoke a little too fast when I said 
21 miles to the gallon. The truth 
of the matter is it would be closer 
to 16. 

He said it was surprising for 
me to say such a thing because 
that would put my make of car‘ 

| out of the running as all the 
others could get anywhere from 
| 21 to 26 miles a gallon. Of course 
this was part of my plan to 
show him that sales people 
don’t always tell the truth. 

“Do you sincerely believe that 
any of the cars you've looked at 
can get the kind of gas mileage 
| you've been told?” I asked. “The 
| real facts of gas mileage can be 

proved easily. Now, I’m going to 

take our lightest model six-cylin- 
der, standard transmission car. 

You and I will start off with a 

full tank of gas—then we'll drive 

about 20 miles in the country— 

stop and refill to the top—that 

way we can tell exactly how many 

miles this car—the easiest on gas- 

oline—can give us. 
* * * 

’ EN we do this, we will 

see that this car at its best 

can deliver only 20 miles to a 

gallon. And if this smaller car can 

get only 20, how can the medium 

size V-8 automatics get 21 to 26? 

“Unfortunately,” I added, “you 
believe things too easily, You 
should be more skeptical espe- 
cially when you are about to 
make such an important pur- 
chase. There are many things a 
salesman says in his anxiety to 
make a sale which are not en- 
tirely correct. 

“I can promise you that from 
this point on, I will be very care- 
ful in explaining and answering 
every question you might have 
about our line of cars. When you 
leave here you'll know the real 
facts—the ones you're going to 

| live with, and not some distorted 
| facts like 26 miles to a gallon.” 

This was the start to gaining 

| his full confidence which conse- 
| quently led to another sale. 
—Bert SIMONS. 


| Free Safety 
Michigan Dealers Join 


Car-Check Plan 


| BATTLE CREEK, Mich. — The 
Calhoun County Safety Commission 
last month began a plan which en- 
ables motorists to get a free safety 
check during October and Novem- 
ber. 


All they have to do is to drive 
into any of the 94 cooperating new- 
car dealerships, garages or service 
stations and obtain a 10-point 
check. 

If the car passes, the driver will 
receive a windshield sticker and be 
entered in a merchandise prize con- 
test to be held in December, The 
goal is to check 25,000 vehicles. 





MOTOR oF 
MASTER 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


¥ 2. Every dollar of ore and oil taxes, collected by states and federal 
governments, applied to the building and mainténance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


New-Car Fever on the Rise; 
Where Will It Lead? 


ING by a few good looks under the 1957 model cur- 

tain, the temperature of the potential auto buyer is due 

for a rise. We can look with confidence for the spread of that 
phenomenon known as new-car fever. 


That doesn’t mean that all the dealers and salesmen, 
who seek to cool the fever with their products, are going 
to have an easy time of it next year. 


You can detect, too, a touch of fever on the part of those 
preparing the offerings of next year. The present new-car 
market is demanding. And the makers are running pellmell 
to market to meet that demand. 


Will this develop into another wild frenzy of discount 
selling and ruinous trade practices? 


It should not. Dealers have learned that the gimmicks 
have a way of undermining those who use them. They have 
learned a lot about the cost factors that make giveaway 
business a self-defeating form of competition. They have 
learned that concentration on the volume theory of selling, 
without satisfactory service, kills repeat business. 


Gimmick selling has its appeal, but hard, honest organ- 
ized service selling will beat any gimmick or combination of 
gimmicks. 

Each dealer will have to be his own self-starter in organ- 
izing for strong, honest selling. No one is going to do it for 


Some dealers keep looking for an industry policeman 
to make everybody good. But it isn’t in the cards. There 
are a lot of pressures in that direction. But neither the 
factories, nor NADA, nor BBB, nor anyone else can clean 
up the industry the easy way. 


In the long run; the public is the policeman, but that takes 


time. Meantime, the reputable auto merchants will have to 


— their own an on the right course, letting the gim- 
mick boys trip on their own traps. 








Events 


Dealer Conventions 


Oct. 14-16—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 
mond, 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 
Oct. 21-23—Florida Automobile Dealers 
meen, Fort Harrison Hotel, Clearwater, 
4. 
Oct. 21-23—Tenth Annual Convention, Na- 








tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 
Nov. 3-5—Texas Independent Automobile 4,_—— = 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. MorninG 
Nov. I1-13—Kentucky Automobile Dealers ALES 
fo Sheraton-Seelbach Hotel, Louis- congerence 
ville, 
Nov. 13—Connecticut Automotive Trades 


Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

April 45—IIlinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, III. 

* * * 


Auto Shows 


Oct. 6-2i—Dallas Auto Show, State Fair 
Automobile Blidg., Dallas. 

Nov. 24-Dec. | — International Autorama, 
Commercial Museum, Philadelphia. 

Nov. 15-25—Los Angeies Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 

Dec. 8-16—National Automobile Show, 
Coliseum, New York. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis, 

Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 

Jan, 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 


Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, hicago. 
Jan. 5-13—Washington Auto Show, Na- 


tional Guard Armory, Washington. 

Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. &13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 18-26—Indianapolis Auto Show, Man- | 
ufacturers dg., Indiana State Fair | 
Grounds, anapolis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 


Letterbox 






Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh. | 

Detroit 


J 19-27—Detroit Auto Show, 

& Armory, Detroit. 

P 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War = Memorial Exhibit Hall, 
Rochestr, N. Y. 

Feb. 2-10—Omaha Aufo Show, Civic Audi- 
torium, Ohama, 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 11-17—Albuquerque Auto Show, Coli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 17-23 — Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 
Syracuse. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S$. C. 


Sunday Closing 
| According to Automotive News of | 
Sept. 17, 1956, page 72, column 3) 
under caption of “Used Car Notes.” | 
|Perhaps you have been sorely mis- 
| informed as to the voluntary action 
|as to Sunday closing. I have never 
agreed or signed for or against 
| Sunday closing. 

Enclosed find clipping that ap-| 
peared in the Tampa Tribune stat- 
|ing that I, Bud Sherk have been 
|arrested twice (on complaint of) | 
'by the President of the Tampa) 





March 2-10—Kansas City Auto Show, Ex- | Assn. 
[Tee we Auditorium, | Trust in all fairness to my con-| 
‘a ee |cern you will find this article of 
i ll of your Florida cov-| 
General | interest to a ¢ 
ae 
Od. 414 — Paris Auto Show, Gread | Stee? 9 this issue pertains to the 


Florida statute Sunday blue law. 
Thanking you for your courtesy 


Palais, Paris, 
Oct, 8-12—National Metal Exposition and 


Congress, Public Auditorium and Ex- : : that 
hibition ‘Halls, Cleveland. in this matter and trust no 
Oct. 10-12 — National Transportation will set the records straight—Bup 


Meeting, Society of Automotive Engi- SHeERK, Tampa, Fla. 


Oct. 17-27 Intemational “Meter Show, | _ Hoior's Nore: The story to 
Earls Court, London, England, ; which Sherk referred noted that 
Oct. 21-26—Twenty-third annual conven- the Tampa Independent Automo- 
Astoria Hotel, — te i, Wee bile Dealers Assn. had announced 





(See CALENDAR, Page 46, Col. 1) that its members would be closed 


‘Set Record Straight... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





30 Years Ago... 


The Big Stories 

Ford Motor Co. has adopted a five-day week, with six days’ pay 
policy, it is officially announced by Henry Ford. Eight hours will 
constitute the working day and there will be no extra labor or over- 
time. In addition to shortening the working week, a new scale of 
higher wages which, it is reported, will bring the minimum wage up 
to a fraction under $8 a day is being planned. 

A puncture-proof tire with an inner tube containing a chemical com- 
pound which instantly repairs any perforation has been perfected, 
according to the Bureau of Standards. 

In July, only 16 percent of all cars sold by General Motors were 
open cars, compared with 46 percent in July, 1925. The average for 
1926 to date is below 20 percent, compared with 37 percent in 1925, 
and-57 percent in 1924. 

Bleriot Co. is displaying a wood-burning automobile at the Paris 
National Automobile Exposition. Wood and charcoal heated to a high 
temperature forms gas which, when mixed with air, explodes in the 
cylinder. The cost is.said to be 80 percent less than gasoline. 


-~—From the files of Automotive News. 


Of the Week 
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Sundays. Sherk is not a member 
of the association. 

Sherk and his sales manager, 
Benny Brooks, since have been 
found guilty of selling an auto on 
Sunday and have been fined $50 
each. They plan to appeal and 
will base their plea on the con- 
stitutionality of the State law. 

Sherk told the court: “Sunday 
is the only day the whole family, 
including the wife, can come out 
and see the car selected earlier 
by the husband for their ap- 
proval. I do more business on 
Sunday than on any other day. 
I have been in business five years 
at the same location and no one 
has objected before.” 


* * x 


Call Us CATRALA 

We have noted on page 71 of the 
Sept. 17 issue of Automotive News 
an item quoting in the headline 
“Rent-Lease Assn. Plans Expansion 
into State Groups.” This letter is 
for the purpose of informing you 
that the name CATRALA (for Car 
and Truck Renting and Leasing 
Assn.) has become very well known 
throughout the renting and leasing. 
business, which of course laps over 
into all sorts of related businesses 
in the automotive field. 

CATRALA is also very well 
known under that name among 
members of the Interstate Com- 
merce committees of the Senate and 
the House, the Interstate Commerce 
Commission, Labor Department, 
various presidential assistants and 
also a small army of state officials 
and administrators throughout the 
country. 

Inasmuch as we will give you an 
item occasionally, we wonder if you 
would use the name CATRALA, 
which we note was eliminated from 
the condensed item referred to 
above.—Howarp R. Smrrn, Execu- 
tive Secretary, Car and Truck Rent- 
ing and Leasing Assn., Chicago. 


Automotive Cartoon || 
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GET INTO THIS PROFIT PICTURE! 


For many dealers, the addition of a ‘Jeep’ vehicle franchise to their 
present operation has meant a substantial increase in net profits. 


Spread your overhead in facilities and in Sales and Service per- 
sonnel over two lines. To get into this profit picture, you don’t need to 
give up anything. You retain your present operation, but you add the 
profit potential of the ‘Jeep’ vehicle franchise to it. With practically no 
increase in operating overhead, you add substantial profits. You use the 
same physical facilities for two lines, without any overlapping of prod- 
ucts or weakening of position with your present owners. 


‘Jeep’ vehicle gross profits are higher than those of most lines. 
Hundreds of dealers who are dualing ‘Jeep’ vehicles with another line 
are amazed to discover how much higher their ‘Jeep’ vehicle gross profit 
opportunity is, because: 


e ‘Jeep’ dealers aren’t in the profitless “volume race”. There’s no 
wheeling and dealing competition down the street when you 
sell ‘Jeep’ vehicles. 


e ‘Jeep’ vehicle resale value is far greater than that of most auto- 
motive products. (For example, a two-year-old Universal ‘Jeep’ 
commands 90.4% of original Factory list price.) 


¢ 49.8% of all ‘Jeep’ vehicle sales were “clean deals” in 1955. 


e ‘Jeep’ vehicle sales frequently include substantial additional 
profits from the sale of special equipment (either at the time of 
original sale, or later when owners have new jobs to do). 


The jeep family of 4-Wheel-Drive vehicles 





Universal ‘Jeep’ ‘Jeep’ Truck 





‘Jeep’ Utility Wagon 


The success of most of the 712 dealers who added the ‘Jeep’ 
franchise to their present operation in 1955—and many others who are 
profitably selling ‘Jeep’ vehicles along with another line—has been so 
great that you are passing up a real bet if you don’t get the facts on how 
easily a similar arrangement could fit into your operation—how you 
could make more efficient use of your Sales and Service force by expand- 
ing their range of prospects—how you could spread your investment in 
facilities and your overhead over two lines instead of one. 


Here is all you do. Get the detailed facts and see what they can mean 
to you—facts about how you give up nothing, but add substantial profit 
opportunities. You owe it to your future to give this opportunity careful 
study. For complete information, fill out and mail the coupon below. 
There’s no obligation. Do it right now! 


WILLYS... 
the company 
on the 
move! 





Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 


Name___ pom Fe 


II OE oe 


Without obligation, please have a representative call and 
give me information about the ‘Jeep’ family franchise. 
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UMS Distributors, Executives Meet— 


Members of the United Motors Service Distributors’ Council met in Detroit with 
UMS executives to review sales and merchandising plans. Seated across the back are, 
from left, Vern Dupy, executive assistant to the general manager; J. H. Bolles, sales 
and engineering director, Delco-Remy; Roland S. Withers, UMS general manager; 
Edward L. Lape, UMS general sales manager, and Thomas F. Plant, assistant general 
sales manager. Standing are UMC staff members and personnel of their advertising 
agency. 





Highways and Safety .. . 





Police Chiefs Clash 


Over ‘Hide 


By W. M. McCarty 
Staff Correspondent 
ee over speed traps 
and unmarked squad cars has 
sparked one session of the Interna- 
tional Assn. of Chiefs of Police con- 
ference in Chicago. 

The controversy came when 
Paul R. Martz, Minnesota high- 
way patrol chief, said he was in 
favor of the “hiding” technique 
and “a sufficient number of un- 
marked cars should be used to 
obtain compliance with safe 
driving rules of those who ap- 
parently otherwise refuse to 
comply.” 

Timothy J. O’Connor, Chicago 
police commissioner, said there was 
no room in the Chicago police de- 
partment for policemen who hide 
to arrest motorists. He also said 
squad cars must be marked so the 


’ Tactics 


| public can tell at a glance they are 
police. 

Martz contended that if un- 
marked cars are wrong, so are 
plainclothes detectives and if alco- 
holic tests are unconstitutional, so 
is fingerprinting. 

Chief William A, Winfield, 
Rochester, N. Y., said radar is doing 
the job adequately and he has in- 
structed his police to stay in plain 
view of the public. 

But Chief James C, McDonald, 
Memphis, said police vehicles 
parked in plain view “aren’t going 
to stop the killers on the road.” 
He said his squads are hidden at 
key points “and win national 
safety awards.” 

. * = 
HIEF WILLIAM S. LEE, Al- 
bany, Ga., said he will not allow 
his men to set up speed traps be- 
cause the people of Albany won't 





How Many Miles to the Acre? 


In growing an acre of wheat every field operation requires at 
least a mile of tractor travel. Plowing alone (with two 14-inch 


bottoms) adds up to more than 312 miles per acre. 


However, this is only one of the many crops grown in Ohio, 


Michigan and Pennsylvania to hold income at a high, steady level. 


That’s why farmers here are on the “go” every month of the year. 
And, that’s how you profit. It means bigger, steadier sales of 
products to keep millions of wheels rolling: fuel and lubricants, 
tires and batteries, replacement parts and accessories for cars, 


trucks, tractors and implements. 


In these rich agricultural states (among the top-third in in- 
come) rural families prefer their home-edited farm magazines— 
THE OHIO FARMER, MICHIGAN FARMER, PENNSYLVANIA FARMER—by 
an impressive majority. These publications give you extra value 
for every advertising dollar with blanket coverage of prosperous 
areas, thorough readership, frequency (twice every month) and 
economy—rotogravure printing (in full color, too) to save the 


cost of plates. 


sories (plus heating 
cooking equipment). 


The booklet for either 
state—or all three—will be 
mailed free upon request. 
Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell 
Avenue, Cleveland 14, Ohio. 


Send for Your Free Copies of the 
FARM PETROLEUM MARKET 


In three interesting booklets on the farm markets 
in Ohio, Michigan and Pennsylvania are many 
important facts on automo- 
biles, trucks, farm tractors, 
garden tractors, petroleum 
products, tires and acces- 


and 


THE OHIO FARMER + MICHIGAN FARMER - PENNSYLVANIA FARMER 


Cleveland 


East Lansing 


Harrisburg 





stand for it. Walter Arm, deputy 
police commissioner of New York, 
said hiding by New York police is 
the practice but it is neither en- 
couraged nor discouraged. 

The chiefs watched a demonstra- 
tion of a new radar meter that 
clocks speeding motorists. The 
meter can be set for prevailing 
speed limit on a street or highway. 

* * * 


=. equipment can be used 
to make a motion picture rec- 
ord of the speeding car’s license 
number and the meter’s reading. 
The unit can be set for operation 
in two minutes. 

The members adopted, without 
debate, a resolution condemning 
“drag strips” for auto racing. 
They urged that law enforce- 
ment agencies refrain from 
taking part in establishment or 
operation of “drag strips.” The 
resolution noted that speed was 
the leading cause of major traf- 
fic mishaps. 

O’Connor said he is contem- 
plating having all police cars dis- 
play green flashing lights at night 
as a result of the success of an ex- 
periment over the Labor Day week- 
end, He said anticipated traffic 
fatalities were cut in half. Under 
the plan, the green flashing light 
would be changed to red when the 
car is on emergency call. 

Chief George A. Otlewis, Chicago 
park district police, was elected 
president of the association, He 
succeeds Chief Walter E. Headley 
jr., Miami. The IACP voted to hold 
its 1957 convention in Honolulu, 

* * . 


Fluorescent Luminaires 


Light Longest Bridge 


The world’s longest high-level 
bridge, a four-mile span connecting 
Richmond and San Rafael, Calif., 
has been lighted by more than 200 
General Electric Form 406 fluores- 
cent luminaires. 


The bridge, opened to traffic on 
Sept. 1, is believed to be the first 
ever to make exclusive use of 
fluorescent luminaires for illumina- 
tion. When completed a year from 
now, the installation will be lighted 
by a total of 420 luminaires and will 
have two three-lane traffic decks, 
the upper for westbound traffic, the 
lower for eastbound traffic, 


* * * 


Driver Manual Issued 


Twenty thousand copies of the 
Michigan Driver Education Manual 
are being distributed by the State 
Department of Public Instruction. 
The manuals are primarily for use 
for by school administrators and 
teachers of driver-education 
courses. 


Chevrolet Adds 3 
To Wholesale Staff 


DETROIT.—Three appointments 
in the expanding Chevrolet whole- 
sale force were announced last week 
by W. E. Fish, 
general sales 
manager. They 
are: 

Ross Fraser, 
from assistant na- 
tional advertising 
manager to Nor- 
wood zone 
manager; G. J. 
Metzger, from 
Norwood zone 
manager to Bal- 
timore zone man- Ross Fraser 
ager, and F. C, Silvey, from Balti- 
more zone manager to national 
manager of the parts and accesso- 
ries warehousing department in the 
Detroit central office, 

Fraser has served in the adver- 
tising department since December, 








G. J. Metzger F. C. Silvey 


1951. Metzger formerly was an as- 
sistant truck manager in the central 
office and Indianapolis. zone man- 
ager. Silvey’s experience includes 
posts as parts and accessories man- 
ager for the Eastern region. 
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ie These ads appearing in Life, Post and Collier’s are opening the eyes of 


id 73,500,000 car-conscious customers to the value of Rayon Cord Tires. 


They explain why you choose Rayon Cord Tires as original equipment. 





The Saturday Evening 





Paodroekhe 








Almost all automobile haulers rely on rugged rayon tires for 
toughest service... proof that you can depend on rayon! 
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i For heavy duty...Rayon Hi-Test Tire Cord... 





APS 





Long, heavy hauls under all kinds of road 
and weather conditions with delivery sched- 
ules to be met . . . and Rayon Hi-Test Tires 
do the job! You aren't apt to put your tires 
to such drastic uses, but it is reassuring to 
know that the cord in your tires is the same 
—just as strong and safe. Rayon is the 
only cord that actually gains in strength as 


These ads tell new-car prospects that— 


e emergency vehicles—rescue cars, police cars, fire engines—depend on 


tire heat builds up at high road speeds. No 
wonder 9 out of 10 cars ride on Rayon. For 
premium safety at no premium in price, 
insist on RAYON HI-TEST Tires. E car 
manufacturer is using them as standar 

€quipment on the new 1957 models. 
American Rayon Institute, Inc., 350 


Fifth Avenue, New York 1, New York. 


Be sure you ride on RAYON—worl 


Rayon Cord Tires for safety 


e Rayon Tire Cord is, pound for pound, as strong as steel 
e 9 out of 10 cars ride on Rayon Cord Tires 








This Is the e/ghth ad in the American Rayon 
Iinstitute’s big 1956 advertising campaign. 





ee 






d's leading tire cord 





e Rayon Cord Tires deliver premium safety at no premium in price 


e Tires made from Rayon—the world’s leading tire cord—are used as 
standard equipment by every car manufacturer 


American Rayon Institute, Inc. 
350 Fifth Ave., New York 1, N. Y. 
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| the product are 21 percent nitro- 
| gen and 53 percent phosphorus. | 
News to Note... | Changes in the method used to 
| remove ammonia from coke oven | 
gas have made possible the pro- 
7 * | duction of the new fertilizer. The 
uto or in rie | basic gas, which is derived while 
| converting coal to coke, contains 
many other valuable by-products 
and is itself used as a fuel in 
WASHINGTON. — The Atomic | of “fewer motors for more applica-| Several Rouge plant activities. 
Energy Commission has given|tions” and is based on an estimate a ee 
notice that it intends to waive its|that more than one million small Hyster Plans New Plant 
rights to inventions or discoveries motors need replacing each year. | Jn Glasgow, Scotland 
resulting from use of certain ma-| Thus, according to the company, it 
terials made available by the com-/| will be possible to serve an even PORTLAND, Ore.—-Plans to open 





mission. | wider automotive replacement mar-|# "ew Hyster Co. tractor equip- 
These rights were contained in | ket than before, with fewer basic ment assembly plant near Glasgow, 
the Atomic Energy Act of 1954, The | types. Scotland, have been announced by 
commission said the waiver does a ee | Ernest G. Swigert, Hyster presi- 
not include inventions or discov-| Ford By-Product Sells a. new plant will supplement! 
eries by the commission or con- 7 angele ore an ul Ss emen 
tractor personnel during perform- As New Fertilizer | Hyster’s manufacturing plant es- “Now, men, the factory has 
ance of an irradiation service. DEARBORN. — Ford Motor | tablished in Nijmegen, Netherlands,| done its part in giving you a car 
Sa Co. has announced it is market- | in 1952. Operations at the Scotland| ¢9 selj — you take it from there 
LeeceNeville Launches | ing a new high-analysis plant plant will commence this fall. The} gqnq good luck. . . .” 


| Scotland factory is the third in a 





food which is produced as a by- 


Small-Motor Campaign : series of recent expansions revealed 

. 4 | product of coke-making opera- | | ‘ . os 
CLEVELAND. A program to| tions at Rouge plant here. by Hyster. ‘ @ » eo oe pete ha ae hn 
double current sales of small mo-| The new fertilizer is diam- 


Arvin Scholarship Plan | nounced by Yandell C. Cline, vice- 
tors, has been launched here by| monium phosphate which con- P | president, Arvin Industries, Inc., 


Leece-Neville Co., at a meeting of| tains concentrated amounts of Announced by Cline here. 
regional managers. | two essential plant foods in a COLUMBUS, Ind.—-A Scholarship| Awards, based on need, will be 
The program centers on a theme| soluble form. Active nutrients in | plan by which young men will be' made up to a maximum of $3,000 




















® Dashboard in textured and 
patterned sheet with built- 
in color 

® Scuff and kick plates in 
sparkling patterned sheet 

@ Instrument knobs and door 

handles in finely textured 


satin, natural or colored 
finish 


Be a BRIGHT salesman © Moldings in gleaming mirror 


®@ Instrument panel,trim in 


You can make an important sales point of the bright work on your gleaming colors and patterns 
car. Much of it today is aluminum. 
Alcoa® Aluminum in color brightens many a new car interior. ip tes uve mane 
. 7 ALICRMaAT wnOay tvine s 
These are rich, permanent colors that can’t chip or peel—colors Se ee are 
that are part of the metal itself. Your Guide to the Best 
Aluminum trim, with proper care, stays new and lustrous, for it in Aluminum Value 


can’t rust, corrode, peel or blister. It’s solid, enduring aluminum 
clear through. 


we CHOSE 
Proper care means mild soap and water, nothing else. No abra- 6. 
sives or chemicals. No scouring. No hard work. prcoe in 
Alcoa does not make automotive trim, but Alcoa Aluminum is widely AL 


L products - Te 


used in today’s cars. Be sure to tell your customers more about its _ 
advantages and how to care for it. Aluminum Company of America, 
2192-K Alcoa Building, Pittsburgh 19, Pa. 


@aco*™ 





during a four-year college course. 
Applications will be accepted fror 
| high school graduates residing in 9 


LA the areas in which Arvin operates 


factories, although preference will 
| be given to sons of Arvin employes, 
including sons of deceased and re- 
tired employes, and to junior em- 


’| ployes of the firm. 


+ * > 
|Unisteel Wins Contract 


|For 351 Van Bodies 


GALION, O. Receipt of an 
|order for 351 ordnance-type var 
bodies has been announced by Uni- 
| steel Body Co. here. 

Being built in Wapakoneta, under 
subcontract to Chrysler Corp., the 
bodies are 12 foot vans, with stee 
safety plate floors, steel slat lining 
and full rear doors. Unisteel will } 
mount the bodies on Dodge chassis 
at the Wapakoneta plant. Deliveries 
will start early this fall. 

+ + * 


Australian Firm Eyes 


Gas-Turbine Auto 


BRISBANE, Australia. A com- 
pany has been set up here by J. H. 
Bradbury to investigate the possi- 
bility of producing a gas-turbine 
car in Australia. 

Australian Gas Turbine Develop- 
|}ment, Pty. Ltd. will pursue re- 
search into a form of turbine im- 
peller design invented by Bradbury, 
who claims it is possible to build an 
automotive gas turbine about half 
the weight and size of present 
engines, and which will run a car 
for 200 miles on one gallon of Kero- 
sene. 


= > > 
Senator Malone Assails 


| Present Tariff Power 


CHICAGO. Featured speaker 
|} at the annual meeting of the Amer- 
ican Die Casting Institute was Sen- 
ator George W. Malone, Nevada 
| Republican, who said the Trade 
| Agreement Act of 1934 must be re- 
| pealed or allowed to die when it 
| expires in June, 1958. , 
| Malone said power to regulate 
| duties or tariffs should be restored 
to Congress. He said regulation has 
| been handled by the State Depart- 
| ment. since 1934. Foreign goods, 
| produced by labor working at a 
lower standard are “flooding the 
| country,” he said. 
| > > > 


| Norton Starts Work 


|On Service Building 


| WORCESTER, Mass.—Construe- 
| tion on a new $2 million dollar, two- 
| story, central service building has 
| started at Norton Co.'s plant here. 
The 3%-acre factory and office 
| building will centralize the engi- 
| neering department and a variety 
|of crafts which service the entire 
| plant. 
| . . 7 


|Unemployment Tax Cut 


Expected in Pennsylvania 


| HARRISBURG. — Unemployment 
| insurance taxes for 95,000 Pennsyl- 
vania employers are expected to 
drop about $55 million next year, 
according to John R. Torquate, 
State labor and industry secretary. 
He said the state unemployment 
compensation fund is expected to 
| reach $389 million by the end of the 
year, providing for an automatic 
cutback in contribution rates. The 
|new average will be 1.6, compared } 
| with 2.2 percent this year. 


. * - 


Mercury Moves 


PHILADELPHIA. Mercury di- 
| vision has transferred its Philadel- 
phia. district.. sales. office. from 
Wynnewood to Camden, N. J. The 
Philadelphia district includes south- 
}ern New Jersey, eastern Pennsyl- 
vania, Delaware and parts of Mary- 
land and Virginia. 

* * * 

Tidewater in Virginia 
NEW YORK. — The creation of 
a new eastern marketing district | 
covering Virginia has been an- | 
nounced by J. G. Jimenez, market- | 
ing department manager of the | 
eastern division, Tidewater Oi1 Co. 
Frank A. Guerin has been assigned 
| to the post of manager at Rich- 
| mond. 


* * * 
| Trico Buys Building 
BUFFALO, — Trico Products } 


Corp. has purchased a 30,000-square- 


foot building at 197 Talbert St. for- ¢ 


| merly occupied by Gross Machinery 

Co. Inc. The one-story building will 
be used temporarily for warehous- 
ing. 
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month after month... 


1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens 


4,250,000 COPIES EACH MONTH 
7 
s =” "Se ee, ; 


6°" ra eer ee 
eo “— - nlf ® re 
°° ° « 
a? °. ° ore] fr 7 ° a a ® e 











t 
e . 
: e . . . as e = 
2 c¢@ 7 * 
. “wae os é o e 
- e 7 ® e ° e 
° e’. * 
is . 
. ¥ . 
ey / . 
e o 
* ——@ a ® 
- + * * 
. s 
* e ® 
. e . 
. 
. "- 7. s 
x e* ° . 
: ° tag) r; a 
e e 5 e® & 
o e 
. 
. 
= 
* 





e* 
,* 


a 
\@e i IN en ZA 


en eV) 


_ People who “live by the book” do things and buy things they during the year. a 


see in BH&G. Of the 15% million readers of an average issue, 

over 2,550,000 readers reported trying almost 4% million ideas 

suggested in articles or ads. And 1,800,000 readers reported 1 
making 2,550,000 purchases of things they saw in Better Homes 

and Gardens. 15,500,000 people read an average issue of BH&G. 

One third of the 123,800,000 people in the U.S. 10 years of age 

or older read one or more of every twelve issues. That’s 44,150,- 

000 Better Homes and Gardens readers—and over 40% of them 

are men! Meredith Publishing Company, Des Moines 3, Iowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 


of America 


reads Better Homes & Gardens ! 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 


Attorney at Law 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Does a police 
officer engaged in 
a lawful chase| 
have a duty to 
sound the: siren 
and flash the red 
light in order to 
warn drivers of| 
other cars of the) 
approach of the! 
pursued car? 
According to the 





answer is no. 


L. T. Parker 


ecisions 


nal to pull to the curb sped away. 
The officer followed and the chase 
covered several blocks and on sev- 
eral streets. 

As the cars approached an in- 


| 


| 


|“scraper,” pulled by a motor ve- 
| hicle must be registered and taxes) 


| 


tersection, the pursued car side- | 
swiped another, glanced off and | 


sideswiped a second car and then 
bounced off and sideswiped a 
third car on the other side of the 
street. It then richocheted head- 
on into an oncoming car, injuring 
its occupants seriously. 

The higher court was asked to 
decide this legal question: 


Since 
higher courts, the| the police car’s red light was not 


no duty to allow him to make a| 


leisurely escape.” 
+” * * 


Must Register ‘Carry-All’ 


eS. to a late higher 
court decision a “carry-all” or 


| 


must be paid for its use on the 
highway as a trailer. 

For example, in People v. 
Pakchoian, 250 Pac. (2d) 765, the 
higher court held that a four- 
wheel LeTourneau “scraper or | 
carry-all” which was towed on 2a | 
public highway was not exempt 
from registration. 

This was so although the owner 





| contends that the “scraper or carry-| 


flashed and the siren was not} 


___ For illustration, | sounded, is the City liable in dam-| 
in Pagels v. City and County of| aoe. to occupants of the automobile | 


| all” 


is not a vehicle within the) 
meaning of the law. Nevertheless, | 
the court held that the scraper 
must be registered with the state 
and taxes paid therfor. The court 
said: 

“Under the law a ‘carry-all’ is a 
vehicle, and should be classified as 
a trailer or semitrailer, according 


to type, and is required to be regis-| 
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“Think back over what you said 
and did, somehow you must be 
rubbing the prospect the wrong 
way.” 





the legal question: Is a restrictive 





| 
| 
| 
| 
| 


contract valid under the terms of| 


which the seller of a business 
agrees to not engage in a competi- 


San Francisco, 286 Pac. (2d) 877,| into which the pursued car crashed?| tered when operated on a public| tive business? 


the testimony showed: 


The higher court held in the nega-| highway.” 


A police officer observed a Buick | tive, saying: 


with license plates so bent they 







Dozens of smart dealers through- 
out the country have already dis- 


covered this ideal 


yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
..-Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes.. 
bought everywhere... are accepted as 
one of: the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


For details, write, 
wire or call today. 


“Although the pursuit no doubt 
were difficult to read. The Buick) contributed somewhat to his reck-| 
driver, disobeying the officer’s sig-' less driving, the officers were under| 


way to keep 


.seen and 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established: financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


* * * 


| Restrictive Contract Valid 





The answer is .yes, but such a 
contract is strictly construed. 
For illustration, in Gallagher v. 


ONSIDERABLE discussion has| Vogel, 61 N. W. (2d) 245, the testi- 
arisen from time to time over| mony showed: One Vogel had been 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 


Department AN 


Bristol, Indiana 





engaged in the junk business and 
also was engaged in the used-car 
business since 1933. A man named 
Gallagher was desirous of buying 
Vogel’s business. Gallagher and Vo- 
gel signed a written contract by 
the terms of which Gallagher pur- 
chased Vogel’s business real estate, 
tools, equipment and stock of mer- 
chandise. 

In subsequent litigation, the 
higher court held that as the testi- 
mony showed that when Gallagher 
and Vogel signed the contract Vogel 
was in the junk business and not 
a used-car business, he could not 
engage in the junk business but 


| that he could engage in the busi- 


ness of buying and selling used 


| automobiles. The court said: 


“Contracts must receive a rea- 
sonable construction, so as to give 
effect to the intention of the par- 
ties thereto and carry out, rather 
than defeat, the purpose for 
which they were executed. 

““Junk’ has been defined as arti- 
cles that have outlived their use- 
fulness in their original form, and 
are commonly gathered up and sold, 
to be converted into another prod- 
uct, either of the same or a differ- 
ent kind.” 


Truck Leasers 
Reelect Black; 


‘Name Directors 


CHICAGO. — The 12th annual 
meeting of National Truck Leasing 


| System has reelected John Black 


jr., Dixie Drive It Yourself System, 
Birmingham, Ala., president. R. H. 
Brundige, Columbia Terminals Co., 
St. Louis, was reelected vice-presi- 
dent. 

Also reelected was Frank Max jr., 
Truck Rental Co., Baltimore, treas- 


|urer. S. J. Palisano, Lincoln Truck 


Rental, Buffalo, was elected secre- 
tary. 

Members of NTLS elected to 
serve with the officers on the execu- 
tive committee are: Joseph P. 
Casey, O’Keefe Truck Rental Co., 
Providence; James S. Newman, 


| Iowa Warehouse Co., Waterloo, Ia.; 


Fred P. Baker, Baker Truck Rental, 
Inc., Denver; Howard Willett jr., 
Willett Truck Leasing Co., Chicago, 
and Moe Koffman, Koffman Truck 
Leasing System, Ottawa, Ont. Mar- 
tha Dunlap was appointed execu- 
tive director. 

Members of the board are: C. E. 
Alvey, Evansville, Ind.; H. E. Wil- 
liams, Mansfield, O.; Fred P. Baker, 
Denver; Earl S. Barnett, Detroit; 
John Barrett, San Francisco; A. F. 
Toppins, Green Bay, Wis.; Glenn R. 
Hester, Des Moines; Lewis Hawley, 
Winston-Salem, N. C.; R. J. Soulen, 
East Hartford, Conn.; R. H,. Brun- 
dige, St. Louis; John Black jr., Bir- 
mingham, Ala.; R. L. Grames, Salt 
Lake City; G. A. Rouse, Pittsburgh; 
H. A. Johnson, Davenport, Ia.; J. R. 
Nuchols, Los Angeles; H. B. 
Schultz, Ft. Wayne, Ind. 

James S. Newman, Waterloo, Ia.; 
C. O. Bergeron, Kankakee, Il.; J. A. 
Kilborn, Decatur, Ill.; Seldon B. 
Ackerman, Lima, O.; S. J. Palisano, 
Buffalo; Haydn Coryell, Omaha; 
T. R. Blando, Utica, N. Y.; J. D. 
Quale, Poughkeepsie, N. Y.; W. A. 
Morse jr., Minneapolis; H. E. John- 
son, Youngstown, O.; Nathan Katz- 
man, New York; Robert Bailey, 
Harrisburg, Pa.; Hugh Corbett, Se- 
attle; J. P. Casey, Providence; G. G. 
Everett, Tawas City, Mich.; J. P. 
McArdle, Chicago; W. C. Warren, 
Rochester, N. Y.; J. A. Ryder, Mi- 
ami; Ben Spina, Reading, Pa. 

G. E. Williams, Shreveport, La.; 
W. W. Ward, Altoona, Pa.; W. 
Howard Amor, Cleveland; C. H. 
Colwell, New Haven, Conn.; Max 
Lyon, Springfield, Mass.; Frank 
Max jr., Baltimore; Wayne Resler, 
El Paso, Tex.; C. D. Barnard, Nor- 
folk, Va.; J. S. Toppins, Appleton, 
Wis.; E. Walde Peterson, James- 
town, N. Y.; Wayne P. Williams, 
Scranton, Pa.; R, J. Wilhelm, Port- 
land, Ore.; A. T. Willett, Gary, Ind.; 
H. L. Willett jr., Chicago; R. A. 
Munder, Philadelphia; P. N, Ludo- 
wissi, Milwaukee; Ray Treloar, 
Joliet, Ill; Moe Koffman, Ottawa, 
Ont.; J. S. McLean, Vancouver; D. 
M. Pollock, Kerwood, Ont., and H. 
C. Samit, Montreal. 


Plymouth Dealers Pick 
Walker in Detroit 


DETROIT. — The Plymouth 
Dealer Assn. of Greater. Detroit hag 
elected Glenn Walker as president, 
Bill Snethkamp as vice-president 
and Ken Brown as secretary treas- 
urer. 
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Nylon Cord Tires 


STRONG SELLING 
FEATURE: 


TODAY’S NEW-CAR BUYERS ARE SAFETY- 


CONSCIOUS. They are looking for safety 
features in the cars they buy. That’s why 
nylon cord tires have such a strong sales 
appeal. They offer the customer extra 
safety .. ..surest protection against tire 
failure. 


TESTS PROVE that the four thingsatirecord must 


NOW 


do, nylon does best! Nylon gives superior 
resistance to bruise damage, moisture, 
heat and flex fatigue. And nylon tires 
have proved their superiority on military 
and commercial planes and on heavy- 
duty trucks. Today, the people whose 
lives and livelihood depend on car per- 
formance rely on nylon tires—turnpike 
police, professional auto racers, and high- 
speed test-car drivers, for example. 


SOME OF AMERICA’S finest cars have 
nylon cord tires, and Du Pont is prepared 
to supply nylon tire yarn to meet the 
needs of the automotive industry. 


Du Pont produces the nylon fiber. Tire manufacturers 
make nylon cord tires—in tubeless or conventional types. 


REG. U.S. PAT.OFF 


BETTER THINGS FOR BETTER LIVING 
«> THROUGH CHEMISTRY 


NYLON CORD TIRES ARE IDENTIFIED ON THE SIDEWALL ... 
AN IMPORTANT SELLING FEATURE 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


New Gear Finishing Method 
Operates on Honing Principle 


ene principles are being 

applied for the first time in a 
new process for finishing hardened 
gear teeth. Summarized by its 
developers, National Broach & 
Machine Co., as “an economic proc- 
ess for improving the sound level of 
hardened gears,” the gear honing 
process also was referred to as 
“a supplementary operation for 
producing better gears at lower 
cost.” 

Noise qualities of hardened 
spur or helical gear teeth al- 
legedly are improved by remov- 





ing nicks and burrs, correcting 
small dimensional errors caused 
by heat-treatment and improving 
surface finish. 

To perform the tooth-honing 
process, National Broach engineers 
have developed two models of high- 
speed Red Ring Gear Hone 
machines that operate in conjunc- 
tion with a new type of gear tooth 
honing tool, 

This honing tool is an abrasive- 
impregnated helical gear that is run 
in mesh with the hardened gear in 
crossed axes relationship. Essenti- 
ally a silicon carbide abrasive 
bonded with a plastic compound, 


tool that is discarded at the end 
of its useful life. 

It is claimed that the high-speed 
honing process requires a cycle 
time of less than one minute to 
remove nicks, smooth the surface 
and make sufficient tooth form and 
lead correction to produce gears of 
uniform, low sound level. In a 
typical operation, the teeth on a 
carburized gear are finished in 26 
seconds. 

For some applications, gear hon- 
ing reportedly will replace grinding. 
Gears will be hobbed or shaped, 
then shaved and hardened. Finally, 
instead of lapping or a nick-testing 
operation, the new honing method 
may be used to finish some gears. 

In current production setups 
for high-quality gears, an expen- 
sive, troublesome aspect is the 
problem of “finding the defects” 
before nicks and burrs can be 
removed by grinding. 

With the new gear honing proc- 
ess, it is claimed that high stand- 
ards for gear sound quality can be 
achieved without increasing pro- 
duction costs. This gain is said to 
be possible because the cost of the 
honing operation is “considerably 
less” than the cost of finding and 
removing defects from hardened 
gears. 


Initial automotive applications of 








Gear Honing— 

This 
hardened work gear is 
larger abrasive-impregnated helical gear 
in the National Broach gear tooth honing 
process. 


how the 
driven by a 


closeup view shows 


* * * 
the honing technique are predicted 
on transmission gears, pinions and 
rear axle bevel ring gears, as well 
as on gearing for trucks and 
tractors. 
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Paint Chip Resistance 


Still Baffling Problem 
OME experts regard chipping as 
the one major unsolved prob- 


the honing wheel is a throw-away 
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Dealer Records Prove 


ALEMITE 
30,000-MiLE 


GUARANTEE PLAN . 


attracts more new car prospects 


--- turns 6 times more 


car buyers into 
steady service customers! 


lem which faces the paint formula- 






How the Guarantee Plan Benefits You: 
1. Attracts prospects—gets them to buy from you. 
2. Helps off-set cut-throat competition on trade-in allowance 


and price discounts. 





Dept. C-106, 1826 Diversey Parkway, 


If you're tired of trade-in deals, discounts and de- 
structive prices . . . if you want to offer prospects an 
honest-to-goodness extra advantage with proven 
sales appeal . . . here’s the plan for you! An Alemite 
30,000-mile Lubrication Guarantee on all lubricated 
parts of new cars and 1-ton trucks. 


Your customers get this extended protection at 
absolutely no cost. And you pay nothing extra be- 
cause all claims are paid by Alemite! What’s more, 
you can offer an Alemite Used-Car Guarantee cov- 
ering any unexpired mileage on guaranteed cars 
traded in to you! 

All your customers must do to qualify for the 
guarantee is to have you lubricate their cars at reg- 
ular intervals. Records show the plan gives dealers 
a steady service income from as high as 80% or 
more of their new-car customers. It’s the most effec- 
tive plan ever known for turning “here-today-gone- 
tomorrow” trade into steady income. 

Investigate Alemite’s proven business-building 
program. Alemite furnishes all the sales and mer- 
chandising materials you need for a successful pro- 
motion. Contact your Alemite Representative today! 


Chicago 14, Illinois 


3. 
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ALEMITE 


Gives you a steady service income from a high percentage 
of owners. 


Assures you a much higher “‘service absorption.” 


How the Plan Benefits Your Customers: 


Protects them against all repair bills on all lubricated parts 
for 34,000 miles (4,000 mile warranty plus 30,000 miles) or 
for 2% years—whichever occurs first. 


Assures top performance and longer life —at lowest cost. 
Provides finest service —by factory-trained experts. 
Assures higher trade-in allowance. 






FREE! shows way te New prorirs? 


“Who's Selling What to Whom” 

See Alemite’s outstanding Hollywood movie pres- 
entation that gives a dramatic, detailed picture of 
how you can make more service and new car sales 
with the Alemite 30,000-mile Guarantee Plan. Free 
showing arranged on request. 


A DIVISION OF 
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A Division of STEWART-WARNER CORPORATION 


tor. Gloss retention and general 
durability of the new paints now 
coming into use are considered to 
be at a satisfactory level. But the 
same cannot be said for resistance 
to chipping, both at door edges, 
and front-end paint chipping 
caused by flying stones. 


John D. Pickens, manager of du- 
Pont’s Flint Sales Development 
Laboratory, points out that chip- 
ping resistance is related to com- 
bined properties of both the under- 
coat and the topcoat, not one or 
the other independently, 


To obtain a high degree of 
chipping resistance, both under- 
coat and topcoat must be tough 
and adherent. To resist edge 
chipping, Pickens says that an 
extremely high order of tough- 
ness and adhesion is necessary— 
to withstand, for example, the 
extreme stress working on a door 
edge when it swings against a 
hard object. 

Paint researchers generally rec- 
ognize that relatively little improve- 
ment in chip resistance has been 
made in recent years. One reason 
for this is that it is considered 
cheaper to smooth-out imperfec- 
tions in auto body metal through 
the use of sandable undercoats than 
to work these flaws out of the 
metal itself. 

Pinpointing the dilemma this 
brings, Pickens remarked, “saying 
that undercoats must be sandable 
is just another way of saying that 
they cannot be very tough—and, 
therefore, they are not very chip 
resistant.” 

As yet, he said, the paint chemist 
does not know how to make a 
tough, chip-resistant undercoat that 
has acceptable sanding properties. 
Conversely, many paint formula- 
tors still have not figured out how 
to bring good filling properties into 
an undercoat which requires no 
sanding. 

The present state of knowlege 
and research along this line has 
led some to the conclusion that, 
if a truly chip-resistant body 
finish system is wanted, the auto- 
mobile manufacturer will have to 
find some means of handling 
tough, chip-resistant undercoats. 

Some believe a way out of this 

dilemma ultimately will be found 
through development of the so- 
called monobake primer-surfacers, 
which require no separate baking 
or sanding. Interest in monobake 
systems is mounting throughout the 
industry, and several new products 
of this type now are under test. 


Standard Products 
Opens New Plant 
In Fullerton, Calif. 


FULLERTON, Calif. — Continued 
rapid expansion of West Coast 
manufacturing industries has been 
forecast by J. S. Reid, president, 
Standard Products Co., as the firm’s 
West Coast division opened a new 
plant here. 

Standard opened its first West 
Coast plant in 1949 at Long Beach 
and has moved to the new plant 
here because it required larger 
quarters. 

The plant is one-story with 72,000 
square feet of space and designed 
for expansion to 108,000 square feet. 
It has air-conditioned offices open- 
ing onto enclosed patios and the 
six-acre site is served by a spur 
of the Sante Fe Railroad. 

Feature of the plant is a con- 
tinuous flow window channel and 
weather-strip production line 
designed by the company’s central 
engineering division at Cleveland. 

The operation begins with a coil 
of steel tape. The tape is perfor- 
ated, then rubber and cloth are 
added. The tape then is slit and 
formed, with beading attached, in a 
single operation. 


Robertshaw Signs Pact 


With Bergen Research 


NEW YORK.—Agreements have 
been reached giving Robertshaw- 
Fulton Controls Co. the right to 
manufacture and sell control de- 
vices developed by Bergen Research 
Engineering Corp., Teterboro, N. J. 

It is contemplated that these 
valves will be manufactured and 
sold by the Bridgeport thermostat 
division, Milford, Conn. The con- 
tract also includes rights to future 
developments of the New Jersey 
company for shut-off and flow 
regulating valves, pressure switches, 
and other hydraulically and pneu- 
matically controlled devices. 
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THE BEST DEALERS 
SELECT THE BEST 


efficiemcy .__ positive air-power 
actuation plus automatic retraction helps 
men do faster, neater, better work. 


styling. ...clean, functional designcom- 
mands customer confidence... transforms 
any lube room into a “service showcase.” 


dependability ... maintenance 
is the lowest ever recorded for similar equip- 
ment... installation is simple and easy. 


When you are ready to make your lubrito- 
rium a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Registered Trade Name 






..--Says President Art Grissom: 

ART GRISSOM BUICK COMPANY, CENTER LINE, MICHIGAN 
“The neat, clean appearance of Lincoln equipment has helped 
build prestige for my business. We have chosen Lincoln equipment 
again and have just installed nine new Overhead Lubreels on the 
basis of past service and performance.” 


Engineers and Manufacturers 


CO 
cogs AUTOMATIC LUBRICATING EQUIPMENT 
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AUTOMOTIVE WASHINGTON 


Banking, Credit Study 
Prepared by Senators 


By William Ullman 

Washington Correspondent 
gy ee were completed last week by staff members of the 
Senate Banking and Currency Committee for an inten- 
sive study of banking and credit regulations. The study and 
concomitant hearings were approved by the 84th Congress at 
the behest of Senator William Fulbright, Arkansas Demo- 


crat and chairman of the 
committee. 


Senator Willis Robertson, 
Virginia Democrat, will direct the 
study, which will be launched later 
this month with the naming of a 
30-member advisory committee of 
financial experts. Following this, 
Federal agencies concerned with 
banking regulation will submit sug- 
gested revisions of existing bank- 
ing laws. 

The first public hearing probably 
will be held the latter part of 
November.’ 

7” = . 


Family Income Rises 


ee to data supplied by 
the Bureau of the Census, aver- 

= age family income 
in the U. S. was 
estimated at $4,- 
400in1955,o0r 
about 6 percent 
higher than in 
1954. 


Of the nation’s 
43 million fami- 
lies, about 18 mil- 
lion, or two-fifths, 
received incomes 
of $5,000 or more 
in 1955 while 7% million, or one- 
fifth, had incomes under $2,000. The 
remaining 17% million families 
were in the $2,000-$5,000 bracket. | 

The report pointed out that the) 
income as defined represents the 
combined total money income of the 
family, or the sum of money wages 
and salaries, net income from self- 
employment and income other than 
earnings received by all family 
members during the calendar year. 

* * * 


World’s Cars Double 

OTOR vehicle registrations have 

more than doubled in the 
period 1940-1956, rising from a} 
world total of 44,629,000 in 1940 to 
94,981,000 at the beginning of the 
current year, according to the In- 
ternational Road Federation. 

In every major geographic area, | 
says the IRF, the number of motor | 
vehicles increased by at least 100 | 
percent in the 1940-1956 period. 

In Latin America and Asia regis- 
tration tripled. The count in Africa 
was nearly three times greater. 

The U, S., with 6 percent of 
the world’s population, continues | 
to account for approximately two- | 
thirds of the world’s automobiles. 
Vehicle density is only slightly 
lower, however, in Canada, 
Australia, New Zealand and a few 
other relatively thinly populated 
territories where the motor vehi- 
cle plays an indispensable role. 


In the underdeveloped countries 
of the world, the IRF points out, | 
the number of vehicles, although 
rising, is still very small, India, for 
example, with a population of 380 
million has only 310,000 motor vehi- 
cles. China, with close to 600 mil- 
lion inhabitants has no more than 
121,000 motor vehicles. 

* * x 


34 Years 4303 


_ aut week I had another tough 
assignment. This time it was a 
journey to Arlington Cemetery to 
say farewell to an old friend of 
my early newspaper days — Earl 
Godwin. 

Many readers will recall Earl 
Godwin as a prominent radio news- 
easter, long before television. He 
first became known nationally as 
commentator for Ford when radio 
and radio sponsoring was young. 
Later he joined National Broadcast- 
ing Co., doing a daily news review 
from Washington and winning wide 
popularity. 

Earl was an outstanding news- 
paper reporter in his younger days, 
but in 1922 he strayed from the 
newspaper field to become assistant 





Witlam Uliman 

















to the president of Chesapeake & 
Potomac Telephone Co., and there- 
by hangs a tale. 

In that same year I decided to 
go into business for myself, so I 
rented an office and, of course, 
needed a telephone. 

Naturally, when I went to the 
phone company I went direct to 
Earl. So he set to work to give 
me a number that could be easily 
memorized. We settled on 4303, 
and I have had that number 34 





years. You will find it on the 

masthead of Automotive News 

with the later-added exchange 
designation. 

When I abandoned my other in- 
terests to become identified solely 
with Automotive News, I was fear- 
ful that in making the switch I 
might lose my old number. 

But I didn’t. It seems that when 
Earl first got me the number, he 
had some trouble and was obliged 
to obtain a presidential okay. That 
OK was still in the files when I 
sought the change from a personal 
to a business number, 

They told me at the phone com- 
pany that it was so arranged that 
I could have my old number 
switched to Automotive News. I 
have never learned what Earl — 
or the president — put on that first 
card — and I wouldn’t ask — but it 
must have been a potent memo, 
because 4303 has survived for many 
years as my phone number. 

And now, more than ever, it is a 
daily reminder of one of the great- 
est guys I ever knew—Earl Godwin. 

” * ? 


New Jobber Group 
NEW national trade associa- 
tion in the automotive parts 
field introduced itself in Washing- 
ton last week. It will be composed 
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of organizations of wholesalers and 
jobbers engaged in cooperative 
wholesaling and merchandising of 
automotive parts, equipment and 
accessories, according to the an- 
nouncement, and will be known as 
the National Automotive W hole- 
salers Assn. 

Charles A. Cole, general manager 
of Warehouse Distributors, Inc., 
Atlanta, is president and chairman 
of the board of directors. 

David C. Murchison, well-known 
Washington attorney, with broad 
Government experience, has been 
appointed as the association’s gen- 
eral counsel, 

Other elected officers include G. 
H, Hamil, Memphis, vice-president; 
Joseph Owens, Enid, Okla., second 
vice-president; W. M. Gally, Buf- 
falo, secretary, and E. T, Wanderer, 
Kansas City, treasurer. 

+ * = 


U. S. Eases Up on Copper 
Fig = copper supply is now suffi- 


cient to meet demands of an| 


emergency mobilization, and the 


Government is closing down its| 
| efforts to 
| Office of Defense - Mobilization an- 


increase supplies, 


nounced last week. 

The copper goal, established in 
February, 1952, called for an annual 
supply of 2,270,000 tons of the metal 





Mr. Miller, given a choice between a new truck equipped with tires with 
tubes and the same truck equipped with tubeless tires, which would you buy? 


“ “GIVEN A CHOICE, WE WOULDN'T BUY A 
NEW TRUCK WITHOUT TUBELESS TIRES” 


says J. A. Miller of Miller Petroleum Transporters, Ltd. 


Miller Petroleum with home offices in Jackson, 
Mississippi, was one of the first fleets in the South 
to equip with tubeless truck tires. Their experi- 


ences with them may serve as a basis on which 


other truckers may take steps to derive similar 
benefits. This is particularly true since Miller 
Petroleum Transporters’ operations. include 
nearly every type of hauling ... over the road, 
oilfield hauling, and intercity-terminal deliveries. 
The following interview with Mr. “Jaime” Miller, 
formerly in charge of Operations and Eguip- 
ment, should answer many questions of interest 
to the fleet operator regarding the advantages of 
tubeless tires. 


were 


the} 


to be available to meet the demands 
of a mobilization period. ODM said 
the Department of Interior has 
found that target figure has now 
been exceeded. The figure was 
based on supplies available from 
domestic production, old scrap and 
imports. Meanwhile, the Depart- 
ment of Commerce reported that 
unfilled orders for copper wire mill 
products were reduced sharply in 
the second quarter of this year. Un- 
filled orders on July 1 were about 
one-fifth below the total at the end 
of March, 


* * * 


Tax Studies Progress 


TAFF studies being conducted 

for the House Ways and Means 
Subcommittee on Internal Revenue 
Taxation are “progressing nicely,” 
it was reported last week. But open 
hearings will not start before mid- 
November, it was stated. 

In addition, a late-November 
date is likely for hearings by the 
Ways and Means subcommittee 
studying excise taxes. This group 
is studying the manner in which 
the tax laws are being administered. 

At the same time, the Internal 
| Revenue Code of 1954 is being re- 
viewed in regard to both its tech- 
nical provisions and the impact it 
has had upon the economy. 





Q. What were your conclusions about the wear- 
ing qualities of Firestone tubeless tires com- 
pared to tires with tubes? 


A. Without exception, Firestone tubeless truck 
tires gave longer mileage than the other tires. They 
tter on the road and better in the oilfields. 
Our off-the-road operations gave them their best 
test because we had experienced many difficulties 
with tires with tubes. Our oilfield tractor-trailer 
units had been having four and five punctures a day 
before then. We even had them carrying two spares. 
You can see what troubles a flat tire in the oilfields 
can cause. A rig might sit for hours with a payload 


until repairs could be made and the rig rolled again. 
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Across the Nation ... 
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Joe Simpkins, Inc. (Ford), 6421 
Easton, St. Louis, has been sold to 
George Pappas, a former Dodge- 
Plymouth dealer. It will be oper- 
ated as George Pappas Ford Center, 
Inc. Simpkins retained the build- 
ing, a used-car outlet, a finance 
company and a leasing firm. 

+ * * 


Novi to Handle Vespa 


Novi Sales & Service Co., Chi- 
cago, has been named a distributor 
for Vespa, Italian-made scooter. 

+ * = 


{| Dealer Hall Is Elected 


To Head Insurance Firm 
O. Z. Hall, founder of O. Z. Hall 


Inspecting New Ambulance— 
| Motors and owner of Bob Arnold 


Hospital personnel worked with engineers of Boyertown Body & Equipment Co. to 


Auto Dealer Changes 





Motors, Birmingham, Ala., has been 
elected president of Bankers Fire | 
| & Marine Insurance Co., Birming- 


which delivered the units, and Howard L. Bayne, Chevrolet truck manager, New York | ham. 


design the new ambulances purchased recently by Roosevelt Hospital, New York. 
Examining the slide-out stretcher are, from left, C. W. McGriff, Boyertown regional | 
manager; Theodore Senkewitch, truck manager, Don Allen Midtown Chevrolet, Inc., 
As head of the $2,500,000 firm, 


zone. 
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Hall will direct underwriting activi- 
ties in all forms of fire and casu- 
alty insurance. 

* * * 


Hudson Back in St. Paul 


Downtown Hudson has started 
business at 199 W. Fifth St., St. 
Paul. The city has been without a 


|Hudson outlet for a year and a 


half. Rollie Munson, head of the 
firm, formerly operated used-car 
lots. Bob Burns is the sales man- 
ager. 

oe + * 


Myers Studebaker Opens 


Sole Deal in Winooski 
Myers Auto Service, Winooski, 
Vt., the first franchised auto 
dealership in this small city in 
a number of years, has been 
opened to sell Studebaker cars. 
A. C. Myers, owner, has been 


| a resident of Winooski for six 


years and has conducted a garage 





Punctures were a real headache and were really 
costing us money. 


Q. 


Did Firestone tubeless truck tires solve your 
problem? 


A. Yes, they did. Punctures didn’t stop the units 
from traveling. The drivers were able to make their 
runs on schedule and then have the punctures re- 
paired after arrival at the terminal. 


Q. Do you have any tips for truck operators who 
are planning on buying tubeless tires? 


A. Yes, there will always be problems with any 
tire. For instance, any truck owner planning to use 
tubeless tires should standardize his rims. And, 
changing tubeless tires is very simple and easy if 
you use the right tools. Use of a hammer or other 
improper tools in changing is the easiest way to 
damage a rim or the tire bead. After all, you only 
need a pair of vice grip pliers and two special tube- 
less tire irons. 


less tires can be changed faster.” 


Q. Well then, would you recommend Firestone 
tubeless tires for truck operators? 


A. There’s no question about it . . . we certainly do. 





“Standardization” and “Progress” are key words in the 
Miller business philosophy. The company was the first in 
the South to install the key stop unloading system. Above, 
L. E. Jones, Miller Maintenance Mgr. (standing), checks 
out tire pressures with a driver. His comment on Firestone 
tubeless truck tires: “We’ve never yet had one ruined from 


having to run flat due to a puncture.” tubeless tires for off-the-road duty.” 
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~ 
& 
~ 
Me 


ALL TRACTION® 


ee 


wa 


Firestone FIRST CHOICE WITH TRUCK OPERATORS EVERYWHERE 


Copyright 1956, The Firestone Tire & Rubber Co. 
Enjoy the Voice of Firestone on radio or television every Monday evening over ABC 








Maximum payloads are a major objective of Miller 
Petroleum Transporters. Mr. Miller says, “We can get 
approximately 50 gallons more payload with the weight 
savings we obtain by using tires without tubes. That’s 
300 pounds per load or about $200 per year per unit.” 
He adds, “Another advantage is that Firestone tube- 





Trucking profits get a break when worn tires have 
sound bodies that can take several recaps. Eliminating 
flats from punctures helps make this possible. Miller’s 
Terminal Manager at their Natchez office reports: 
“Reduction of flats 50% in oilfields with Firestone 


QUALITY TRANSPORT LINE 
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business in nearby Burlington for 
1l years. 


Fred Goad Motors Moves 


Fred Goad Motors (Mercury), 
Birmingham, Ala., has opened in 
its new location at the corner of 
Twenty-Second St. and Third Ave., 
South. 


Bass Sells Pontiac Deal 


James Morrison, Hub City Motor 
Co., Aberdeen, S. D., has taken over 
the Pontiac dealership in Mobridge, 
S. D., previously operated by John 
Bass. Bass will continue to oper- 
ate his Cadillac dealership in Mo- 
bridge. 


15 New Dealers 
|Join Chrysler 


Chrysler division has signed 15 
new dealers, according to E. M. 
Braden, general sales manager. 
They are: 

Frame-Ellis, Inc., Ridgeland, S. C., 
C. W. Frame; Curtin Motor Sales, 
Rensselaer, Ind., Richard M. Gos- 
nell; Foster Motor Sales, Ine., 
Wenona, Ill., Andrew C. Swartz; 
Chase Motors, Bedford, Ind., Frank 
N. Chase; Crown Motor Co., Great 
Bend, Kan., John R. Edsall, Cole 
Motor Co., Paris, Tenn., Robert E. 
Cole; C. J. Andahl & Sons, Inc., 
| Pipestone, Minn., C. J. Amdahl, and 
Motor Sales & Service, Inc., Ames, 
Ia., Norman P. Dunlap. 

Chidsey-Chrysler Plymouth, At- 
lantic City, N. J. Frank A, Chidsey; 
Miley & Brown Motors, Media, Pa., 
Edwin R. Miley and Samuel 
Brown; Valley Motor Sales, Staun- 
ton, Va., William L. Davis; Wythe- 
ville Motor Co., Wytheville, Va., R. 
K. Fulton, R. L. Williams and E. D. 
| Brannock; Wood Motor Co., Brain- 
erd, Minn., Wilbur B. Wood and 
| Thomas M. Piggott; Waverly Mo- 
tors, Albany, Ore., W. R. Edwards, 
and Hunt & Moser Motor Co., Aux- 
vasse, Mo., Warren C. Moser and 
Robert Lee Hunt, 

* 


Rhodes-Walker Opens 


In South Charleston 


Rhodes-Walker Chevrolet has 
opened in its new building at 210 
McCorkle Ave., South Charleston, 
W. Va. The display room, office 
and parts department are air con- 
ditioned. 


* * + 
Compton Nash Opens 
Compton Nash, Inc., headed by 

Carl Di Salvo, president, and 
George P. Reeve, secretary- 
treasurer, has opened at 7701 
Manchester Ave., St. Louis. 

° 


Casa Linda Opens 


Casa Linda Motors, Inc., (Ford) 
has opened at 9407 Garland road, 
Dallas, with Ken Imos as president 
and general manager. 

+ = * 


Burr Takes Over 


The name of Knott-Burr Motor 
Co. Paul’s Valley, Okla. has been 
changed to Burr Motors, Inc. 
Clarence W. Burr is now sole 
owner. 





= os * 


Nash-Studebaker Dual 


Mobridge Auto Sales (N ash- 
Studebaker), Mobridge, S. D., has 
opened. Lawrence Andersen is 
manager of the firm. 

* 


Cooper Buys Timmerman 
Lynn W. Cooper sr., (Dodge- 
Plymouth) has purchased Timmer- 
man Motor Co, (Oldsmobile), Clin- 
ton, S. C., and has changed its 
name to Palmetto Oldsmobile Co. 
+ 


” * 


Courtesy Dodge Opens 
Courtesy Dodge-Plymouth Co. has 
opened at 617-43 N. Rampart St., 
New Orleans. Charles N. Sheppard 
jr.. a former Tulsa (Okla.) dealer, 
is president. 
* +” * 
Cottrill Buys Godfrey 
W. H. Cottrill has bought A. 
E. Godfrey’s interest in the Chev- 
rolet dealership in Bremen, O. 
* * . 


Peters Sells to Wiedle 
Frank E. Peters has sold his in- 
terest in Lloyd Motors, Inc., Clyde, 
O., to Lloyd C. Wiedle, his partner. 
*” = . 


Bishop Buys Building 
Bud Bishop Buick Co., Crestline, 
O., has bought the building occu- 
pied by Roy Biddle Pontiac and is 
remodeling it. 
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Sales Conditions in Various Areas... | 
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Auto Market Reports 


Augusta, Ga. 

New and used-car business in 
Augusta, Ga. has taken a slight 
rise and with this increase there 
are signs of optimism among 
dealers that the coming year will 
bring better business. During 1956 
many dealers have been disap- 
pointed. 

Some dealers report sales ran 
about 20 percent less than the same 
period of last year. Other dealers 
reported a slight rise. 


Some dealers are of the opinion | 


that tighter credit will affect new- 
ear sales in 1957.—(Julanie Lamp- 


kin.) In 
eve dealers sold 1,530 new 
Pittsburgh August of last year they sold 2,-| 


‘New-car registrations in the! 


Pittsburgh area were down during 
the week ended Sept. 22, according 


to the Bureau of Business Research | 


of the University of Pittsburgh. 
The bureau’s seasonally ad- 


! 
| 





justed index of general business 
activity was 202.3 percent of the 
1935-39 average during the week, 
compared with 198.2 a month 
earlier. 

The steel-mill operating rate held 
at 98.5 percent of practical capacity. | 
—(Leon M., Leffingwell.) 


* + * 


Denver 
Sale of new cars in Denver 
showed a decrease of 845 in August, 
compared with the same month of 
last year. New-truck sales also 

were off—by 88 units. 
August this year Denver} 
cars. In| 


375. Dealers during August sold 218 | 
new trucks as against 306 in the} 
same month of 1955. 

New-car sales during the first | 
eight months of this year totalled | 





| 13,127, compared with 14,304 during | 
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|the same period of last year — a| 
| decrease of 1,177 cars. 


In the first three-quarters of 1956 | 


| local dealers sold 1,756 new trucks, | 


In the same period of 1955 od 
sold 1,871—or 115 more. 

Chevrolet led the field in sales | 
here during August with 428. Ford | 


|was second with 362, Oldsmobile | 
third, 112, and Plymouth fourth | 


with 100. | 
Other makes followed in this | 
order: Buick, 97; Pontiac, 96; | 
Mercury, 76; Dodge, 67; Cadillac, 
40; Nash, 30; Lincoln, 22; Chrys- | 
ler, 21; Hudson, 13; Packard, 11; 
Volkswagen, 11; Studebaker, 11; 
DeSoto, 9; Porsche, 6; Imperial, 
4; Clipper, 3; Triumph 2; Alfa- 


Romeo, 1; Austin-Healey, 1; 
DXW, 1; Jaguar, 1; Kurtis, 1, | 
and Willys, 1. 


In the new-truck field, sales by| 
makes during August were: ed 
66; Chevrolet, 61; International, 27; 





1. You sell more headlamps 
2. You make more money 





Parts-Accessory Shows 


Planned by Chevrolet 


DETROIT. — Parts and acces- 
sories personnel of Chevrolet 
dealerships are moving into the 
1957 model year geared for even 
greater results because of another 
Chevrolet “first,” according to I. 
W. Thompson, general parts and 
accessories manager. 

Product previews, a series of 
one-day schools will be held this 
week in 30 General Motors train- 
ing centers. Thompson said the 
schools will give dealership P & A 
managers better product knowl- 
edge and help them better plan 
1957 inventory and ordering pro- 
grams. 





| Dodge, 15; GMC, 15; Willys, 10; 
| Studebaker, 4; Divco, 1; Kenworth, 
\1, and miscellaneous, 18, 


Denver dealers expect the final 


| quarter to show improvement with | 


the introduction of the 1957 models. 
—(Ira R. Alexander.) 
+ *. + 


Sioux City, Ia. 
September new-car sales in| 
Woodbury County (Sioux City), Ia., 


HEADLAMP AIMER and 8 6-E Z... 
HEADLAMPS 


(with Aim-right Gizmoes) 


28.99" 


*Suggested Dealer Net 





3. You establish yourself in the profitable aiming business 
4. You build continuing sales because the aimer is yours! 





“Plan On Profit” 


This is a hard-hitting sales plan that 
shows how to set up a bargain trade-in 
offer that’s a sure-fire money-maker. 
How to keep your new aimer busy year 
’round. How to sell ‘“‘side. and rear” 
lamps. How to cash in on G-E’s adver- 
tising support. This plan was mailed 
to you on September 15—so put it to 
work for profits! 


“Cheyenne” Rides For General Electric 


Starting Sept. 25, and at 7:30 EST each 
following Tuesday evening, an estimated 
27 million people will see the new G-E 
television show, ““Cheyenne” . . . now in 
3rd place among all 1-hour T'V dramas. 
It will be carried by 117 ABC-TV net- 
work stations. ““Cheyenne’”’ will be seen 
by your customers and they’ll be pre- 
sold on G-E @-Zkeiie Headlamps. 


G-E Advertising Builds Brand Preference 


G-E’s national magazine advertis- 
ing will appear in Saturday Evening 
Post, Collier’s, Look, and other 
leading publications. Millions of 
people will see the G-E @ Zhen 
Headlamp advertisements — and 
many will buy them if the head- 
lamps are prominently displayed. 


Don’t delay! Ask your wholesaler salesman about the G-E AIM-RIGHT HEADLAMP DEAL today sure! 


Offer expires November 30, 1956! 


GENERAL @@ ELECTRIC 


totalled 181, while the new-truck 
| total was 34. 
| New-car registrations by make 





were: Chevrolet, 42; Ford, 32; 

Buick, 21; Plymouth, 17; Oldsmo- 

bile, 15; Dodge, 13; Pontiac, 12; 

Nash, 8; Mercury, 6; Cadillac, 5; 
| Chrysler, 2; Clipper, 2; DeSoto, 2; 

Studebaker, 
| Willys, 1. 

Truck registrations were: Chev- 
rolet, 12; International, 10; Ford, 
|9; Diamond T, 1; Dodge, 1, and 
White, 1. 


2; Lincoln, 1, and 


* * ad 


Cincinnati 

The registration of 1,634 motor 
vehicles in Hamilton County (Cin- 
cinnati), O., during the week ended 
Sept. 27 represented a decrease of 
23 units from the previous week. 
When compared with sales for the 
like week of last year, registrations 
declined 784 units. 

A total of 606 new cars and 78 
new trucks were registered, com- 
pared to 654 new cars and 46 new 
| trucks in the previous week. 
| A total of 906 used cars and 48 
|used trucks were purchased during 
the week, against 909 used cars and 
44 used trucks in the previous 
| week, 

Repossessions during the week 
declined to 62, compared with 65 
for the previous week, — (Frank 
Kappel.) 





* * . 


Montreal 


New-car sales are holding up well 
| with clearing out of ’56 stocks pro- 
|eceeding at a rapid rate, Montreal 
dealers report. 

The credit situation, which has 
been good all summer, continues 
| favorable despite the tendency to- 
| ward tighter money in all phases 
of the economy. Auto transactions 
are relatively easy to arrange. 

The experience of Montreal 

dealers has been a happy one so 
| far this year. The labor situation 
| is favorable and no delay is an- 
ticipated in the procurement of 
new models. 
| Montreal dealers, to sum up the 
situation, are in a happier frame 
of mind than they have been for 
some years.—(Jules Larochelle.) 





Court Reconsiders 
Its Outlawing of 
Colo. Sunday Ban 


DENVER. — The Colorado su- 
preme court has ordered a rehear- 
ing on its decision that laws pro- 
hibiting sale of automobiles on 
| Sundays were unconstitutional. 

The rehearing was granted at the 
| request of the state and the city of 
|Denver, defendants in the case 
brought by Max Mosko, Denver 
automobile dealer. 

Two justices, O. Otto Moore and 
Felix L. Sparks, dissented from the 
opinion granting the rehearing. 
They voted with the majority to 
void the Sunday closing law. 

The rehearing petition was filed 
Aug. 14. It will require an esti- 
mated eight to nine weeks for final 
decision. 








Suit Seeks to Block 


| 
| Neb. Truck Tax Vote 
| 
| 
| 


LINCOLN, Neb. — A suit seek- 
ing to keep off the November 
ballot an initiated measure for 
imposition of a ton-mile tax 
against heavy trucks is scheduled 
to come to trial Oct. 9 before Dis- 
trict Judge Harry A. Spencer. 
The action was filed in the name 
of George A. Spidel, Waverly 
farm supply store operator, chair- 
man of the Nebraska Producers 
and Consumers Committee, a 
group organized to fight the ton- 
mile tax proposal, 

The suit charges that the initia- 
tive petitions were circulated in 
an unlawful manner and contain 
“irregularities and illegalities” in- 
cluding cases where names, ad- 
dress and dates “were changed.” 

A group calling itself the Com- 
mittee for Better Roads Through 
Fair Taxation last July filed the 
petitions for a vote on the ton- 
mile tax ‘plan. Nebraska Secre- 
tary of State Frank Marsh ruled 
there were 43,251 valid signatures, 
well over the required 29,039. 
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ULLY DACHE 
Fashion and beauty authority 





BOB CONSIDINE 
Columnist and TV personality 
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WILLIAM HOLDEN 
Motion picture actor 






LANA TURNER 
Motion picture actress 
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...in the newest new cars in 20 years! 
ing. 
” When these famous people previewed the all-new Chrysler Corporation 
tne cars for 1957, they instantly felt the excitement of discovery. What 

they saw was styling so striking, so right that it’s called ‘““The New 


J Shape of Motion.” And they loved it! 


lled 
sti- 
inal } 


But the beauty of these cars is just the beginning. Chrysler Corpora- 
tion’s engineers have produced five complete lines of cars with total 
newness! A new kind of ride that carpets the road—Torsion-Aire! 
A new kind of transmission, swifter and smoother than anything on 
the road . . . Pushbutton TorqueFlite! A revolutionary new kind of 


braking system that’s surer and more dependable . . . Total-Contact 








AAT 


Brakes! 


When you see these cars, you'll get a good idea of the kind of progress 
y y getag prog 
promised by The Forward Look—and why it offers the brightest long- 
range view for America’s smartest dealers. 


Teatear Tak 


DONALD W. DOUGLAS, JR. 
Douglas Aircraft Corporation 


ALEXANDER P. de SEVERSKY 
Aircraft designer and consultant 


“Ti ssaT 


> CHRYSLER CORPORATION > THE FORWARD LOOK 


* The new Plymouth, Dodge, De Soto, Chrysler and Imperial on public display October 3Oth 


| COPYRIGHT 1956 BY CHRYSLER CORPORATION 
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San Franciscan Wins Golden Hawk— 


The John E. Burke family, including Kathy, 2%, and Jonathan, 15 months, take 
delivery of the Studebaker Golden Hawk they won in True magazine's ‘Buildword” 
contest. With the Burkes are, from left, Edward S. Townsend, Townsend, Millsap & Co., 
the magazine's Pacific Coast representative, and L. G. Carne, Studebaker San Francisco 
zone manager. 
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Auto Personnel 


Thomas F.. Abbott jr. has been | 


named president of Trans-Texas | 
Life Insurance Co, He also heads | 


Frontier Pontiac, Fort Worth. 
Abbott is a NADA 
vice-president, is chairman of the 


legislative committee of the Texas | 


Automotive Dealers Assn. and is 
president of the Highway Safety 
Council of Texas. 

* * + 


Truxell Succeeds Knudsen 


As Detroit Diesel Head 


Clyde W. Truxell, former works 
manager of Detroit diesel engine 
division of General Motors Corp., 
has been appointed general man- 
ager of the division, succeeding 
Semon E. Knudson who is now 
Pontiac general manager. 

Appointed to the GM research 
staff on diesel engines in 1932, 
Truxell joined Detroit Diesel as 
chief engineer when the division 
was established in 1937. In 1943, 
he was named engineering and 
sales director of the diesel equip- 


regional | 








ment division, Grand Rapids, 
Mich., and returned to Detroit 
Diesel as works manager in 1955 
after serving as engineering and 
manufacturing director at Alli- 
son’s aeroproducts operations in 
Dayton, O. 
* * * 

Casey Succeeds Shedore 


At Four Wheel Drive 


John M. Casey has been named 
utility market sales manager for 
Four Wheel Drive 
Auto Co. He suc- 
ceeds T. G. She- 
dore, retiring 
after 39 years 
with the com- 
pany. 

Casey began his 
FWD career in 
the advertising 
department in 
1937. He joined 
Aetna Life Insur- 
ance Co. in 1954 








WHO TURNED THE CALENDAR BACK 


AT N.W. AYER ? 


And you guys at C. L. Miller and McCann-Erickson. 
Anybody in your fine shops trying to reach customers with 
a dated media list? If so, give them a hand into 1956. 
Because the selling climate sure has changed . . . at least 


and Allentown. Strong local impact in lush towns. You 


get this free the 1956 way. 


While you're asking our oe about that, get the big news 


about color in the NEWS. 


ull color ROP ... at a price 


in the dollar-drenched Delaware Valley. 

First off, the red-hot Philadelphia Daily News is your key. 
Substitute our sparkling tabloid for either of the full size 
dailies and get up to 94% coverage in the City Zone. What 
do you lose? Costly duplication. And you can gain a 
schedule in Camden and Trenton at no extra cost. Or 
Trenton and rich Wilmington. Or Norristown, Chester 


REPRESENTED BY: 
REYNOLDS-FITZGERALD * New York + Chicago * Detroit + Syracuse 
Atlanta + Los Angeles + San Francisco + Seattle + Philadelphia 


that lets you make a profit on your investment. Buy color 
in 1,000-line units, get full page impact . . . without pay- 
ing through the nose for 2400-plus lines. Get the power 
and prestige of color without having to pawn your clients’ 
heirlooms to pay for it. Alone or in combination, color or 
black-and-white, you need the News. Reflect,.cousins, and 
your clients will read happier results in the Philadelphia 
story, 1956. And for years to come. 


PHILADELPHIA DAILY 


NEWS 


and for a year and a half has been 
with J. W. Mortell Co. as a district 
manager, a position he resigned to 
return to FWD. 

* + * 


Black & Decker Names 


Stone on West Coast 


Robert E. Stone jr., has been 
| appointed Los Angeles industrial- 
automotive division district mana- 
ger for Black & Decker Mfg. Co., 
Towson, Md. 

Stone’s position was said to be 
created as a result of divisionaliza- 
tion of sales forces. Stone joined 
Black & Decker in 1934. In 1948, 
he joined the Los Angeles sales 


force. 
* * = 


Young Heads Up Sales 
For Mirror Bright 


Thomas M, Young, who has been 
with Meguiar’s 
Mirror Glaze 
since 1948, has 
been named na- 
tional sales man- 
ager for Mirror 
Bright Polish Co., 
Pasadena, Calif. 

Young, who 
was a Navy pilot 
during the war, 
has worked his 
way up through . ; 
all phases of the T. M. Young 
Mirror Bright operation. 

j * + + 


Goodyear Appoints Miles, 


Fitzgerald and Moore 

Two new executive positions in 
| the tire sales organization of Good- 
| year Tire & Rubber Co. have been 
| announced. 

O. E. Miles, general manager of 
retail stores division, has been ap- 


| 
| 
| 
! 
| 
| 
| 


i 
{ 





R. W. Fitzgerald 
| pointed sales manager-tire division; 
|R. W. Fitzgerald, tire sales man- 
| ager, has been named general mer- 
|chandising manager and L, W. 
Moore, manager, service sales and 
equipment, replaces Miles. Miles 
| joined Goodyear in 1932, Fitzgerald 


in 1924 and Moore in 1930. 
o . af 


0. E. Miles 


| 
| 
| 
| 


| Chicopee Appoints Day 
To Lumite Position 


George H. Day II has been ap- 
| pointed manager of automotive and 
upholstery fabrics for Chicopee 
Mills’ Lumite division. 

Day, a vice-president of Chicopee 
| Mills since March, 1949, succeeds 
| Henry Hafner, who resigned. 

7 - > 


McCracken Heads Dodge 


In San Francisco Region 


C. B. McCracken has been named 
San Francisco re- 
gional sales man- 
ager for Dodge. 
He formerly was 
western zone 
truck manager. 
He joined Dodge 
in 1948 and has 
served in Los An- 
geles and San 
Francisco, He for- 
merly spent il 
we : years with truck 
C. B.MeCracken jlinesron the West 
Coast as a salesman: and manager 
of personnel and Qauipment. 
. 








Chrysler Corp. Names Three 


To Purchasing Department 


Chrysler Corp. has announced 
three appointments to its central 
purchasing department in Detroit. 

Harold C. Cook, 
formerly Dodge 
purchasing agent, 
has been named 
general purchas- 
ing agent; Wil- 
liam G. Petty, 
formerly super- 
visor of the 
department’s 
major items 





group, was pro- 

moted to purchas- — 

ing agent-produc- H. ©. Cook 
tion materials; and Cecil C. 


(Continued on Page 27, Col. 1) 
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| youngest executive in his divi- 
| sion’s top management group. He 
| worked for General Motors Ac- 
| ceptance Corp. as a control clerk 


before going to 


work at the Buick retail store in 


* * 


Chauvin, manager of research and dising and manufacturing program | 4,5 Elects Anderson 


analysis. Chauvin formerly was with 
Ford Motor Co. 


* * + 
White Motor Promotes 
2 Sales Staff Members 


Two promotions have been made 
on the national sales staff of White 
Motor Co., Cleveland, as part of an 


R. A. Fryer D. W. Sheehan 


expansion of the firm’s truck mer- 
chandising activities. 

Roy A. Fryer, assistant sales pro- 
motion and advertising manager, 
has been named advertising man- 
ager, and David W. Sheehan, as- 
sistant to sales vice-president, has 
been named sales promotion man- 


ager. } 
* * + | 





Gabriel Elects Riggs 
To Head Executive Committee 


Thomas J. Riggs jr., former pres-| 
ident of E. L. Jacobs Co., Detroit, 
has been elected 
executive vice- 
president of Gab- 
riel Co., Cleve- 
land. 

In his new po- 
sition, Riggs, in 
addition to head- 
ing the firm’s ex- 
ecutive commit- 
tee, will integrate 
and coordinate 
Gabriel's manu- 
facturing and 
marketing activities in the automo- 
tive and electronics fields. | 

Appointment of Riggs completed 
phase two in the 52-year-old manu- 
facturing company’s reorganization 
at staff level, according to John H. 
Briggs, president. 

* * * | 
Olson Named Sales Manager | 
Of Park Automotive Division | 

Larry M. Olson has been ap- 
pointed sales manager of the auto- 
motive division, 
Park Chemical 
Co., Detroit. | 

Olson formerly} 
was with Westley | 
Industries, Cleve-| 
land, where he 
was sales vice- 
president. Prior to} 
that appointment, 
he was sales vice-| 
president for R.| 
M. Hollingshead 
Corp., Camden, N. 





T. J. Riggs jr. 





L. M. Olson 
J.. for more than 15 years, and| 


served in the same capacity for| 
Moly Motor Products, New York. 
+. . ” 
Chrysler Names Kerigan 
In Stamping Division 
Appointment of Joseph F. Kerigan 
as general manager of the stamping 
division of Chrysler Corp. has been 
announced. 
Kerigan re- 
signed as presi- 
dent and general 
Manager of New 
Process Gear 
Corp., Syracuse, 
to accept the posi- 
tion as head of 16 
stamping division 
plants and 40,000 
employes in the 
Detroit area and 
Ohio. Kerigan first aeatgan 
became associated with Chrysler 
Corp. in 1942, as superintendent of 
assembly at the Dodge Chicago 
plant. He joined New Process Gear 
in 1954, as president and general 
manager. 








gd. ¥. 


* * * 
Martin-Senour Appoints 


Aides for Special Program 


Appointment of two vice-presi- 
dents of Martin-Senour Paint Co. | 
to carry out an expanded merchan- | 


has been announced. 


They are J. R. Rawley, assistant | To Succeed Markey 


to the president and district man- | 
ager, and J. R. Degnan, formerly| has announced 
regional director of the firm’s West | 
Coast automotive and trade sales} 
divisions. | 
Rawley will continue as assistant | | 
to the president and will be in 
charge of administrative and insti 
tutional matters. Degnan will be | 

director of sales. 
* ok * 






Buick Appoints Bolton 


Divisional Comptroller 
James R. Bolton has been | 
named comptroller of Buick, suc- 
ceeding Kenneth H. Hendershott, | general manager. 
who is retiring. * 
Bolton’s promotion, 19 years 
after joining Buick as an assist- 
ant office manager in the Flint 
retail store, makes him the | 


M, J. Anderson 


Aro Equipment Corp., Bryan, O., 


election of Mar- 
quand J. Anderson 
as president. He 
succeeds Aro’s 
founder, John C. 
Markey, elected 
chairman of the 
board. 

Anderson, who 
has been with the 
company several 
years, served pre- 
viously as assist- 
ant to the presi- 
dent, and more 


recently as vice-president and 


* * 
Ford International 


| Appoints Stechman 
The foreign products branch, 





Ford international division, Ford 
Motor Co., has announced ap- 
pointment of John W. Stechman 
as sales manager for California 


area, with headquarters at San 
Francisco, 


Stechman recently returned to 
California from the East. 
English-built Ford products in- 
clude Anglia, Prefect models, 
Mark II Consul, Zephyr and 
Zodiac series, Thames Van and 
the Squire and Escort station 


wagons, 
* + * 


Dodge Appoints Stover 


To Manufacturing Post 


George H,. Stover, formerly Dodge 
works manager, 
has been ap- 
pointed manufac- 
turing manager- 
car operations. 
Stover was fac- 
tory manager of 
Chrysler Corp.'s 
Delaware Tank 
Plant before be- 
ing named Dodge 
planning director 
and then works 
G. H. Stover manager. Earlier, 
he was assistant planning superin- 





at 


tendent of DeSoto’s Warren Ave. 
plant in Detroit. 
a. 


* ++ 
South Wind Names 


Lannin to Sales Post 


W. D. Lannin, former national 
accessories sales and supply man- 
ager of Ford Motor Co. of Canada, 

Ltd., has joined 
coe ; the South Wind 
, i division of Stew- 
art-Warner Corp., 
Indianapolis, as 


fe ee n sales manager of 
a commercial prod- 

hare ucts. 
_— He will head all 


sales of South 
Wind heating and 
other automotive 
products in the 
U. S. and Canada. 





W. D. Lannin 
In the 12 years he was with Ford 
of Canada, Lannin served as vehi- 


cle sales representative, district 
service manager, national field su- 
pervisor of parts and accessory 
sales, and national accessories sales 
and supply manager. Prior to join- 
ing Ford of Canada, he worked in 
the Chrysler Marysville (Mich.) 
parts depot and for four years as 
an automotive jobber salesman in 
Canada. 





Joe Grillo, Joe Grillo Oldsmobile Company, Inc., Rosenberg, Texas 


“Our service policy... 
Royal Triton in all new cars’”’ 


dates back to when 





sold on it for good. 


“T’ve made a lot of friends and loyal 
service customers by introducing them 
to Royal Triton Motor Oil. 


“My first experience with Royal Triton 


I had another 


agency in Pennsylvania, but the story’s 
the same here in Texas. Once a car 
owner tries Royal Triton he’s invariably 


“It is now our service policy to put Royal Triton in 
all new cars we deliver. The high performance and 
low gas consumption which customers report when 
using Royal Triton have done much to build customer 


confidence in our service department and in our 


organization as a whole.” 


Amazing Royal Triton, the purple motor oil, is 
immediately available in all popular weights from any 
Union Oil representative. Ask him to start supplying 


your service department today. 


UNION OIL COMPANY 


OF CALIFORNIA 





Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bldg. * Philadelphia: Eastwick Ave. & Edgewood St. 
Dallas : 313 Fidelity Union Life Bldg. * Kansas City, Mo.: 612 W. 47th St. 
New Orleans : 644 Nat'| Bank of Commerce Bidg. * Boston: 214 Harvard Ave, 





Fairlane 600 Town Victoria. Here is the 
queen of all the hardtops on the road. 
With up to 245 hp under the hood, 
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Custom 300 Town Sedan. Carries a full 
complement of passengers in real comfort. 
it’s the family car of ali America... . 
size-wise and price-wise. 





A new kind of FORD with a new kind ots 








A new reason why it’s GREAT te 








9-passenger Country Squire. A reali 
“space ship’”’ with plenty of room for kids, 


cargo, and aduit passengers, too. New wrap- 
around liftgate is 'way ahead in convenience. 





FORD DIVISION OFfO: 
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Custom Club Sedan. Over 16 feet in 
length and its roof line is less than 
5 feet from the ground. It’s long, 
lean and packed with punch. 


- 
ee 


tsales appeal | 


tebe a Ford Dealer! 





.FRORD MOTOR COMPANY 


Ten years in the making, this great new 
Ford is a high spot in Ford’s forward 
planning. With five splendid series, 20 bril- 
liant models, it ushers in a bright new 
tomorrow for all Ford Dealers. It is the 
only car in the low-price field to come in 
two bigger sizes, two different body shells 
on two different chassis. The Custom spans 
over 16 gleaming feet, the Fairlane stretches 
its beautiful lines more than 17 feet. In 
addition, there is an exciting all-new line 
of longer, lower station wagons. 


Bigger, roomier, livelier, the 57 Ford 





bids fair to become the darling of all Amer- 
ica. The Touch of Tomorrow is everywhere 
about its sleek, low silhouette. The lance- 
like lines . . . the fashionable interiors. . . 
the staunch and sturdy “Inner Ford” with 
its wide-contoured frame a full foot wider 
amidship . . . the surging power from a 
choice of three Silver Anniversary V-8’s 
and the famous Mileage Maker Six . . 
these are the things that will enable the 
’57 Ford to carve its name big and bold 
on tomorrow’s sales records . . . and prove 
that tomorrow really begins with this new 
kind of Ford . . . today! 

















1955 1956 








$943* = g915 
$880 = $873 


$873 $874 





$852 


Nov. Dec. dan. Feb. March Apr. May 


* Prices of '56s added; ’48s dropped. 





pared with 195.2 in the previous 
week. The sales ratio was 73.4 
percent, down from the 77.2 per- 
cent recorded a week earlier. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week fell below the $800 
level for the first time this year, 
according to Automotive News’ 
index. 

The average of $799 represented 
a $16 loss from the average es- 
tablished in the previous week. 

Two models escaped the general 
downward revision. The price of 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Sept. 21.) 
(We had a large consignment of cars, 


"54s went u 11 while ‘51s ad- and for the first time this year prices 
. ed $4 P $ showed signs of weakening. Sold 256 cars | 
vane : out of 381 offerings.) 
Losses included $1 on ’56s; $14 | BUICK —'56 Special Riviera, $2,198, as 
’ ’ . . Super Riviera, $1,955* (ps); Special Rivi- 
on '53s, $19 on 52s; $20 on 49s; era, $1,755* ‘ps); Century Riviera, $1,- 


$21 on '50s and $70 on "55s. 705*, °54 Century Riviera, $1,610* (ps); 


New lows were represented by | Super ae.. e =. Sr 

’ ’ ’ | Super Riviera, $915*; Special 2-dr., o 

the revised prices of '55s, '53s, 528 | A nILLAC_-'55 (62) coupe, $2,995" (ps); 
and ’49s. 4-dr., $2,750° (ps). '54 (62) conv., $2,- 
At = group of representative | 535° (ps). "53 (@2) sod. Sion as) 
auctions last week the average -o.soo. : 
consignment was 206.6 units, com- | CHEVROLET —'56 Two-ten (8) 2-dr., $1,- 
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_ CALIFORNIA 


Cars Wanted For ‘America's Finest Auction’ 


Buyers waiting for all model cars. Consign your cars to us if 
you want them sold. You will like our honest way of doing 


business! 


WEST COAST AUTO AUCTION, INC. 
6685 Atlantic Ave., Long Beach, Calif. 
Telephone: GArfield 2-8046 
First Western Bank & Trust Co., Long Beach 


Bank Ref: 





COLORADO 

SACRAMENTO AUTO AUCT.—4304 

W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 








Midwest Auto Auction 
Denver, Colorado 





COLORADO 
SALE EVERY TUESDAY 
BEGINNING OCTOBER 9TH 
COLORADO Owners: E. C. Riley — Ora Burden 


Manager: John Crump 


AUTO AUCTION Sales Manager: Max Dudley 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


June 




















Oct. 
to Date 


Sept. 


625. '5: 
fifty (6) 4-dr., 
conv., $1,050*; 2-dr., 
dr., $970, $960. '53 Two-ten 2-dr., 
$730, $660, $605*; Bel Air 2-dr., 
conv., $550*. '52 SL Deluxe 4-dr., 
$470°, $455*, $450*, $450, 
cial 2-dr., $345; FL Deluxe 4-dr., 
CHRYSLER—’53 Windsor conv., 
Windsor Newport, $295; club 
$130. '49 Royal 4-dr., $130*. 
| DeSOTO—'53 Fire Dome 4-dr., 
’52 Custom 4-dr., $465, $400. 
man, $315. 50 Sportsman, $240. 
DODGE—'55 Royal 4-dr., $1,615*; 
4-dr., $1,125. '53 Coronet 2-dr., 
"52 Coronet 4-dr., $220; 
| _4-dr., $360. '51 Coronet 4-dr., $145. 
FORD—’56 Country sedan, $2,230*, 
125*; Ranch Wagon, $2,070*; 
(8) Victoria, $2,235*, $1,950* (ps), 
920*; 2-dr., $1,700°*. 
$1,700*; Fairlane (8) Victoria, 
$1,560*; 2-dr., $1,250*°, $1,150°*; 
(8) 2-dr., $1,035; Main (8) 4-dr., 
'54 Crest (8) Victoria, $1,340* (ps); 
tom (8) 4-dr., $975*, 
HUDSON 
$810*. '53 Hornet 4-dr., 
LINCOLN — 
(ps), $3,440* (ps). 
425* (ps), $1,355*. 


$1,245°*; 


5 Two-ten (8) 4-dr., 
$975, $915. 


$405. 


$430, 


’54 Capri 4-dr., 


MERCURY—’56 Custom 4-dr., 


$1,825°. 


EADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display 
(minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., 


MICHIGAN 


Flint Auto Auction, Inc. 
3711 Western Rd. 


Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 


| —Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


| 12:30 -—— SALE EVERY WEDNESDAY — 12:30 | 


M. D. McCollum, Mgr. Phone Cedar 9-4492 





LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 

Francis R. Cassell 

Carroll Kopter 
Phone Denver, SUnset 1-7821 


Office Manager: Vernon Caswell 


1155 S. Platte River Dr. 
Phene: Sherman 4-3263 





ILLINOIS 


Wire Colorado Auto Auction FAX 
—- Se CHICAGO — Greater Chicago Auto 
Cctensto Johnny Wood and Seen Bovis Auction, 7750 S. Cicero, 1 mile S. 
73 the First Nations! dia” Midway Airport (Thurs. 12 Noon). 





MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
DENVER AUTO AUCTION CO. | 6, 421-One Half smile west of Grandville, 
ich, 


(Denver's Oldest Auto Auction) | 
495 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








Fidelity Insured Checks 


MISSOURI 





ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





One- 
"54 Bel Air 
$900; Two-ten 4- 
$770*, 
$680; 
$520, 
$420; SL Spe- 


$790°. '50 
coupe, 


$700* (ps). 
*51 Sports- 


Coronet 
$530*. 
Meadowbrook 


$2,- 
Fairlane 
$1,- 
‘55 Country sedan, 
$1,565", 
Custom 
$875. 
Cus- 
$795, $740, $735°. 
54 Super Wasp Hollywood, 


'56 Premiere coupe, $3,625* 
$1,- 


"55 

























Flint, Michigan 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 
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2-dr., $1,350. '54 Monterey 4-dr., $1,030*. - 
’52 4-dr., $565*, $480°. ‘51 4-dr., $445°, 
$275°. Model Breakdown 

NASH—’55 Rambler Cross Country, $1,325; ‘ A 
Statesman Country Club, $1,150. 54 Ram- 
bler station wagon, $1,020. ’51 Statesman Of Auction verages 
4-dr., $235, $190*; Ambassador 4-dr., Oct., 1956 Sept., Aug., 
$265; Statesman 4- dr. $195*. Model To Date 1956 1956 

| OLDSMOBILE—’ 56 (98) Holiday, $2,855* 

(ps), $2,765* (ps); (88) Super conv., 1956.............. $2,049 $2,050 $2,153 
$2,750* (ps); Deluxe Holiday, $2,415*| 1955.............. 1,452 1,522 1,522 
(ps). °55 (98) Holiday, $2,330* (ps); 

(88) Super Holiday, $2,135* (ps); 4-dr.,| 1954.............. 1,075 1,064 1,090 
$1,885*; Deluxe 4-dr., $2,050* (ps). 

PACKARD—’56 (400) coupe, $2,760* (ps). 1953.............. 686 700 728 
’55 Clipper 4-dr., $1,430*, °54 Patrician 1952 444 463 467 
coupe, $1,180* (ps). 

| PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- a 326 322 314 
200*; Savoy (6) 2-dr., $1,045, $1, "040°, 
$1, 020, $1,000, $995, $985, $985*; Plaza 1950.............. 206 227 24 
(6) 4-dr., $790. °54 Belvedere Sport! 1949.......... 155 175 166 
coupe, $1,085*. °53 Cambridge ol 
$530*; “Suburban, $435; Cranbrook 2-dr., Overall _ 
$495. '52 Cranbrook 4-dr., $405. . 

PONTIAC—’54 Chieftain (8) Catalina, $1,- Average $ 799 $ 815 $ 833 
305*. °53 Chieftain (8) Catalina, $925,| — 
$850*; 4-dr., $775, $730, $725*; Chieftain 5 : 7 
(6) 2-dr., $505, "62 Chieftain (8) 4-dr.,| Waeon, $2,100; 2-dz., $1,720, Shans, S.- 
$475°, $400°. "51 Silver Streak (8) sta-| 10°. (55 Bel A S080; '2-dr., $1. 
on, g285. $375°. 60 Sliver Streak (6) 110. °54 Two-ten station wagon $i 060; 

dr. : "6 4 e 
ames ye 2-dr., $820; 4-dr., $750; Bel Air 2-dr., 

ae a ae P aa a ae Soon: $950*. °53 One-fifty station wagon, $780; 
a ao ee , *| Bel Air 2-dr., $720, $700; Two-ten 4-dr., 
Commander 2-dr., $1,250*, '54 Champion $690: 2-dr 's660 $580 "159 SL Deluxe 
coach. yim ns ae club coupe,; ei ‘Air, $510*; 4-dr., $430, $420, $335; 

WILLYS — 55 station wagon, $s00*. *51) 2°4"-, oe i wg lg hr wy 

MISCELLANEOUS—'55 Chevrolet (6) %-| $335; FL Deluxe 4-dr., $320. '50 SL De- 
ton pickup, $945, $905. luxe 2-dr., $240: 4-dr., $230; SL Special 

4-dr., $150, $140. °49 FL Special 2-dr., 
ALBANY $150; FL Deluxe 2-dr., $140. 
CHRYSLER—’51 Windsor conv., $275*. 
(Tim Anspach Auto Auction. Sale every | pesoTO—'51 Custom 4-dr., $160*. 

Monday. Prices are for sale of Sept. 24.) DODGE—’'53 Coronet 4-dr., $185 
(There was plenty of steam in our auc- ee ae a 
tion here today as prices continued to |_FORD—'56 Fairlane (8) Victoria, $2,150, 
soar on all ready-to-sell used cars and | $2,040*; conv., $1,900*; Custom (8) 2-dr., 
trucks. Cadillacs were on the down side, $1,610*. '55 Fairlane (8) 4- dr., $1, 250°. 

and rough °53 and ’56 models, showing 54 Custom (8) station wagon, $1,160*; 
miles, were more difficult to sell at prices 2-dr., $900, $850. '53 Custom (8) 4-dr., 

asked. Many buyers were asking for $600; Main (8) 2-dr., $340, '52 Custom 

Jeeps and 4 wheel drive trucks. Sold 134 (8) 4-dr., $650*. '51 Custom (8) 2-dr., 
cars out of 178 offerings.) $260, 2 at $250; 4-dr., $300*, $290*; Vic- 

BUICK—’55 Special station wagon, $1,940*; toria, $445; Custom (6) coupe, $300, 
aie mag eee an ah rs HUDSON—’54 Wasp Holiday, $845°. 
agg gy ie Mla ps?. ~ | KAISER—'51 Deluxe 4-dr., $110. 

r., $785* (ps). 52 Super Riviera, $600; | wercuRY__'56 Custom 4-dr., $1,935*, °55 
Special 4-dr., $560. °51 Special conv., | “™ ; ea . 
$360". °50 Special 2-dr., $280*, _ Monterey Sport coupe, $1, 850°: 4-dr. $1, 
4-dr.. $190; Super Riviera, $270°. 620*. '54 Monterey Sun Valley, $1, 260°; 

CADILLA a ° club coupe, $1,200*. "53 Monterey Sport 

ULAC—"54 (62) a $2,660° (ps). | coupe, $950*. '52 Monterey Sport coupe, 
cae. Gee a tae ume oy pom $800*: Custom 2-dr., $620*; 4-dr., $560°, 

CHEVROLET — '56 Two-ten (6) station (Continued on Page 31, Col. 1) 








NEW YORK CHIO 








NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 





You are 100% safe because all titles || Om U- S. Route 20A Phone 5-9535 
and checks are insured 
EVERY TUESDAY 12:30 P.M. PENNSYLVANIA 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 





TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


Phone Dunkirk 3-0150 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Ever 
Crossroads 


+ « « where they meet .. . buyers 
and sellers ... 









LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 







new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 









NORTH CAROLINA aiaee 60 Sutenation Olen, 


| 
RALEIGH — Mann's Auto Auction | 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





You will reach both groups through 
an ad in Automotive News. 
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(Continued from Page 30) 


’51 Custom 4-dr., *50 Cus- 
torn 4-dr., $200. 

NASH —’55 Rambler club coupe, $1,000. °53 
Statesman 4-dr., $490*. 

OLDSMOBILE—’56 (88) 4-dr., $2,090*. ’55 

4-dr., $1,740*%. °54 (98) conv., $1,- 

650* (ps); 4-dr., $1,470* (ps). ’52 (88) 

Super 4-dr., $750%, $660*. ’51 (88) Holi- 


$425 $260°, 





day, $450*; (98) Holiday, $360*; 4-dr., 
$310*. "50 (98) 4-dr., $170*. '49 (88) 
4-dr,, $120*, 


PACKARD—’53 Clipper 4-dr., $670*. 


PLYMOUTH—’55 Belvedere (8) coupe, $1,-| 


360%; Savoy (6) club coupe, $1,000, °54) 
Belvedere coupe, $910*. ‘53 Belvedere} 
Sport coupe, $750; 4-dr., $490, $210. ’52) nonGE—’55 
Cranbrook 2-dr., $450; 4-dr., $340. ’51 
Cranbrook 4-dr., $180. 
PONTIAC—’'54 Chieftain (6) 2-dr., $670. 
, Chieftain (8) 2-dr., $590, '52 Chief- 
tain (8) Catalina, $360*. ’51 Silver Streak 
(8) 4-dr., $480*; conv., $330*, ’49 Silver 


Streak (8) 2-dr., $120. 
STU DEBAKER—’53 Champion 2-dr., $340. 


MISCELLANEOUS — '54 Jaguar roadster, | 


$410. 
"47 


$1,585. '51 Volkswagen conv., "50 
Studebaker 1-ton pickup, $180. 


¥%,-ton stake, $110. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Sept. 24.) 

(Sold 225 cars out of 300 offerings.) 
BUICK—’56 Century Riviera, $2,735* (ps), 


Ford | 


$2,485*; Special Riviera, $2,390°; 4-dr.,| 
$2,350* (ps), $1,955*. '55 Special Riviera, 
$1,835*; Super 4-dr., $1,750° (ps). ‘54 


Century Riviera, $1,430*. °53 Super 2-dr., 
$1,000* (ps). °52 Super Riviera, 
'48 RM 2-dr., $110°*. 

CADILLAC—’56 (62) sedan de Ville, $4,- 
450° (ps), $4,350* (ps); coupe de Ville, 
$4,400* (ps). "55 (62) coupe de Ville, 
$3.820* (ps), $3,475* (ps); coupe, $3,- 
075* (ps). ’53 (62) 4-dr., $1,450* (ps). 
’52 (62) 4-dr., $1,055°*. 

CHEVROLET—’56 Nomad station wagon, 


$2,480*; Bel Air (8) Sport coupe, $2,- 
375*, $2,100*; conv., $2,030*, $2,020°%, 
$1,945*; Two-ten (8) 4-dr., $1,730*%, $1,- 
720*, $1,715*, $1,615*. ‘55 Two-ten (8) 
station wagon, $1,775, $1,735*; Bel Air 
(8) 4-dr., $1,625*, $1,485", $1,425*; Two- 
ten (6) 4-dr., $1,125, $865. °54 Bel Air 


Sport coupe, $1,145*; Two-ten 2-dr., $930, 
775. '53 Two-ten 4-dr., $625°; One-fifty 


4-dr., $595. °52 SL Deluxe 2-dr., $455, 
$420, $300. ’51 SL Deluxe 2-dr., $275. 

CHRYSLER — '55 Windsor 4-dr., $2,050° 
(ps). 

DeSOTO — '56 Fire Dome 2-dr., $2,610*, 
$2,160* (ps); Seville, $2,265* (ps). ‘55 
Fire Dome Hardtop, $1,785*; 2-dr., $1,- 
730° (ps). '54 Fire Dome 4-dr., $900, 
$855* (ps). 

DODGE—'56 Custom Royal Lancer, §$2,- 
295* (ps). 


FORD—’56 Fairlane (8) Victoria, $2,435* 
(ps), 2 at $1,945*, $1,815; conv., $2,020°. 
’55 Fairlane (8) conv., $1,635*, $1,555° 
(ps); Custom (8) 2-dr., $1,430, $1,200; 
Main (8) 4-dr., $810. ’°54 Country Squire, 
$1,380* (ps); Ranch Wagon, $1,135; 
Crest (8) 4-dr., $1,010* (ps). '52 Custom 
(8) 4-dr., $495°. 

HUDSON — ’'53 Hornet 4-dr., $500*. 
Commodore 4-dr., $135*. 

KAISER—’50 Traveler, $140. 

LINCOLN—’'55 Capri coupe, $2,300* (ps). 

MERCURY—’56 Monterey Hardtop, $2,435* 
(ps), $2,400* (ps); Custom station wag- 
on, $2,255. '55 Montclair coupe, $1,930°, 
$1,900* (ps); Custom station wagon, $1,- 
905; Monterey Sport coupe, $1,740°. °54 
Custom 4-dr., $1,225*. ‘53 Monterey 
Hardtop, $1,100*. 

NASH—’'56 Statesman 4-dr., $2,015; Ram- 
bler 4-dr., $1,975. °55 Statesman 4-dr., 
$1,350. °53 Statesman 4-dr., $425. 

OLDSMOBILE — ’56 (88) Super Holiday, 
$2,950* (ps). ’55 (98) Holiday, $2,305° 
(ps), $1,770* (ps); (88) Holiday, $1,965* 
(ps). °54 (98) conv., $1,785; Holiday, 
$1,710* (ps); (88) Holiday, $1,375*, $1,- 
315*. ’°53 (88) Holiday, $1,275* (ps). ’51 
(98) 4-dr., $385*, $335°. 

PLYMOUTH — ’56 Savoy (8) 4-dr., 5 at 
$1,770*. "55 Belvedere (8) conv., $1,605; 
Savoy (8) club coupe, $1,345. '54 Savoy 
station wagon, $1,100*; club coupe, $755. 
"53 Cranbrook Sport coupe, $825; 4-dr., 
$665. ’°51 Cambridge 2-dr., $210. 

PONTIAC —’56 Star Chief (8) Catalina, 
$2,455* (ps); Chieftain (8) station wag- 
on, $2,305*, $2,160* (ps); Catalina, $2,- 


"51 


290° (ps); 4-dr., $1,790*. '55 Chieftain 
(8) 2-dr., $1,440*%. °54 Star Chief (8) 
4-dr., $1,030*; Chieftain (6) 2-dr., $750. 


STUDEBAKER—’50 Champion 4-dr., $135. 

WILLYS — ’57 (4) Jeep, $1,560. °55 (4) 
— wagon, $1,345. °53 Jeep, $940, 

MISCELLANEOUS—’56 GMC %-ton pick- 
up, $1,600*; Ford %-ton pickup, $1,300. 
*53 GMC %-ton pickup, $580, ’52 Inter- 
national %-ton pickup, $450. °51 Inter- 
national %-ton pickup, $465. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 25.) 
(Sold 300 cars out of 470 offerings.) 
BUICK—’56 Special Riviera, $2,500* (ps), 
$2,450* (ps), $2,290°, $2,250°, $2,235°; 
Century 2-dr., $2,250* (ps). ’55 Super 
Riviera, $1,960* (ps), $1,900* (ps), $1,- 
785* (ps), $1,575*; RM Riviera, 2 at $1,- 
950* (ps); Special 4-dr., $1,850*° 
$1,625° (ps); Riviera, $1,695*, 
54 Century Riviera, $1,665* (ps), $1,445* 
(ps); 4-dr., $1,650°, $1,440* (ps), 
390*; Super Riviera, $1,460*, $1,455°; 
RM Riviera, $1,405*; Special Riviera, 
$1,200°; 4-dr., $1,195*. °53 RM Riviera, 
$1,085*, $905*, $640*; Super Riviera, 
$1,050*, $985, $940*; conv., $630%; Spe- 
cial Riviera, $780. ‘52 Super Riviera, 
$510*; Special 4-dr., $435. '51 Special 
Riviera, $550*, $460; 4-dr., $515*, $385. 
CADILLAC—'56 (62) coupe, $3,875*° (ps). 
55 (62) coupe de Ville, $3,435* (ps); 
coupe, $3,225* (ps); 4-dr., $2,895* (ps). 
54 (62) 4-dr., $2,545° (ps), $2,400* (ps), 
$2,140* (ps), ’52 (62) 4-dr., $705*, ’51 
(62) 4-dr., $990*%; conv., $865°; (60) 
Special 4-dr., $855*. ’50 (62) 2-dr., $630°; 
(61) 4-dr., $455*. '48 (62) 4-dr., $255°. 
CHEVROLET—’56 Bel Air (6) 4-dr., $1,- 
695°, $1,640°, $1,585; Two-ten (8) 2-dr., 
$1,690*, 55 Bel Air (8) Sport coupe, $1,- 
730* (ps), $1,645*, $1,600°; 2-dr., $1,- 


445°; Bel Air (6) Sport coupe, $1,535*; 
conv., $1,450*; 4-dr., $1,380%; 2-dr., $1,- 
185*; Two-ten (8) station wagon, $1,555°; 
4-dr., 2-dr 


$1,375*, $1,355°, $1,350°; 





$480°. | 


| 


$1,310*, $1,200; Two-ten (6) 2-dr., $1,- 
105, $750*; One-fifty (8) 2-dr., $900*, 
$870*, $830*. ’54 Bel Air 2-dr., $1,255*; 
Sport coupe, $1,210*, $1,190*; 4-dr., $1,- 
105*, $930*; Two-ten station wagon, 
$925*; 2-dr., $890; One-fifty 2-dr., $800*. 
’563 Bel Air 2-dr., $875*, $865*, $745, 
$725, $685; 4-dr., $655*; One-fifty 2-dr., 
$605; 4-dr., $395; Two-ten 2-dr., $550, 
$540. 52 SL Deluxe 2-dr., $535*, $490*. 

CHRYSLER—’55 NY 4-dr., $2,190* (ps); 
Windsor 4-dr., $1,940*, "53 NY Newport, 
$820*; conv., $785*; Windsor 4-dr., $675. 

DeSOTO—’S4 Fire Dome 4-dr., $875*; Pow- 
ermaster 2-dr., $825*. 


Coronet (8) 2-dr., $1,630*; 
4-dr., $1,320*. ’°54 Royal (8) 4-dr., $925*; 


Coronet 2-dr., $645*. °53 Coronet 4-dr., 
$585; 2-dr., $575*, $530*%; Meadowbrook 
4-dr., $515, $490*,. °52 Coronet 4-dr., 
$320, $280*; Wayfarer 2-dr., $305, | 
FORD — ’'56 Fairlane (8) conv., $1,900*; 
4-dr., $1,860*; Main (8) Ranch Wagon, 
$1,800; Main (6) Ranch Wagon, $1,695; 
Custom (8) 4-dr., $1,675. °55 Fairlane 
(8) conv., $1,485*; 2-dr., $1,400, $1,295; 
4-dr., $1,280*; Main (6) Ranch Wagon, 
$1,385; Custom (8) 2-dr., $1,155. °54 
Crest (8) coupe, $1,200*%, $1,055* (ps); 
Main (8) Ranch Wagon, $1,125; Custom 
(8) 4-dr., $1,010*, $920; 2-dr., $790; 


Custom (6) 2-dr., $775; Main (6) Ranch 
Wagon, $580; 4-dr., $540. 53 Crest (8) 
Victoria, $890; conv., $795, $775; Custom 





| 
| 
| 





(8) 2-dr., $785, $650; 4-dr., $570*; Main 
(8) 2-dr., $485. "52 Crest (8) 2-dr., $810. 

HUDSON—’55 Rambler station wagon, $1,- 
465, $1,360*; Wasp Hollywood, $1,210*. 
54 Wasp 4-dr., $305. °53 Hornet 2-dr., 
$455*; Wasp 2-dr., $245. "52 Wasp 2-dr., 
$285. 

LINCOLN—’55 Capri coupe, $2,080* (ps). 

MERCURY—’55 Montclair coupe, $1,975* 
(ps), $1,810* (ps); conv., $1,650*° (ps); 
Monterey 2-dr., $1,275*%; Custom 2-dr., 
$1,390*; 4-dr., $1,140*%. °54 Monterey 
coupe, $1,510*; 2-dr., $1,305*, $1,000*; 
conv., $1,050* (ps); Custom 2-dr., $935. 
53 Monterey 4-dr., $955, $860*; coupe, 
$895; 2-dr., $835*, $825*, $790*; Custom 
2-dr., $675, °52 2-dr., $395. 

NASH—’55 Statesman 4-dr., $1,295*, $1,- 
095; Rambler 4-dr., $895. '54 Ambassa- 
dor 2-dr., $1,310. °53 Ambassador 2-dr., 
$745; Statesman 4-dr., $590, $500; 2-dr., 
$525, $490, $400*. °51 Rambler 2-dr., 
$310. 

OLDSMOBILE—’'56 (98) Holiday, $2,705* 
(ps). '55 (98) Holiday, $2,175* (ps), $2,- 
100*; (88) Holiday, $2,150* (ps), $1,850* 
(ps); 4-dr., $1,640*, °54 (98) Holiday, 
$1,880* (ps), $1,590* (ps); 4-dr., $1,455* 
(ps); (88) conv., $1,485* (ps). "53 (98) 
4-dr., $1,100* (ps); 2-dr., $880* (ps); 
(88) 2-dr., $995*, $930*, °51 (88) 2-dr., 
$375. 

PACKARD—’53 (300) 


4-dr., $565*. '52 


4-dr., $625*; 
(400) 4-dr., $420*, 
PLYMOUTH—’55 Plaza (6) station wagon, 
$1,355; Belvedere (6) 2-dr., $1,340*; 
Savoy (8) 2-dr., $1,225*; Savoy (6) 4-dr., 
$1,010; 2-dr., $1,000, $940, '54 Belvedere 
station wagon, $1,145*; 4-dr., $935*, 
$820. '53 Cranbrook station wagon, $640; 
Belvedere, $560; 2-dr., $360; 
4-dr., $480, $350, 
'52 Cranbrook 4-dr., $300. 
Belvedere, $325 
PONTIAC—'56 Chieftain 
855*. °55 Chieftain 


(8) Catalina, $1,- 


Clipper | 


Cambridge | 
$290; 2-dr., $450, $360. | 
*51 Cranbrook 





(8) Catalina, $1,700*| DODGE—’53 Coronet 
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(ps); 4-dr., $1,555*; Star Chief (8) Cata- 
lina, $1,695*. °54 Star Chief (8) coupe, 
$1,350* (ps); Chieftain (6) 4-dr., $895*. 
’53 Chieftain (8) 4-dr., $845*, $820*, 
$675. °52 Chieftain (8) 4-dr., $525, ’51 
Silver Streak (8) 2-dr., $415. 

STU DEBAKER—’53 Champion 2-dr., $535*. 

MISCELLANEOUS—’55 Dodge\%-ton pick- 
up, $930. 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 25.) 
BUICK—’55 Century Riviera, $2,090* (ps), 

2,055* (ps); Special Riviera, $1,880*. 

"54 RM Riviera, $1,585* (ps); Special 

Riviera, $1,550*; Super Riviera, $1,550*; 

4-dr., $1,410*; Special 4-dr., $1,275. 

Super Riviera, $1,105*; 4-dr., $1,040* 

(ps); Special 2-dr., $775; 4-dr., $760. 

"52 RM Riviera, $615*; 4-dr., $575*; 

Super 4-dr., $560*. °51 Super Riviera, 

$535*; t-dr., $505*, $500, $410*, 

$380*, ’'50 RM 4-dr., $255*. 
CADILLAC—’53 (62) conv., 

"51 (62) 4-dr., $1,250*, 

$720* 
CHEVROLET 


$1,550* 
$920°, 


(ps). 


’56 Two-ten (8) 
960; Two-ten (6) station wagon, 
’55 Bel Air (8) Hardtop, $1,780; 
$1,365; Two-ten (8) 4-dr., $1,360*, $1,- 
360. °54 Bel Air 4-dr., $1,085*; Two-ten 
2-dr., $1,020. ’53 Bel Air 2-dr., $755; 
Two-ten Carryall, $725; 2-dr., $720, °52 
SL Deluxe 4-dr., $640*, $520, $500. ’51 
SL Deluxe 4-dr., $450°%, $415*, $390*, 
$360, $325; station wagon, $350. 


2-dr., 


4-dr., 


53 | 


$400°*, | 


| 
| 
| 
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Wayfarer 





Coronet 4-dr., $515*, 
2-dr., $345; 4-dr., $315*. 
FORD—’56 Country sedan, $2,165, $2,090* 


$505* ; 


(ps), $2,000; Fairlane (8) Victoria, $2,- 
035*. °'55 Country Squire, $1,725*, $1,- 
700; Fairlane (8) Victoria, $1,680*; 
conv., $1,400*%; Main (8) Ranch Wagon, 
$1,475. ’°54 Main (8) Ranch Wagon, §$1,- 
340, $1,065; Custom (8) 2-dr., $840; 
Main (6) club coupe, $650, ’53 Main (6) 
2-dr., $620; Main (8) 2-dr., $590*. ’52 
Main (8) Ranch Wagon, $900*%; Main 
(6) Ranch Wagon, $865; Crest (8) Vic- 
toria, $810. '51 Custom (8) Victoria, 
$500*; Country Squire, $445; conv., 
$395*; club coupe, $335; 4-dr., $225; 
Custom (6) 2-dr., $300, $135; De luxe 
(8) 4-dr., $295. °50 Custom (6) 4- 
dr., $275; Custom (8) 4-dr., $225, °49 


Deluxe (8) 4-dr., $200, $190, $115, °46 
Deluxe (8) 4-dr., $120. 


HUDSON—’53 Hornet 4-dr., $715*; Super 
Wasp club coupe, $570*. ’°52 Hornet Hol- 
lywood, $620; 4-dr., $425. ’51 4-dr., 
$260*. 


| KAISER—’49 Vagabond sedan, $150. 


’49 2-dr., | 


$1,-| 
$1,825. | 


"50 SL} 


Deluxe 4-dr., $350*, $350, '49 club coupe, | 


$165, °47 FL 2-dr., $105. 
CHRYSLER — '53 NY 
(ps). 
DeSOTO—’51 Custom 4-dr., $480*. ’50 Cus- 
tom 4-dr., $245°*. 


Newport, $1,500* 


(8) 4-dr., $750*. 52 


MERCURY 
(ps); Medalist, 
Hardtop, $1,745*, 
$910*, $775* (ps). 


’56 Montclair Hardtop, $2,450* 
$2,000*. °55 Monterey 
’53 Monterey Hardtop, 
*52 Monterey Hardtop, 


$860*; 4-dr., $675*. '51 4-dr., $435. '50 
4-dr., $235, 
NASH—’53 Statesman 2-dr., $575, '51 Am- 


bassador 4-dr., $390*; Statesman 4-dr., 
$270. 

OLDSMOBILE—’54 (88) Super 2-dr., $1,- 
430*. °53 (98) Holiday, $1,305* (ps); 
(88) Super 4-dr., $975*. °51 (98) 4-dr., 
$500*, $450*, $225*; (88) Super 4-dr., 
$450°*. °49 (76) 2-dr., $220*. 

PLYMOUTH—’55 Belvedere (6) Hardtop, 
$1,405*; 4-dr., $1,330; Savoy (8) 4-dr., 
$1,355*; 2-dr., $1,245. °54 Belvedere 


Hardtop, $1,150; Savoy 4-dr., $895, $820. 
(Continued on Page 34, Col. 1) 





More than half’. . . 


Type “98” olf ring— 
U. S. patent numbers 2.635.022 and 2,695,825 





of the 11,540,000 passenger car engines produced in the U.S. 


from January 1, 1955 through July 28, 1956 were equipped with 


PERFECT CIRCLE 


type “98” chrome oil rings 


“Best for New Engines...Essential for Worn Engines” 


*53.4% were Perfect Circle Type ‘‘98’’ chrome oil rings. 46.6% were all other 
oil ring types combined, including other Perfect Circle oil ring types. 
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But what to do 
when high style gets 
lower and lower? 
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, more luxurious 
looks even richer 


‘Oey oy tone! 


THE WORLOS FINEST, MOST (MODERN CUSHIONING 
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| AIRFOAM does is Saas 
= this: N\c , 
> (making more room for 

| comfort—and sales!) 





Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


TO KEEP UP WITH EXTERIOR DESIGN, interiors must really 
keep down to it. This presents king-size problems when designers are 
stuck with outdated upholstering methods and materials. 


AIRFOAM, completely.new and different, is not in lock step with the 
past — and AIRFOAM Development Engineers, working with foremost 
automobile manufacturers, are making the most of this timely 





looks Exciting new seating ideas AIRFOAM can be your 
become practical with AIRFOAM greatest sales-aid in years advantage. 


NEW AIRFOAM SEAT-UNITS are replacing old-time bulky assem- 


blies and interiors are gaining style, glamour and comfort—as well 

as priceless R-O-O-M! 
wy AND THAT’S ONLY THE BEGINNING! Exciting new space 
engineering by AIRFOAM is creating quite a stir in forthcoming lines 
—perhaps your own! Goodyear, Automotive Products Dept., Akron 16, Ohio. 
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Used-Car Auction Prices 





(Continued from Page 31) 


’53 Cranbrook 4-dr., $675; Belvedere, (62) 4-dr., $2,490° (ps). ’53 (62) 4-dr., 
$525; Cambridge 4-dr., $595*, $495. °52 $1,660* (ps). 
Cranbrook 4-dr., $440. ‘51 Suburban, | CHEVROLET—’'56 Two-ten (8) 4-dr., $1,- 


$515. 

PONTIAC—'54 Chieftain (8) 4-dr., $1,110°, | 
$1,000*. '53 Chieftain (8) Catalina, $960°. | 
’62 Chieftain (8) 4-dr., $480°; 2-dr.,| 
$320*. '51 Silver Streak (8) 4-dr., $350°. | 
"60 2-dr., $245*, $220. 

STUDEBAKER — ‘52 Commander club 
coupe, $440, "50 Commander 2-dr., $130. | 

WILLYS—’51 station wagon, $580. | 

MISCELLANEOUS—’'55 GMC %%-ton pick- | 
up, $1,060*. '54 Willys ‘%-ton pickup, | 
$845. '53 Ford %-ton pickup, $600; Hill- | 
man 4-dr., $500. °52 Chevrolet %-ton| 
pickup, $685; Studebaker %-ton pickup, | 
$470. 51 Chevrolet %-ton pickup, $515; | 
Frazer 4-dr., $170. '50 Ford %-ton pick- | 
up, $375. | 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every | 
Wednesday. Prices are for sale of Sept. 26.) | 
(The market was a little slower today 


CHRYSLER—'55 NY 4-dr., 


DODGE—' 54 


885*; 2-dr., $1,605*. °55 Two-ten (8) 
Delray, $1,300*; 2-dr., $1,125. ’'54 Bel Air 
4-dr., $950; One-fifty 2-dr., $750. ’53 Bel 
Air 4-dr., $560. '52 SL Deluxe 4-dr., $550. 
’51 SL Deluxe 4-dr., $355. '50 SL Deluxe 
2-dr., $240. '49 SL Deluxe 4-dr., $135. 

$2,220* (ps). 
’53 Windsor club 
$510°. 


54 NY 4-dr., $1,280*. 
coupe, $740*. °52 Windsor 4-dr., 


DeSOTO—’53 Fire Dome 2-dr., $675* (ps). 


’52 Fire Dome 4-dr., $225°*. 
Meadowbrook 2-dr., $735°*. 
‘53 station wagon, $700*. '51 Coronet 4- 


dr., $280*, $205", $140°*. 


FORD '56 Custom (8) 4-dr., $1,595*; 
Custom (6) 2-dr., $1,500. °55 Fairlane 
(8) conv., $1,410%; 2-dr., $1,350*%; Cus- 


tom (8) 4-dr., $1,225. "54 Main (6) 2-dr., 


705. '53 Crest (8) Victoria, $900*. ’52 
Country sedan, $775*. °51 Custom (8) 
2-dr., $500; 4-dr., $355*. °50 Deluxe 


4-dr., $155*, $150, $130. '49 2-dr., $135°, 
$110*. 


but still brisk on sharples. ‘‘Dogs’’ went ' KAISER—’51 Deluxe 4-dr., $265* 


back home again. Sold 97 cars out of 138 
offerings.) 

BUICK—'56 Special Riviera, 
Super Hardtop, $1,840* (ps). ‘54 Super 
4-dr., $1,170*. ‘53 RM Riviera, $930* 
(ps); Special 2-dr., $760. '51 conv., $250*. 


$2,305*. °55 


CADILLAC—’56 (62) coupe, $4,240* (ps). | NASH 
*55 (62) coupe de Ville, $3,660* (ps). '54| OLDSMOBILE—’56 (88) Super 2-dr., $2,- 


| LINCOLN—'54 Capri coupe, $1,545* (ps). 
MERCURY 


"56 Montclair Hardtop, $2,- 
280* (ps). '55 Custom 4-dr., $1,535*. '54 
Custom 4-dr., $1,280*%, °53 Custom 2-dr., 
705*. '52 Custom 4-dr., $550*. °50 2-dr., 
$225*. °49 2-dr., $160. 
"51 4-dr., $345°. 





PLYMOUTH—’55 Savoy (6) 2-dr., 


BUICK—’56 Super Riviera, 


CHEVROLET—'56 Bel 





060%; Deluxe 2-dr., $1,875*. '55 (88) 
Super Holiday, $1,720* (ps). °54 (98) 
4-dr., $1,465* (ps). '53 (88) Super 4-dr., 
$1,110. 49 4-dr., $125°. 

$1,110; 
$940*. '54 Plaza 4-dr., 


Plaza (6) 4-dr., 


' 





1956 


$935*, $925*, $860; Two-ten 4-dr., $925*, 
$750*. '53 Two-ten club coupe, $470. '52 
SL Deluxe 4-dr., $470*, $405°. ’51 SL 
Deluxe 2-dr., $300*; 4-dr., $125; FL Spe- 
cial 2-dr., $160. °50 SL Deluxe 2-dr., 
$205. 


$705. '53 Cranbrook 4-dr., $490, $455. "52 | DeSOTO—’52 Custom 4-dr., $230*. 


Cranbrook 4-dr., $335. '51 Cranbrook 4- 
dr., $295. '50 Special Deluxe 2-dr., $160. 
’49 Deluxe 4-dr., $100. 


$2,035*. °55 Chieftain (8) 
$1,440*. °54 Chieftain (8) 2-dr., 
$1,105*. °53 Chieftain (8) 4-dr., 
2-dr., $700. '52 SL Deluxe 4-dr., 
’51 SL Deluxe 2-dr., $310. 


190* 
4-dr., 


(ps), 


| STUDEBAKER—'53 Champion 4-dr., $435*. 


'51 Commander 4-dr., $150*. 


MISCELLANEOUS—’53 Studebaker %-ton 


Chevrolet %-ton pickup, 


pickup, $360; 
%-ton pickup, $405. 


$510, °52 Chevrolet 


FLINT 


(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Sept. 26.) 


(Cheap and medium-priced cars are 
holding about the same—in some cases 
higher. °55s and °56s dropping slightly. 
Sold 84 cars out of 149 offerings.) 

$2,450* (ps); 
’55 Century 4- 
$1,825*; Special 


Century conv., $2,270*. 
dr., $1,875*; Riviera, 
Riviera, $1,800*, $1,760*. '54 Super Rivi- 
era 2-dr., $1,355* (ps); Special 2-dr., 
$1,250*. '53 Super Riviera, $830*; Special 
2-dr., $600. '52 Super 2-dr., $585*; Rivi- 
era, $430*; RM 4-dr., $470*; 


~53 (62) 4-dr., $1,310*, °51 
(62) 4-dr., $865*; (61) 4-dr., $835*. 
Air (8) 4-dr., $1,- 
910*; Two-ten (8) club coupe, $1,565; 
4-dr., $1,485*. '55 Bel Air (8) club coupe, 
$1,395; 2-dr., $1,250; Two-ten (8) 2-dr., 
$1,175; 4-dr., $1,150*. °54 Bel Air 2-dr., 


$710°; | 
$460°. | 


Special 2-| 
dr., $445. °51 Super Riviera, $400*, $340*. | 
CADILLAC 


| 


PONTIAC—'56 Chieftain (8) Catalina, $2,-| 


NASH—’55 Rambler station wagon, 
OLDSMOBILE—’55 (88) 
PACKARD—’53 Clipper 4-dr., 


PLYMOUTH—’51 Cranbrook 4-dr., 
PONTIAC—’55 Star Chief 





| 





FORD — '56 Fairlane (8) station wagon, 
$1,690; 2-dr., $1,650*%, $1,630* (ps). '55 
Fairlane (8) conv., $1,450*%; club coupe, 
$1,355; 4-dr., $1,235* (ps), $1,220. '54 
Crest (8) 4-dr., $860; Victoria, $860*; 
Custom (8) 2-dr., $790; Main (6) 2-dr., 


$705. °'53 Crest (8) club coupe, $880; 
Custom (8) 4-dr., $615*, $540*. ‘51 Cus- 
tom (8) 4-dr., $370*, $305*; 2-dr., $280°*; 
conv., $190. 


HUDSON—’ 54 Hornet 4-dr., $735* (ps). 
MERCURY—’54 Monterey club coupe, $1,- 


175*. '53 Monterey club coupe, $830*, ’52 
Custom 2-dr., $535*. 
$1,- 


"54 


390*. ’53 Rambler 2-dr., $505*. 
2-dr., $1,445. 
(98) Holiday, $1,585* (ps). 

$580°. 
$185. 
(8) Catalina, 
$1,550*; Chieftain (8) Catalina, $1,550°. 
’54 Chieftain (8) 4-dr., $830, '53 Chief- 
tain (8) 4-dr., $675*; Chieftain (6) 2-dr., 


$470. °52 Chieftain (8) 4-dr., $500*, 
$300*; 2-dr., $425*. 

MISCELLANEOUS - ’53 Dodge %-ton 
panel, $325. ’48 Chevrolet %-ton pickup, 
$190. 

PHILADELPHIA 


(Harold B, Robinson Auto Sales Auction. 


Sales every Tuesday and Thursday. Prices 
are for sales of Sept. 20-25.) 


(Resistance on all models but mostly 
on ’54s and ’55s. This is reflected by the 
amount of ‘‘no sales’? on these models. 





Blue Sunoco is all one grade 


Premium Octane 
ular Gas Price 








At Reg 











THATS WHY | SWITCHED 
FROM A'TWO-GRADE’ 


SERVICE STATION 
TO BLUE SUNOCO 


And thousands more are switching from premium- 
priced brands to Blue Sunoco for the same reason! 








La 


Interested in a Sunoco Dealership? 


A Sunoco dealership may be available in your com- 
munity. Call our local office or write us direct: Sun 
Oil Co., Philadelphia 3, Pa. 


SUN OIL COMPANY :- 


It is Sun Oil Company’s single grade 
policy that enables it to produce a 
premium octane high-test gasoline 
at regular gas price. 


And that’s why Sunoco dealers, 
on the average, outpump com- 


petition by 2 to 1. 


Philadelphia 3, Pa. 


BUICK—’56 Super Riviera, $2,470* 


DODGE—'54 Coronet 4-dr., $700*. 


PONTIAC- 


MISCELLANEOUS—’'56 Ford 


BUICK — '56 Super Riviera, 


KAISER—’'49 Deluxe 4-dr., 
MERCURY—’56 Monterey Phaeton, $2,155°*; 


PONTIAC—’56 Star Chief (8) 


BUICK — '56 RM Riviera, 


CADILLAC—'56 (62) 


More clean cars needed. Sold 130 out o/ 
172.) 

(ps: ; 
Special Riviera, $2,230*. '55 RM Rivier,, 
$1,960* (ps); Century Riviera, $1,84)* 
(ps); Super Riviera, $1,590*; Special 4- 


dr., $1,650*. °54 Century 4-dr., $1,370"; 
Super 4-dr., $1,320*; Special 2-dr., $1,- 
110. 

CADILLAC—’'55 (62) 4-dr., $3,020° (ps). 


"53 (62) 4-dr., $1,370°*. 


CHEVROLET—'56 One-fifty (8) 2-dr., $1.- 


540, $1,460. ‘55 Bel Air 
$1,460*, $1,300; Two-ten (8) 2-dr., $1 - 
230°. '54 Bel Air conv., $1,070*; 2-dr., 
$1,020, $960, $930; station wagon, $76); 
Two-ten 4-dr., $905*, $800; One-fifty 
2-dr., $590, $555, $500. '53 Bel Air Hari- 
top, $820, $750; conv., $700; Two-ten 
4-dr., $620*; One-fifty 2-dr., $570, $525. 


(8) Hardtop, 


CHRYSLER—’56 NY Hardtop, $2,840* (ps). 


"51 Hardtop, $320*; $250*, $220. 


°49 4-dr., $230. 


4-dr., 


DeSOTO—’55 Fire Dome Hardtop, $1,580". 


‘53 Fire Dome 4-dr., $840*, $720*, $710"; 
Powermaster 4-dr., $725*, $690. '50 conv, 
$400. 

"53 sta- 
tion wagon, $770*; 4-dr., $725*. 50 4-dr., 
$175*. °49 4-dr., $130°*. 


FORD—'56 Custom (8) 2-dr., $1,710*. '55 
Fairlane (8) Victoria, $1,465*, $1,380; 
4-dr., $1,350*, $1,340*, $1,310, $1,270; 
Custom (8) 4-dr., $1,250*%. "54 Crest (8) 
Victoria, $990*; conv., $1,080*; Custom 
(8) 4-dr., $970*, $920, $725; Custom (6) 
station wagon, $900*. °53 Custom (8) 4- 
dr., $690*; Custom (6) 4-dr., $570 

HUDSON—’51 4-dr., $120. 

LINCOLN — ’'56 Capri Hardtop, $3,300* 
(ps). 


MERCURY—’55 2-dr., $1,100. '54 Hardtop, 


$1,190*; 4-dr., $1,060*. ‘52 Hardtop 
$500*. '51 Hardtop, $210*. ’50 4-dr., $350 
$250. '49 4-dr., $150. 


NASH—’53 2-dr., $740. ‘52 4-dr., $485* 
’51 station wagon, $255. 

OLDSMOBILE — ‘55 (88) 4-dr., $1,725* 
(ps). "53 (98) conv., $960*. 

PACKARD—’55 4-dr., $1,875*. '53 4-dr., 
$680*. 

PLYMOUTH—’'56 Belvedere (8) Hardtop, 
$2,025*, $1,905; 2-dr., $1,900, $1,810; 
Savoy (8) 4-dr., $1,750, $1,740, $1,460; 
Plaza (8) 2-dr., 2 at $1,535, $1,500. °55 
Savoy (8) 4-dr., $1,050*%, $1,030. ‘54 
Savoy 4-dr., $820, $700. °53 Cranbrook 


4-dr., $800, $610, $540, $520, $480; Cam- 
bridge 2-dr., $435, 

‘55 Chieftain (8) Catalina, $1,- 
600*. "53 Chieftain (8) 4-dr., $710*. ‘51 
Silver Streak (8) 2-dr., $450°, $200. "50 
Silver Streak (8) 4-dr., $330, $170. 


STU DEBAKER—’'52 Champion 2-dr., $250. 
WILLYS—’53 station wagon, $260. '50 sta- 


tion wagon, $150. 

%-ton panel, 
$1,000. ‘54 Chevrolet %-ton stake, $780 
*53 Willys %-ton pickup, $320. "49 Stude- 
baker ‘%-ton pickup, $180. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sales every 


Thursday and Friday. Prices are for sales 
of Sept. 27-28.) 


(Prices and demand for clean merchan- 
dise continuing. Supply of cars plentiful. 
Sold 257 out of 341 offerings.) 
$2,250°. ‘55 
Super Riviera, $1,875, $1,750; RM Rivi- 


era, $1,860* (ps); Century 4-dr., $1,810. 
"53 RM conv., $1,065; 4-dr., $890*; Super 
Riviera, $875* (ps). "52 Super Riviera, 
$600*. 

CADILLAC—’54 (62) coupe de Ville, $2,- 
610° (ps); 4-dr., $2,475* (ps). "53 (62) 
coupe de Ville, $1,650* (ps). ‘52 (62) 
4-dr., $1,150° (ps). 

CHEVROLET—'56 Bel Air (8) 4-dr., §2,- 
100° (ps); 2-dr., $1,810; Two-ten (8) 
station wagon, $2,000. ‘55 Two-ten (8) 


Delray, $1,230; One-fifty (6) 2-dr., $800 


"54 Bel Air 4-dr., $1,000* (ps), $950, 
$800; Two-ten Deiray, $810. °53 Bel Air 
4-dr., $700; Two-ten 4-dr.. $675; One- 
fifty 4-dr.. $605. ‘52 SL Deluxe 4-dr., 


$480*, $470. '51 SL Deluxe Bel Air, $435°; 


2-dr., $300°. '50 SL Deluxe 2-dr., $485. 
"49 club coupe, $370. 
CHRYSLER—'52 Saratoga 4-dr., $500*. 
DODGE—'55 Royal 4-dr., $1,350. 54 Cor- 


onet conv., $800. '53 Coronet 4-dr., $475; 


Meadowbrook 4-dr., $360, $325; 2-dr., 
$280. 
FORD—'56 Country sedan, $2,050*, $1,- 
990°; Fairlane (8) Victoria, $2,000, $1,- 


995*, $1,940°; 4-dr., $1,675; 2-dr., $1,640°*. 
*55 Fairlane (8) Victoria, $1,610*; 2-dr.. 
$1,450; 4-dr., $1,450*°, $1,305; Custom 
(8) 2-dr., $1,160, $995. ‘54 Crest (8) 
conv., $1,160; Custom (8) 2-dr., $1,050, 
$875, $780, $730; 4-dr., $900. "53 Crest 
(8) Victoria, $900* (ps); Ranch Wagon, 
$835; Custom (8) 2-dr., $760*, $690°. ’52 
Crest (8) Victoria, $600. 

$170. 


Custom 2-dr., $1,675. "55 Custom Sport 
coupe, $1,460, $1,300. "53 Monterey 4-dr., 
-_ "51 club coupe, $400. '50 club coupe, 


NASH—’51 Statesman 4-dr., $215*. 
OLDSMOBILE—'56 (98) conv., $2,700. °54 


(98) 4-dr., $1,375° (ps); (88) 4-dr., $1,- 
000* (ps). 


PACKARD—’52 2-dr., $210. '50 4-dr., $200. 
PLYMOUTH—'56 Savoy 


(8) 4-dr., $1,550. 
’54 Savoy station wagon, $800*, '53 Cran- 
brook 4-dr., $400, $190. "52 Cambridge 
4-dr., $250. 

conv., $2,- 


200° (ps); Chieftain (8) sedan, $2,075°. 
’55 Chieftain (8) 4-dr., $1,260. '54 Chief- 
tain (8) 4-dr., $890° (ps). °53 Chieftain 
(8) 4-dr., $700*; conv., $500*, $250°. 


STUDEBAKER—’55 Commander coupe, $1,- 


260. '53 Commander coupe, $560* 


MISCELLANEOUS—’54 Dodge %-ton pick- 


up, $420. °51 GMC %-ton pickup, $312. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of Sept. 26.) 


(Market very active. Sold 81 percent 
of consignments.) 

$2,655* (ps); 
Special Riviera, $2,150*. '55 Super 4-dr., 
$1,765* (ps); Special 2-dr., $1,600. °53 
Special 2-dr., $700, $640. '51 Super 4-dr., 
$350*, $265*. '49 Super 4-dr., $160*, 
sedan de Ville, $4,- 


325* (ps). ’55 (62) coupe de Ville, $3,- 

250° (ps); 4-dr., $2,885* (ps), $2,855* 

(ps). '54 (62) coupe, $2,745* (ps). 
CHEVROLET—'56 Bel Air 4-dr., $2,080*, 


$2,000* (ps), $1,720*; Two-ten 4-dr., §2,- 
000°; 2-dr., $1,625. 55 Bel Air (8) 4-dr., 
$1,505*; Two-ten (8) 4-dr., $1,145, $1,- 
140, $1,130, $1,085; 2-dr., $1,195, $1,120. 
"54 Bel Air 4-dr., $1,015*, $975*; Two- 
ten Delray, $880; 4-dr., $670. ‘53 One- 
fifty station wagon, $915; 2-dr., $675, 


(Continued on Page 36, Col. 1) 
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SHARON STEEL CORPORATION AN-10-8-56 
Sharon, Pennsylvania 
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Used-Car Auction Prices 


(Continued from Page 34) 


STUDEBAKER—'56 
$1,730". 


$410; Bel Air 4-dr,, $825*; Two-ten 4-dr., Golden Hawk cou 


$725; 2-dr., $715. °49 2-dr., $265. 


CHRYSLER—’53 NY 4-dr., $950*, $680* ba 
(ps). °51 Windsor 4-dr., $510*. EBENSBURG, PA. 
DODGE—’56 Coronet (6) 4-dr., $1,650*. | 


’55 Royal Lancer, $1,645*, 
’52 2-dr., $500*. 
FORD—’56 Thunderbird, $3,020* (ps); Fair- | 


$1,560* (ps). 





pe, 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Sept. 27.) 
(Bidding on clean, late-model offerings 


lane (8) Victoria, $2,005* (ps); 2-dr.,| was very brisk. Clean ’50s to '53s also 
$1,775*. '55 Thunderbird, $2,450*; Fair-| were very much in demand, Rough units 
lane (8) Victoria, $1,650* (ps), $1,600*; brought junk prices only, Sold 107 cars 


out of 128 consigned.) 
BUICK ‘55 Super Riviera, 


coupe, $1,615*; Custom (8) 4-dr., $1,260*; 


2-dr., $1,225. '53 Country Squire, $1,100*; $1,985*. 


"51 





Custom (8) 4-dr., $870*; 2-dr., $815*. Super Riviera, $320*; Special 4-dr., $350. 

"52 Crest (8) Victoria, $730*; Custom "50 RM 4-dr., $165*, ’47 Special 2-dr., 

(8) 4-dr., $605*; 2-dr., $425*. '50 2-dr., $115. 

$225. CHEVROLET—’55 Bel Air (8) Hardtop, 
LINCOLN—’53 Capri Hardtop, $970*. $1,425; Two-ten (6) 2-dr., $1,140; 4-dr., 
MERCURY—’55 Monterey 4-dr., $1,695*. $1,110. '54 Bel Air 4-dr., $830; One-fifty 

*54 Monterey 4-dr., $1,290* (ps); Custom 2-dr., $625. °53 Bel Air sedan, $875*; 


2-dr., $1,170*, $775. 
NASA—’52 Rambler 2-dr., $405*, 51 Am- 
bassador 4-dr., $160*; 2-dr., $160*. 


Hardtop, $790; Two-ten 2-dr., $655, 
$590*, $580, $495. "52 SL Deluxe 
$360. '51 SL Deluxe 4-dr., $310; FL I 


$650, 


2-dr., 


ye- 


OLDSMOBILE—’56 (88) Super 4-dr., $2,- luxe 2-dr., $310; Delivery sedan, $225. 
420*, $2,190*; Deluxe 4-dr., $2,190*, ‘55 "50 FL Deluxe 2-dr., $255*, $200; SL De- 
(88) 4-dr., $1,755*. '53 (88) 4-dr., $910*, luxe conv., $250; 4-dr., $250; SL Special 
$900*. °52 (98) Holiday, $960*%; (88) 2- 4-dr., $190. '49 FL Special 2-dr., $150; 
dr., $795*. '51 (88) 4-dr., $320*; 2-dr., SL Deluxe 2-dr., $120; SL Special 2-dr., 
$300*. $150. 

PACKARD—’51 4-dr., $150*. CHRYSLER ‘50 Windsor club coupe, 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- $235*. ‘49 4-dr., $160*, °48 4-dr., $100*. 
140; Plaza (8) 4-dr., $1,100*%, $1,050, | DeSOTO—'52 Custom 4-dr., $355, $300. '51 
$900. Custom club coupe, $315*. '50 Deluxe 

PONTIAC—’56 Chieftain (8) 4-dr., $1,990*. 4-dr., $180. 

DODGE—’55 Royal Lancer 4-dr., $1,475* 


’51 Silver Streak (8) 2-dr., $410. 


Announcing 














THE MOST-GLITTERING 
PERSONALITIES 

OF THE 
ENTERTAINMENT 


HERE'S HOW THE DEAL WORKS: Buy only one case of HYDRA-VALVE 
KLEEN (24 cans) OR one case of TRANSMISSION KLEEN (24 cans) 
OR one Duet Case (12 cans of each product). A Dealer Bonus Certifi- 
cate plus an RCA catalog is packed in each case. Each certificate 
entitles you to any RCA VICTOR Record Album—ABSOLUTELY FREE 
OF CHARGE! Now, if you don’t own a record player and would like 
to start a record library, send us two certificates plus $10 and we'll 
ship you a THREE-SPEED RECORD PLAYER that has an established 
retail value of $29.95! 

This is your opportunity to build a record album library of the world’s 
greatest music—the world’s greatest artists—all on the RCA VICTOR 
label—all at absolutely no cost to you. There is no limit to the number 
of albums you can bring home to your family. No matter what your 
taste in music is, you'll find the albums of your choice in this 
RCA VICTOR catalog. 

This is the most exciting, the most unique, the most unusual give- 
away of the year! Start collecting your albums today so that you 
and your family can enjoy this fine entertainment for years to come! 


CALL YOUR JOBBER OR WRITE FOR DETAILS 


MVgeca Victor 


AUTOMOTIVE NEWS, OCTOBER 8, 1956 


’36 Ford 


Inc. Sale 


Prices are for sale of 


(ps). '53 Meadowbrook 4-dr., $510. °52 $515. ’°46 Ford wrecker, $690. 
Coronet conv., $305, '51 Coronet 4-dr., 1-ton stake, $115. 
$210*, '49 4-dr., $165. 

FORD—’56 Fairlane (8) Victoria, $2,025* HARRODSBURG, KY. 
(ps). °55 Ranch Wagon, $1,510; Fairlane : 
(8) 4-dr., $1,250*; Custom (8) 4-dr., $1,- (Blue Grass Auto Auction, 
130; 2-dr., $1,200, $1,150; Custom (6) | every Thursday. 


2-dr., $1,085*, $945; Main (6) 2-dr., $960. 


’54 Custom (8) 4-dr., $920; club coupe, (A good sale as the demand has never 

$775; Main (8) 2-dr., $680; Main (6) been higher. We needed more cars as we 

2-dr., $650. ’'53 Custom (8) 4-dr., $735;| sold 57 out of 90.) 

2-dr., $735*; Main (8) 2-dr., $570. ’52) BUICK—’51 Special 4-dr., $225*, ’50 Spe-| 
Custom (8) 2-dr., $400. '50 Custom (8) cial 4-dr., $110. 

2-dr., $165; Custom (6) 4-dr., $270*; CADILLAC—’56 (62) coupe de Ville, $4,- 


2-dr., $230; club coupe, $100; Deluxe (8) 


2-dr., $200*, $175. ’49 Deluxe (8) 4-dr.,| CHEVROLET—’55 Bel Air (8) conv., $1,- 
$125. | 395° (ps); 2-dr., $1,300; Two-ten (8) 

HUDSON—’52 Wasp 4-dr., $255*, ’51 Hor-| 2-dr., $1,160. ’53 Bel Air 2-dr., $735; 
net 4-dr., $180*, $160*. One-fifty 2-dr., $530. ’52 SL Deluxe 2-dr., 
maruneeee ‘ < | $450, $430; 4-dr., $495. ’51 SL Deluxe! 

MERCURY — '54 Monterey sedan, $1,250 2-dr., $470*, $375, $370, $345. ’50 SL| 
(ps). "52 Custom 4-dr., $500*, '51 sedan, Deluxe 4-dr. $400, $250. °49 SL Deluxe 
$280°. 4-dr., $290; 2-dr., $275. 

NASH—’51 Rambler station wagon, $240;| FORD —’55 Fairlane (8) conv., $1,450*; | 
Ambassador 4-dr., $215*%; Statesman 4- Custom (8) 4-dr., $1,185. '54 Custom (6) 
dr., $155. 4-dr., $700; 2-dr., $800. ’°53 Custom (6) 

OLDSMOBILE—’51 (98) Holiday, $380*; 4-dr., $650; 2-dr., $660, $530. 52 Custom 
(88) 4-dr., $240*,. °50 (88) 4-dr., $245*. | (6) 4-dr., $615, $610; 2-dr., $470. ’51 
’41 4-dr., $100*. | Custom (6) 4-dr., $470, $385, $360, $270*; | 

PACKARD—'51 2-dr., $200. Ser pen” sees Shoe ane See 

PLYMOUTH—'55 Belvedere (8) Hardtop, | MERCURY—’53 Monterey Hardtop, $925. 
$1,610*. '54 Plaza Suburban, $920. '53| q, s14-dr., $265; 2-dr.. $350. 

Cranbrook Belvedere, $770*: 4-dr., $560;| OLDSMOBILE—’53 (88) Hardtop, $1,150*. 
a om taeda rt "52 (88) 4-dr., $855*. °50 (88) 2-dr., 
Cambridge 4-dr., $450. °52 Cranbrook | $400* ° 

[BN*: C ° 

Belvedere, $260 ; Cambridge 4-dr., $465. PLYMOUTH—'56 Plaza (6) 2-dr., $1,150. 

PONTIAC 55 Chieftain (8) Catalina, $1,- | '51 4-dr., $215, $200: 2-dr $295. °50 
750° (ps); Star Chief (8) Catalina, $1,-| ¢ony.. $330. 49 4-dr $170 ™ , 
740*. °54 Chieftain (8) station wagon, | re ; = c 
$1,120. °51 Chieftain (8) station wagon, 
$470*; conv., $340*; coupe, $305, OMAHA 

STUDEBAKER—’'53 Champion Sport coupe, (Richard Abel Auto Auction, Sale every 
$500* °52 Commander 4-dr., $245*. '51| Tuesday. Prices are for sale of Sept. 25.) 
Champion 4-dr., $130*. BUICK—'56 Special Riviera, $2,265*. ’50 

MISCELLANEOUS—'56 Ford '%-ton pick- Special sedanet, $205*; 4-dr., $165. 


up, $1,110. '52 Chevrolet 


Sept. 27.) 


240* (ps). 


%-ton pickup, | CADILLAC—'54 (60) Special 4-dr., $2,590* 





WITH 


LONG PLAY 


PERRY COMO 
EDDIE FISHER 
EARTHA KITT 
EDDY ARNOLD 
THE THREE SUNS 
CHARLIE BARNET 


SONS OF THE PIONEERS 
HUGO WINTERHALTER 
SAUTER-FINEGAN ORCHESTRA 


ARTHUR RUBINSTEIN 


ARTURO TOSCANINI 


(si100) HYDRA-VALVE KLEEN 


A very specialized product for a very spe- 
cial problem. Keeps hydraulic valves in 
perfect condition. Quiets noisy operation. 
Stops sticking valves and rings. Frees 
lifters. 





Wee ET 


Your Choice of More than 125 Best-Selling Albums 


ONE CASE 


(24 CAN) 


ORDERS 


eee 


ROBERT SHAW CHORALE 
SIGMUND ROMBERG 
GLENN MILLER 
MARIO LANZA 
HARRY BELAFONTE 
VOICES OF WALTER SCHUMANN 
ROBERT MERRILL 
PATRICE MUNSEL 
FRANKIE CARLE 
LEOPOLD STOKOWSKI 
NBC SYMPHONY ORCHESTRA 


BOSTON POPS ORCHESTRA RODGERS AND HAMMERSTEIN 
ETC., ETC., ETC. 


TRANSMISSION 


An exclusive development. Added to regu- 
lar transmission fluid, it smooths out 
transmissions . . . eliminates creepage, 
hesitation and between speeds lurching. 
Miscible with all transmission fluids. 


see: PETROLEUM SOLVENTS CORPORATION Dept. E., 331 Madison Avenue, New York 17, N.Y. === 


MILLION DOLLAR 
SPECTACUAR!! 








(ps). °53 (62) 4-dr., $1,390* 
(62) 4-dr., $510*, $500*. ’48 4-dr., $245°, 
CHEVROLET—’56 Bel Air (8) 4-dr., $2.- 
125* (ps), $2,065*; conv., $2,060*%; Two- 
ten (8) station wagon, $2,100*%; 4-d 
$1,790* (ps), $1,775, $1,675. 
(8) 4-dr., $1,535*, $1,370, $1,200%; Two- 
ten (8) 4-dr., $1,340*, '54 Bel Air 2-dr., 
$1,045*. ’'53 Bel Air Sport coupe, $890"; 
Two-ten 4-dr., $710, $650. '52 SL Deluxe 


4-dr., $290. ’°51 SL Deluxe 2-dr., $380*; 
4-dr., $380; conv., $290. '50 SL Deluxe 
4-dr., $210; 2-dr., $120. '48 2-dr., $120, 


CHRYSLER—’55 Nassau Hardtop, $1,900", 

| °51 NY 4-dr., $375*. 

DeSOTO—’ 55 Fire Dome 4-dr., $1,850* (ps). 

DODGE—’55 Coronet Hardtop, $1,500, $1.- 
400. 

FORD 
tom 





"56 Country Squire, $2,250*%; Cu 
(8) 2-dr., $1,700*%, $1,590; Custor 
(6) 4-dr., $1,495. °55 Fairlane (8) Vic- 
toria, $1,640*, $1,495*; Custom (8) 2-dr., 
2 at $1,090. °54 Crest (8) Victoria, $1.- 
135*; 4-dr., $870; Ranch Wagon, $1,025, 
$1,005. °53 Ranch Wagon, $850*; Custom 
(8) 2-dr., $750; 4-dr., $720. 52 Custom 
(8) 2-dr., $540*. °51 Custom (8) 2-dr., 
$360*, $295; 4-dr., $300*. ‘49 Custom 
(8) 2-dr., $160, $110, $100*. 
HUDSON—’53 Hornet (6) 4-dr., 
MERCURY—’54 Monterey 4-dr., 


2 


$595*. 
$1,165*. 


’53 Monterey 4-dr., $895* (ps). °51 Sport 
coupe, $380. 
NASH—’52 Rambler station wagon, $375. 
OLDSMOBILE—’56 (88) Holiday, $2,495* 
(ps). °53 (88) Super 2-dr., $750*. ’51 
(88) 2-dr., $340*. °49 (98) 4-dr., $145*. 
PACKARD—'51 4-dr., $210*. 
PLYMOUTH—'56 Savoy (8) Sport coupe, 
| $1,865*. °55 Savoy (8) 4-dr., $1,060, 
| $865; Suburban, $810. ‘52 Cranbrook 4- 
dr., $345*. °51 Cranbrook 2-dr., $270. 
PONTIAC ’56 Chieftain (8) Catalina, $2,- 
345* (ps). 52 Chieftain (8) 4-dr., $395*. 
50 Silver Streak (6) 4-dr., $280, "49 (58 
sedan, $125. 
MISCELLANEOUS '52 Ford %-ton pick- 
up, $575. °51 Ford i-ton panel, $265; 


Chevrolet 2-ton chassis and cab, $470. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 25.) 
(Market off slightly on most models 


this week. Clean and sharp autos still in 
good demand. We could have handled 50 
| more clean units, Sold 118 cars out of 
| 160 offerings.) 
| BUICK—'55 -Special Riviera, $1,635", ‘54 
Super Riviera, $1,400*. '53 Special conv., 









$810*; RM 4-dr., $810*. '52 Special 4-dr., 
$595*. °51 Super 4-dr., $305°; Special 
$430*, $390°. ‘S50 Super conv., 
CADILLAC "56 (62) 4-dr., $4,275° (ps) 
| °52 (62) coupe, $990*. ‘51 (62) conv., 
j $850*, °50 (62) 4-dr., $500, "48 (62) 4- 
dr., $265*. "47 (62) 2-dr., $125. 
CHEVROLET—'55 Bel Air (8) conv., $1,- 
| 425°; 2-dr., $1,180*; Hardtop, $1,495°; 
| Two-ten (8) 4-dr., $1,245*, $1,230*°, $1,- 
135, $1,125, $1,100, $1,060; 2-dr., $1,115, 
| $1,100, $1,070, $1,060, $1,035, $1,010. "54 
Bel Air conv., $1,040*, $1,025*; Two-ten 
4-dr., $825, $815, $805, $800; 2-dr., $810, 
$795; One-fifty 4-dr., $600. '52 SL Deluxe 
conv., $290*; station wagon, $400; SL 
Special 4-dr., $225. "51 SL Deluxe conv., 


$365, $215*. "50 SL Deluxe Bel Air, $210°; 


| 2-dr., $160; Carryall, $150. 

| CHRYSLER '53 NY 2-dr., $885°, '51 NY 
4-dr $310*; Newport, $290°%; Windsor 
4-dr $250°*. "50 Windsor 4-dr., $115°; 
Saratoga 4-dr., $135° 

DeSOTO—'51 Deluxe 4-dr., $230°; Custom 
4-dr., $210°. "50 Deluxe coupe, $260° 

| DODGE 56 Royal: Lancer, $1,910°. "53 
Coronet 2-dr., $600*° 51 Coronet 4-dr., 

| $275*. "50 Coronet 4-dr., $200%; Meadow- 
brook 4-dr., $195*. 

FORD 56 Main (6) 2-dr., $1,300, ‘54 

| Main (6) 4-dr., $430; Custom (8) 2-dr., 

| $710, $610. "53 Custom (8) conv., $835°; 

| Victoria, $635*; Main (6) 4-dr., $510. '52 

| Custom (8) 4-dr., $350; Main (8) 2-dr., 

} $450. °51 Custom (8) 2-dr., $235°. 

| HUDSON 50 Super 4-dr., $110. 

| LINCOLN—'50 4-dr., $115°*. 

| MERCURY 56 Custom Hardtop, $2,200* 

| (ps). "55 Monterey Hardtop, $1,610°. ‘54 

| Monterey Hardtop, $1,275*; 2-dr., $965°. 

| 51 2-dr., $150 

| NASH—’'51 Rambler conv., $280; Ambas- 

| sador 4-dr., $155* 

| OLDSMOBILE—'55 (98) Holiday, $1,980° 

| (ps). "54 (S88) 4-dr., $1,145%, '53 (88) 

| Holiday, $900* (ps). ‘52 (98) conv., 
$700*; (SS) 4-dr., $460°, 51 (98) 4-dr., 
$375*, $310*. "50 (98) 4-dr., $210*; (88) 
Holiday, $200*. "49 (98) 4-dr., $100*, 

| PACKARD—’55 Clipper 2-dr., $1,600*° (ps). 
"51 (200) 4-dr., $210°*. 

PLYMOUTH—'55 Belvedere conv., $1,500*, 
$1,490*. "53 Cambridge 4-dr., $470. °52 
Cranbrook 4-dr., $150. ‘51 Cranbrook 


station wagon, $275; 2-dr., $200. 
PONTIAC—'55 Chieftain (8) Catalina, $1,- 


750* (ps); Star Chief coupe, $1,600*°. '54 
Chieftain (8) Catalina, $1,225*. "52 Chief- 
tain (8) conv., $540*; 4-dr. $395*. °50 


Silver Streak (8) 2-dr., $140*. 
Streak (8) 2-dr., $175*. 
STUDEBAKER ‘53 Commander 2-dr., 


"49 Silver 


$520. °51 Champion 2-dr., $180. 
MISCELLANEOUS — ’'51 Henry J 2-dr., 
$110. 
CHICAGO 
(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Sept. 27.) 


(Sold 272 cars out of 434 offerings.) 
BUICK—’'55 Super Riviera, $1,885* (ps); 

4-dr., $1,800* (ps); RM Riviera, $1,845* 

(ps); Special Riviera, $1,690*. °54 Cen- 


(Continued on Page 48, Col. 3) 








Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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es Owners Are Happy 
Owners!” 


No, that’s not a plug for one of 


today’s autos. It’s the head on a 
letter-to-the-editor in Rambler 
Magazine—dated 1905. There’s a lot 
for recollection in that 51-year-old 
letter . . . a symbol of automotive 
history. 

Rambler Magazine, a little 
faded on my desk this afternoon, 
was published in Kenosha, Wis., 
by Thomas B, Jeffrey Co., who 
manufactured Rambler and hid 
no whit of its virtues under any 
bushel. Rambler owners who 
wrote the letter were happy, they 
chirpped, because: 

“In a thousand miles, we had 
only eight punctures and no other 
repairs, replacements, or adjust- 
ments — except, of course, to the 

coil, vibrators, and clutch.” 

After the car had gone 15,000 
miles, they admitted, it naturally 
needed some new parts, tires, and 
such. But they always rambled 
under the Rambler’s own power, 
they testified. No farmer pulled 
them out of the mud with his team 
of mules, while his kids taunted: 
“Git a horse! Git a horse!” — the 
common jibe at cap-and-duster-clad 
motorists half century ago. 

+ = > 


°Twas Odometer 

HE 15,000 miles was no guess, 

the owners assured the editor: 
“We measured the distance on our 
odometer.” And who’s heard that 
term in the last 30 years? We just 
say our speedometer shows “the old 
buggy’s gone eighty-some-thousand 
miles — time to trade’er in.” 

Yet odometer is the word, now 
slipped from use like rubber-bulb 
horns and “hard” tires inflated to 
70-pound pressure. Car-makers of 
my vintage remember “odometer” 
well. And more of our vintage than 
our grandchildren know the Greek 
words it came from — “hodos” 
meaning way, and “metron” mean- 
ing measure. 


Motorists around 1905 knew 
enough to switch their batteries 
every fifty or sixty miles — and 
te strain their gasoline through 
chamois skin. 

It was a foolish driver in that 
day who thought he could load his 
family “into front seat and tonneau 
and bowl along at a 25-mile gait 
without breaking his springs on 
the bumps, same as a horse-drawn 
surrey would break,” warned the 
letter-writers. 

And the driver so stingy he 
bought cheaper lubricating oil for 
his motor, instead of expensive 
salad oil at a crossroad store when 
he ran low — “that driver’s in 


N. Y. Chevrolet Dealers 
Fete Boland’s Promotion 


NEW YORK.—Chevrolet dealers 
in the New York zone have given 
@ testimonial dinner to James V. 
Boland, Chevrolet zone manager 
who has been promoted to assistant 
regional manager in Cincinnati. 

Chairman and toastmaster was 
Bernard F. Curry and the presenta- 
tion was made by Walter Pape, The 
dealers also made a presentation to 
William Foster who is retiring as 
regional business manager of the 
Atlantic Coast region. 


AUTO 
TURNTABLES 


Manufactured by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 


for trouble,” reminded Rambler 
Magazine of 51 years ago. 
+ * * 


Then As Now 


—— were improvident fellows 
then, too. They didn’t know 
you had to dry and scrape the mud 
off your tires at each stop to keep 
them from rotting — and to miss 
sharp edges of streetcar switches, 
and to close cuts in the outer rub- 
ber to keep water away from the 
inner layer of canvas. 

And there were those too lazy 
to spend several hours each week 
checking the whole mechanism. 
Specially the wiring system, for the 
heat from the exhaust could melt 
insulation off the tension cable. 

Possibly they were the 
dreamers waiting for automatic 
gearshifts, power-steering and 
push-button windows. 

Chugging motors frightened 
horses. New York City had a law 
requiring every motor car travelling 
within the corporate limits to have 
a pedestrian walk fifty feet in front 
carrying a lantern. But insurance 
companies at the turn of the 
century said they hadn’t found it 
necessary to take any account of 
the automobile. 

One company quoted then 
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declared: “We pay more claims 
arising from accidents caused by 
horses—the most dangerous means 
of locomotion.” 

* * + 


705 Cars Didn’t Kill 
N AUGUST, 1905, there were 147 
deaths by violence in Chicago— 
not one of them caused by an au- 
tomobile. It was pointed out, 
though, that motor cars “rushed 
through the streets three or four 
times as fast as horse-drawn vehi- 
cles.” 

Of course, rain was a problem, 
for most cars were open. The pop- 
ular Rambler was. Indeed it made 
a “situation” for both the manu- 
facturer and Joseph Smith, the 
Mormon leader. 

Smith was the Rambler’s Utah 
dealer. When he came to Keno- 

sha, sufficient Ramblers were 
ready to take him and his party 
around the city. 

But it rained. So the world’s 
leading Mormon — Utah’s Rambler 





dealer—and his party saw Kenosha Showcase on Wheels— 


from enclosed horse-drawn car- 
riages. 


This Dodge truck is said to be one of the largest tractor-trailers in existence. The 
self-contained mobile unit, called the “Telephone Showcase,” is being used to 


P. S. And they say life has be-| familiarize New Jersey residents with the ways in which the New Jersey Bell Tele- 


come so much more complicated. 


phone Co. serves them. 





with the new Howard Zink 


LOW INVENTORY PLAN 


The new Howard Zink LOW INVENTORY PLAN is by far the biggest 
news in years in the seat cover selling field! Under this amazing new plan, 
you sell more seat covers on just one-third of your normal inventory. 
Think of it—two-thirds less money tied up in inventory! 

Changes and consolidations making possible the reduced inventory 
were made without sacrificing the quality of the covers. Fine Howard 
Zink seat covers are available in a wide price range and complete selec- 
tion of popular fabrics, colors and patterns. Restyling and new materials 


keep pace with interior design of late-model cars. 


See about the LOW INVENTORY PLAN, free advertising and sales 
aids, and other features of the 1956 Howard Zink seat cover line. Mail 


the coupon for full details. 


. 
oe 


oe 






a) 










HURRY ! Dealerships 
Limited in Some Areas 
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THE HOWARD ZINK CORPORATION 
Fremont, Ohio 


SHOW ME bow | can sell Howard Zink seat covers 
on one-third of my normal inventory. Have your repre- 
sentative call with full details (no obligation on my part, 
of course). 
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FLOOR CRANE — Available 
two and three-ton models, the Stratton 
Hydro-Crane Thrift Model is said to feature 
a sliding extension beam that affords 39 
inches of additional lifting length or 


height and adjusts to three different posi- | 
tions. It is equipped with a safety release 


automatically prevents over- 


claimed. 


valve that 
loading, it is 


tures adjustable legs that enable the 
operator to straddle large objects for 
lifting operations, it is said. Stratton 


Equipment Co., 2030 East 105th St., Cleve- 
land, O. 





FLOOR MAT — The Custom-Bilt Con- 
tour Twin is a one-piece mat combining 
the “custom-fit” and shape of twin-type 
mats on floorboards and toeboards with 
the over-the-hump coverage of a one- 
piece floor mat protection. This design 
is said to give full door-to-door, non- 


slip protection to new-car mats and covers | 


worn spots on old mots. Engineered to 


fit all makes and models, the mat is 
available in five colors. Anchor Rubber | 
Products, Inc., 1800 London Rd., Cleve- | 
land, O. 





LITTER BAG — The Satroms Litter Bag 
is designed for convenient in-the-car dis- 
posal of empty cigarette packages, gum 
wrappers and other waste material. The 
unit can also be used as a help mate for 
an overflowing glove compartment. Easy 
to install, it is made of a damium plated 
frame and a heavy-duty twill fabric, said 
to be waterproof and washable. Keycity 
Associates, Box 1031, Mankato, Minn. 

* - ” 





STOP AND TAIL LIGHT—A stop and 





in one, | 


| 





plug fits all 1955-56 Fords, Mer- 
curys and Lincolns, he said. With 
the addition of the 18mm. plug, 
the power tip line covers nearly 
half of the cars on the road, Lingle 
said, 








Complete with | 
safety plunger foot brakes, it also fea- | 


BRAKE-WARNING DEVICE—Lifeguard is 
an automatic device which contains re- 
serve supply of brake fluid and warns 
when fluid in the master cylinder is low 
Lifeguard, a plastic cylinder, is mounted 
on the firewall and connected to the mas- 
ter cylinder with copper tubing. As fluid 
in the master cylinder decreases it is re- 
plenished from the reserve supply. A float 
in Lifeguard established electrical con 
tact when the fluid has reached a low, but 
still safe point, and lights the red warn- 
ing lamp on the dash, it is claimed. Life- 
| guard Products, Inc., Sharon, Pa. 





POWER TIMING LIGHT The Mark 


| 1V power timing light is said to feature 


an unbreckable, impact-proof case, two 
50-inch Preenx leads, and a non-slip 
pistol grip. Eleven inches in overall 


length, the unit has a Xenon-filled flash- 
tube that produces a light beam 35 per- 
cent brighter. It is said to weigh one 
pound less than previous models. Auto- 
Test, Inc., 600 S. Michigan Ave., Chicago 
5, Wl. 








SHOE CLAMP — Introduction of a No. 
4290 Quick-Air shoe clamp as an acces- 


| sory for the Ammco model 2000 Safe-Arc 


| 


tail light series in both one bulb and two- | 


bulb styles, featuring a snap-on lucite 


lens, has been introduced by R. E. Dietz) 
Co., 225 Wilkinson St., Syracuse, N. Y. A} 


neoprene O-ring gasket is said to hold 
the lens tightly, yet permits the lens to be 
removed with a twist of a coin or screw- 


driver. Nine mounting styles in this Dietz) 


107 stop and light series each offer license 
plate illumination. 
“> ae 


Auto-Lite Announces 


18 mm. Spark Plug 


Available for Ford, Mercury and 
Lincoln cars is a new 18mm, re- 
sistor spark plug with power tip, 
according to John W. Lingle, mer- 
chandising manager, Auto-Lite 
spark plug division. 

Known as BRF82, the new spark 


brake shoe grinder has been announced by 
Ammco Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, Ill. The unit is said 
to provide air-powered instead of manual 
shoe clamping, and considerably speeds 
the shoe grinding operation. 

ae . 





WRENCH SET — A workshop wrench 
set, containing 25 hand-forged alloy 
steel wrenches, has been marketed by 


Lectrolite Corp., Defiance, O. Designated 
No. 25-W, the set has five box wrenches, 
¥% through %-inch; six open-end 
wrenches, 4 through Y%-inch, and 14 
combination wrenches, ¥% through 1% 
inches. The set also includes a 2 by 
2-foot pegboard and special hangers. 


| Available 





AUTOMOTIVE NEWS, OCTOBER 8, 


> 


ICE SCRAPER — The Bulldog scraper 
features three rows of teeth positioned 
to grind through thick ice, it is claimed. 
in assorted colors, the plastic 


scraper will not scratch glass, it is said. 
Sinko Mfg. & Tool Co., 7310 W. Wilson 
Ave., Chicago 31, Ill. | 


= 


+ + * 
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MAGNETIC INDEX—A desk telephone 
index which uses a powerful magnet as a 
lifting and holding device has been intro- 
duced by Autopoint Division, Cory Corp., 
3200 W. Peterson Ave., Chicago 45, Ill. 
The Autopoint Automatic Magnetic Index, 
model 304, is available in black, brown 
and grey. An exclusive feature is said to 
be the lay-back top which stands up for 
fast reading. It also snaps back and lays 
flat for easy writing. Index cards can be 
removed to type names, addresses and 


| phone numbers in place. 





VISE—The Gyro-Vise, model No. 73%, 
hes a jaw width of 34% inches and re- 
movable and replaceable pipe jaws. Jaw 
depth is 2% inches and jaw-gripping crea 
is 7% inches. Maximum jaw opening is 
5 inches. Addition of pipe jaws to the 
Gyro-Vise assembly is claimed to mark 
the first time these have been offered in 
vises of this type. Pipe capacity is Vg to 
1¥% inches. Vises are 8 inches high and 
weigh 16% pounds. Columbian Vise & 
Mfg. Co., 9023 Bessemer Ave., Cleveland 
4,0. 


* * * 





CAR RADIOS 
Seven Park Ave., 
sole U. S. importers of Telefunken high 


American Elite, Inc., 
New York 16, N. Y., 


fidelity radio systems, is now marketing 
the Blue Spot automobile FM-AM hi-fi sys- 


| tems. Made in West Germany, the radios 
| feature extended 
| speakers; built-in rear speaker plugs; full 


range high fidelity 


range tone control; and separate power 
supply amplifier. Available in two models, 
the Blue Spot is said to be easily con- 
vertible and can be used in either six or 
12-volt systems. The Emperor Mark | fea- 
tures a Selecto-Magic station finder, all in 
one FM-AM long wave with 15 tuned cir- 


cuits. The Emperor Mark I! has a push- 
button selector, all in one FM-AM long 
wave with 11 tuned circuits. 


Wheel Adapter Designed 


For Use With Trailers 

A Wheel Adapter that is said to 
eliminate the need of a spare tire 
for trailer has been introduced by 





NEW PRODUCTS | 


Wheel Adapter Co., P. O. Box 143, 
Loveland, Colo, 

Placed on the hub of a trailer, | 
the unit is said to permit the use| 
of a car tire in case of flats. 
Weighing less than six pounds, it 
permits the mounting of a five-bolt 
car wheel on a six-bolt trailer hub. 





AIR HAMMER—The Superior model AD 
500 heavy-duty air hammer is said to 
deliver 2,200 blows per minute at less 
than 80 psi, and weighs four pounds. 
A patented safety chuck locks the various 
tools used with the hammer in six differ- 


ent positions. According to the manu- 
facturer, the hammer can do heavy cut- 
ting, chipping, chiseling or grooving. 


Superior Pnvematic & Mfg. Co., 4758 War- 
ner Rd., Cleveland, O. 





MARKER streamlined Path- 


LAMP — A 
finder marker lamp for heavy-duty trucks, 
buses, commercial trailers and tractors has 
been marketed by Auto lamp Mfg. Co., 


2909 S. Indiana Ave., Chicago 16, Ill. 
Featured in co shatterproof lens, in either 
amber or red, and chrome-plated 
metal housing, this No. 478 lamp can be 
installed individually or in series. Avail- 
able for either 6-8-volt or 12-16-volt sys- 
tems, the lamp comes complete with 3 cp. 
bulb and all wiring. 


> * > 
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PREHEATERS—The F & G Specialty Co., 


3387 Brownlow Ave., Minneapolis 14, 
Minn., has announced its line of “Golden 
Rod" preheaters for automobiles, trucks 
and tractors. One of the important fea- 
tures is said to be the fact that fewer 
models ore needed to fit all vehicles. A 
patented, adjustable nut on the “Golden 


Rod" head-bolt replacement model fits any 
thickness of engine head, it is said. The 


frost plug units have an O-ring which 

expands as it is compressed, it is claimed. 

The element is said to deliver 650 watts. 
* * * 





POWER BRAKE The Jeb power 
brake is said to fit the inside master 
cylinder of any American car, replacing 
cups and piston of conventional hydraulic 
system. The unit is guaranteed to dupli- 
cate power increase and ‘feel’ of 
vacuum-type factory installation. Featuring 
a four to one power ratio, the brake 
functions with engine on or off. Power 
brake kit includes spring, valve and seat 
assembly, primary cup, boot, lockring and 
unit itself. Jeb Industries, 4641 Holly- 
wood Bivd., Los Angeles 27, Calif. 











SWIVEL CLAMP—A universal swivel 
clamp for car and truck-size tubeless tires 
has been marketed by H. B. Egan Mfg. 
Co., Muskogee, Okla. It is constructed of 
aluminum alloy with a fixed spider. Due to 
the unique swivel design, the clamp is said 
to be very simple to operate, and easy to 
place in position on the tire. The pivot 
base assures the potch of being held in 
place, and eliminates the possibility of 
twisting or turning the patch, it is claimed. 
* _— 


ICE, SNOW REMOVER—An_ improved 
Melt ice and snow melting compound 
that is said to facilitate handling and 


spreading without danger of coking or 
solidifying within the container has been 
announced by Chem Industrial Co., 3784 
Ridge Rd., Brooklyn 9, O. This improve- 
ment is said to permit use of Melt in 
virtually any type of spreader under the 
most adverse weather conditions. It also 
eliminates rapid chemical decomposition 
upon exposure to atmospheric moisture. 
Melt is said to have 10 times greater 
thawing capacity than flake calcium chlor- 
ide. 


BATTERY CHARGERS—A line of nine 
battery chargers, plus battery service 
equipment, has been introduced by Fox 
Products Co., 4720 N. Eighteenth St., 
Philadelphia 41, Pa. lead-off item is a 
110/60 ampere charger, having input 
voltages of 7-1/15 volts, both overall 6/12 
and individual cell tester, and automatic 
cutoff. Two other Safetronic models are 
offered to five timer models, mobile and 
portable, and a slow charger. Chargers in 
the line include two home. chargers and 
two intermittent action maintainers. A 12- 
volt overall and tester, booster cables and 
clamp complete the line. 
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OGM POI Lr 


What's the latest “poop” 


You've heard a lot of talk recently about the 
powerful gas turbine engines and when they might 
be available. Rumors—flying thick and fast—have 
catapulted from every direction; from many 


sources. 


Authoritative? Some of them, yes. A clear pic- 


ture? Alarmingly absent! 


In April, AUTOMOTIVE NEWS published an 
article which snapped the answer into sharp focus: 
“A realistic timetable (on gas turbine engines) 
would carry a footnote that there are numerous 
‘ifs-—which may or may not swing in favor of the 
turbine. This would be a proper prelude to any 
Statement that the turbine might appear as an 
extremely high-priced option (a jet-age power- 
pack) in the period of 1960 to 1964... and 
possibly could enter high-volume production in 
the years 1962 to 1965.” 


In terse, engineering-management language, the 
article discussed a// pros and cons—came up with 


a vivid, concise answer. 


Clearing the air of confusion is an old habit 





with AUTOMOTIVE NEWS. Industry men know 
this; they've made it necessary reading: The 
Weekly Newspaper of the Industry. 


From the designer, engineer, president, all the 
way to the car dealer—over 44,000 subscribers 
rely on 14 highly-trained editors and 106 editorial 
correspondents to bring them all the news as 
rapidly as possible. 


That’s why AUTOMOTIVE NEWS has built 
such a solid subscription list among automotive 
manufacturing executives, as well as car dealers. 
The need for news is so vital that AUTOMOTIVE 
NEWS enjoys an 86% renewal rate (at $8 per 
year) without premiums, cut rates or other gim- 
micks. 


Keeps you in front of the fast-moving automotive market 























on gas turbine cars? 


THINK OF THE INFLUENCE 


When your product—tregardless of its automo- 
tive nature—reaches this intense readership, you 
can count on the maximum selling force of your 
advertising dollar. Is your product represented 
in this atmosphere of dynamic automotive buying 
influence? 


Your AUTOMOTIVE NEWS tepresentative 
has many interesting facts on how to better reach 
this huge market. He’s at your convenience. 


NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGLES: R. H. Deibler, Dunkirk 3-0303. 











































Sail for Europe— 


P. O. Peterson, president, Mack Trucks, 
Inc., and Mrs. Peterson are shown aboard 


the French ship S. S. 


tour of Europe. 





Liberte os they 
leave for a month-long business and social 


| well covered, but the strike, 


On the Financial Front 


Outlook for capacity operation of 
the steel industry suggests that 
profits for the final half of 1956 will 
be only slightly below those of first 
half. Earnings for the full year 
should compare well with year- 
earlier totals, according to Stand- 
ard & Poor’s Corp. industrial sur- 
veys, released in New York. 

The strike, which shut down 85 
percent of the industry for 34 days, 
is estimated to have eliminated ap- 
proximately 12,000,000 ingot tons of 
potential production, equivalent to 
almost 20 percent of steel produced 
and shipped during the record first 
half. 

A major effect has been liquida- 
tion of inventories. Consumers of 
flat rolled products, notably auto 
makers, were known to have been 
to- 
gether with indicated needs, point 


| to good demand from such custom- 


Peterson will visit indus- | 
trial concerns in Germany and England, 
as well as the Mack-Belgium factory in 


ers. Consequently, demand is ex- 
pected to sustain capacity operation 
at least through 1956. 

The increase in base prices for 

























finished steel of about $8.50 a ton 
on average (about 6.25 percent) was 
less than had been expected, and 
less than many producers had 
wanted in view of the industry’s 
needs for new money to finance 
new facilities. 


The increase in the industry’s 


direct labor costs during the first) 
year of the new contract is indi- 


cated to be about 7.6 percent. Since 
direct labor equals about 35 per- 
cent-40 percent of costs, the 6.25 
percent mark up in steel prices 
should more than offset the in- 
crease in wages, thus widening 
profit margins. Increases in other 
costs will limit prospective gains in 
profit margins. 
& * aA 


FWD Seeks to Register 


$1.5 Million in Debentures 


Four Wheel Drive Auto Co., Clin- 
tonville, Wis., has filed a statement 
with the Securities Exchange Com- 
mission seeking registration of $1.5 
million of convertible debentures 
due Oct. 1, 1971. The interest rate, 
public offering price and under- 
writing terms will be supplied by 
amendment. 


The company intends to apply 
retire outstanding 4% percent sink- 
|ing fund debentures due next July 
1; $700,000 for additions to fixed 
assets up to next June 30, and the 
balance to be added to working 
| capital. 
= + > 

Federal Screw Reports 
Earnings Decline for °56 

Federal Screw Works, Detroit, 


the proceeds as follows: $130,058 to): 
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division. The latter amounted to 
about $100,000, he said. 


* * * 
Leece-Neville Co. Reports 


Sales Up, Profit Down 


Leece-Neville Co., Cleveland, has 
reported that sales for the year 
ended July 31 amounted to $13,408,- 
210, compared to $11,686,904. How- 
ever, net earnings dropped to $388,- 
272, compared to $451,367 last year. 

P. H. Neville, president, said the 
increased sales stemmed from a 
growth in sales of the company’s 
new electrical alternator system, 
particularly in the automotive field. 

* a” a 


Fruehauf Wins 4th Award 
On Its Financial Report 


} 
| 





| Fruehauf Trailer Co.’s 1956) 


annual report has been judged as 
the best annual report of truck and 
trailer manufacturing in the annual 
survey of Financial World maga- 
zine. This is the fourth consecutive 
year that Fruehauf has won the 
top award. 

The bronze “Oscar of Industry” is 


to be presented, to Fred Burnham, | 


Fruehauf executive vice-president— 
finance, at the annual awards ban- 
quet Oct. 29 in the Hotel Statler, 
New York. 


Dodge Promotes 


Jarvis in Boston 


BOSTON. — Promotion of James 
Robert Jarvis to Boston regional 
manager for Dodge has been an- 
nounced by J. &. 
Murphy, eastern 
zone manager. 

Dodge’s Bos. 
tion region in- 
cludes Maine, 
New Hampshire, 
Vermont, Massa- 
chusetts, Rhode 
Island and north- 
ern Connecticut 

Jarvis joined 
4 wy Dodge in July, 
J. R. Jarvis 1952, as district 
manager in Portland, Ore. 

He served as district manager at 
Spokane, Wash., the following year 
until his promotion to business 
management manager at Portland. 
This led to assignment to the gen- 
;eral sales manager’s staff in De- 
troit. In March of this year he was 
named assistant regional manager 
| for Dodge in New York. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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EASY-TO-INSTALL E. A. 
RED HEAD HEATERS 
for one car 

..-or a fleet! 


SIRE Mec tag ee elas z 


let the RED HEAD control the 
weather! There’s a full line of 
RED HEADS to fill your needs... 


and special units can be engi- 
neered to your specifications. 
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Get MORE heat... 
MORE dollar savings! 


to ae lL ee hel TWIN-AIR SUPREME 


ended its fiscal year, June 30, with| 
earnings of $508,874, compared with | 
$635,708 the preceding year, accord- | 
ing to B. L. Norton, president and | 
treasurer. 

Norton attributed the decline to 
cutbacks by automotive customers | 
and to the expense of rearranging |] t’s face it! In the competition for 
equipment in the company’s Detroit | public favor, manufacturers have 
limproved their cars to a point 
where, today, dollar for dollar, little 
iremains to influence a_ buyer’s 
choice. Yet, even now, many dealers 
are still allowing the name of the 
car they handle to assume a domi- 

DENVER.—Jack Layton Auction|nant place in their appeals to the 
here has been taken over by E. C.|Public. Quit “hiding your light 
Riley and Ora Burden and will be|Under a bushel”... . 


operated as Midwest Auto Auction.|Se}j all THREE...the automobile 
John Crump, manager, said that/and its performance .. . the man- 
| the first sale will be held tomorrow |ufacturer and his reputation . . . 
(Oct. 9) and every Tuesday. The|/\ THE DEALERSHIP, ITS FACILI- 
address is 1155 S. Flat River Drive.| TIES AND SERVICE. 
| Sales manager is Max Dudley. * * * 
> > > 


Issue Fitness Certificates, 


Ontario Dealers Told 


HAMILTON, Ont.— The attor- 
ney general has ordered Provin- 
cial Police at Dundas to warn 
used-car dealers in the district 
that they must issue a certificate 
of fitness with each vehicle they 


ay AEA ae 


aE a 





Used-Car Notes 








ers” drops into your showroom, 
pitch Carlife at him along with your 
regular new car sales presentation. 
\Just include the price of Carlife in 
ithe ‘“‘package”. If the prospect 
\pushes for a higher trade-in allow- 
lance, offer to shave your price, if 
he’ll take the deal without Carlife. 
sell. |\Surprising how many new car pros- 
Section 20-B of the Highway |pects will forego a few extra trade-in 
Traffic Act obliges dealers to pre- |dollars for a chance to buy two years 
on Sina to Ont ? — lor 25,000 miles worth of protection 
kin, in ante of the Dundas against major repair bills! 
Criminal Investigation Branch. =. 
a | |4 recent survey of U. S. markets 
Kaiser Forms Deal |reveals that a total of 4,900,000 U.S. 
WEST ALLIS, Wis. — Carl Kai-|families . . . or approximately one 
ser Used Car Sales, Inc., has been|out of every 10... are seriously 


Incorporation papers were signed |-gr between now and next February. 
by Carl Kaiser. |What’s more, almost half of that 





come bracket. That’s a sizeable and 


Check ‘Kiter’ Gets 


BECKLEY, W. Va.— William D. = 


Next time one of those “‘price buy- | 


total is in the $5,000 and over in- | 


a \well-heeled market ...and a natural 
3-Year Probation for Carlife Guaranty sales. 


U 


a: 


...a column devoted exclusively to the exchange 
of practical, profitable information and ideas 
among authorized Carlife Guararity Dealers. 


or one year against major repair bills 

. . . it builds the confidence that’s 
necessary to a sale. And the result? 
Used car selling is easier and more 
profitable for Carlife dealers. 


* * * 

SELLING TIPS FOR CARLIFE DEALERS 
Here’s one that “doubles in brass” 
... it sells Carlife, builds good-will 
to boot. In a personal letter on 
dealership stationery, notify every 
new-car customer of the specific 
terms of the factory warranty prior 
to its expiration. Urge the customer 
to take advantage of the warranty. 
Suggest that protection beyond the 
warranty ... 21 months or 21,000 
miles . . . is available through the 
dealership Carlife Guaranty Pro- 
gram. It works! Give it a try! 


* > * 





|On a national average, 7 out of 10 
| Carlife purchasers return to the 
| dealership for service for the dura- 
| tion of the Guaranty period . . . two 
| years or 25,000 miles. What’s more, 
|a Carlife customer will spend an 
average of $8.00 on every visit .. . 
and under the terms of the Guaranty, 
he must check in for service at least 
once a month. 100 regular Carlife 
| service customers will, over the two 
|year Guaranty period, add gross 
sales of $19,200 to your service 
|operation. Small wonder that so 
|many Carlife dealers boast service 
| absorption factors of well over 100%! 
* x *~ 


If you’re not satisfied with your 
present level of operations .. . 
new car sales, used car sales, 
parts, accessories or service vol- 
ume ... chances are some of the 
ideas aired above can help you. 


| 


WRITE FOR DETAILS ABOUT. THE 
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Lawton, 56, former owner of Law- 
ton-Jasper Motor Sales, Mount 
Hope, W. Va., and White Oak Mo- 


now defunct, charged with a $500,- 
000 check “kiting” operation has 
been placed on. probation for three 
years. 

Judge Ben Moore said that al- 
though Lawton had originated the 
kiting, he did so with full knowl- 
edge of bank officials. “They knew 
what was going on. It wasn’t the 
same as pulling the wool over their 


formed in this Milwaukee suburb. |considering the purchase of a new 
eyes,” the judge said. 


tor Sales, Oak Hill, W. Va., both) 


“*Mechanical condition”’ . . . that’s the | 
stopper in many a used car deal. A | 
prospect can see the finish, the in- | 
terior, the tires, but he can’t tell by | 


looking whether the car is in satis- | 
factory mechanical condition or not. A 2Z Zh, 
|And no amount of salesmanship can | 
entirely relieve his mind on this score. 


'A Carlife Used Car Guaranty can.| THE CARLIFE GUARANTY CO. 
It protects the buyer for 10,000 miles | 9955 Grand River © Detroit 4, Michigan 


If so, drop us a line AT OUR 
NEW ADDRESS and we'll be 
glad to send you full particulars. 
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By Martin L. Whitmyer 
Staff Writer 

The revived National Automobile 
Show in New York Dec. 8-16 will 
be promoted to the tune of $10 mil- 
lion, according to 
William H. Mc- 
Gaughey, Ameri- 
can Motors com- 
munications and 
management de- 

velopment vice- 
president and 
chairman of the 
show committee. 
McGaughey is- 
sued the informa- 
tion at a press 
conference in 
New York. 

Theme of the show, sponsored | 
by the Automobile Manufacturers | 
Assn., will be “America on the | 
Move.” It will utilize a “Fun | 
for All the Family” advertising | 
approach, he said, 

AMA will spend approximately 
$1 million while the remaining $9 
million will come from the individ- | 
ual car manufacturers, McGaughey | 
said. 

One big drawing card will be a/| 
30-minute musical spectacular, 
which will be performed six times | 
daily. It will be written by Good- 
man Ace with a cast of 100 and a| 
$200,000 budget. 

During the two-week period | 
Dec. 2-16, about 100 radio and | 
television spots, featuring the 
jingle, “Let’s Go to the Auto 
Show,” will be broadcast on New 
York stations during network 
cutaways, McGaughey said, 


Print advertising will open with | 
1,000-line insertions in all seven} 
New York dailies and will be fol- 
lowed by small-space ads in met- | 
ropolitan and suburban newspapers. | 
Half-page ads also are scheduled 
for Cue, New York Motorist, Play- 
bill, Promenade, The New Yorker, 
Where, and Winged Foot, all 
regional entertainment magazines. 


Special show supplements also 
are being planned by all the 
metropolitan dailies and by 18 
suburban newspapers, Mc- 
Gaughey said. The special supple- 
ments will run between Dec, 1 
and 9. 

Display materials, including 
posters, window cards, banners and 
folders, have been prepared along 
with plates and television slides 
bearing the show’s emblem, Mc- 
Gaughey said. 

Cunningham & Walsh is the ad- 


1 








W. H. McGaughey | 
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COLORADO SPRINGS 


at one of Amer ica’s Most 


Luxurious Highwoy 








© Swimming Pool 


@ Restaurant and Cocktail Leung 


© Fully Equipped Playground 
for Children 
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Affecting Factories and Dealers .. . 


Auto Advertising 


|Saturday’s games, and are carried 


|every Sunday. They will continue 
| through Nov. 25. Purdue’s football 


| pany has scheduled Prestone ads in 


| boards in 370 major markets and 


vertising agency handling the event. 


* = = 


Dodge Dealers on TV 

Dodge dealers of the Indianapolis 
area are sponsoring a nine-week 
television series featuring filmed 
“purdue Football Highlights,” ac- 
cording to H. E. Fadely, chairman 
of the Indianapolis Dodge Dealers 
Assn. 

The programs, which began Sept. 
30, cover highlights of the preceding 


on WFBM-TYV from 6 to 6:30 p.m. 


coach, Jack Mollenkopf, will appear 
in person each week to analyze and 
| discuss the plays. 
* * 
| National Carbon C ampaign 
National Carbon Co., a division 





|of Union Carbide & Carbon Corp. 


has announced what it terms the 
most intensive advertising cam- 
paign ever undertaken in the anti- 
freeze industry. 

The campaign, which spans the 
fall-winter season, will be high- 
lighted by the company’s sponsor- 
ship of “Omnibus” on ABC-TV 
and the “John Cameron Swayze” 
newscast over NBC-TYV. In addi- 
tion, National Carbon will tie in 
with election night sales messages 
over television and will sponsor a 
radio spot campaign. 

Supplementing the ad campaign 
}on radio and television, the com- 


more than 500 newspapers, bill- 
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Both two-way and three-way geo- 
graphical splits are now available, 
he said. 

Under the two-way geograph- 
ical split run all copies, both 
newsstand and subscription, split 
into two groups of states; the 
nine states of the deep South and 
the remaining 39 states; or the 11 
far western states and the re- 
maining 37 states; or the 20 
states of the deep South and the 
far West combined in one group 
and the remaining 28 states in 
the second group. 

Under the three-way geograph- 
ical split run all the copies, both 
newsstand and subscription, are 
divided into three groups; the first, 
the nine states of the deep South, 
the second, the 11 far western 
states and the third, all the remain- 
ing 28 states. 


* * * 


New Agency for Benzol 


Hacker, Hull & Vincent, Inc., De- 
troit, has been appointed advertis- 


ing service group and marketing | 
| annual Crystal Ball Dinner sponsored by J. Walter Thompson Co. 


| year's affair in New York are, from left, Mitch Miller of Columbia records and producer 
of the Ford radio spots; William Wyman, vice-president, 
Don Jennings, association president; 
the dinner, and Robert McNulty, Ford New York district manager. 


agency for Benzo] Stations, Inc. 

The agency will be responsible for 
all phases of advertising, market- 
ing and sales promotion for Benzol 
gasoline. 


Dealers Assn.; 





| J. Walter Thompson Hosts Ford Officials— 


Executives of Ford Motor Co. and the Ford dealer organization were guests at the 


Pictured at this 


New York District Ford 
Jo Stafford, featured singer at 





CAN PAVE 





direct mail, point-of-sale material 
and merchandising aids for dealers. 
a ° ” 


Petersen Offers Service 


In response to requests by motion 
picture and television production 
companies regarding technical 
authentication of various phases of 
automotive information, Robert E. 
Petersen, president, Petersen Pub- 
lishing Co., has announced the 
establishment of an Automotive Re- 
search Bureau. 


The new organization, an ad- 
junct to Petersen’s publishing 
firm, will be made available as 
a free service to all established 
motion pictures and television 
companies. 

Petersen also is making available 
the use of automotive reference 
files and libraries, 

The bureau will provide a listing 
of all types of autos available for 
filming, including vintage vehicles, 
hot rods, sports cars and custom 
autos. 

> > ” 


Wynoil Picks Wright 

| Wynoil Laboratories, Azusa, 
Calif.. a manufacturer of automo- 
tive additives, has appointed Frank 
Wright National Corp. as its adver- 
tising agency. 

Advertising and merchandising 
plans for 1957 will include sched- 
ules in major newspapers, radio, 
television and magazine advertising 
in Popular Mechanics, Popular 
| Science and Science 4 Mechancis. 
The account will be serviced from 
the agency’s Los Angeles office. 


Plymouth Signs Ray Anthony 


Orchestra Leader Ray Anthony 
has been signed to headline a 
weekly one-hour television musi- 
cal show for Plymouth over the 
ABC-TV network, 


Frank Leahy, former head foot- 
ball coach at Notre Dame, will 
be featured on the show, sched- 
uled for 10-11 p.m, (EST) each 
Friday night beginning Oct. 12, 
Minor said. Leahy will be seen 
in the role of host as well as in 
special sports features, Minor 
added. 

Called “The Ray Anthony 
Show,” the program will originate 
live from Hollywood. 

x * 


New Crowell-Collier Setup 


Expansion of the geographical 
split-run service for advertisers in 
Collier’s and Woman’s Home Com- 





Shepard Spink, advertising director 
of Crowell-Collier Publishing Co. 


panion has been announced by! 


THE 


WAY TO BIGGER 
SERVICE DEPARTMENT 
PROFITS 


(Division of Ashland Oil & Refining Co.) 


FREEDOM, PENNA. 
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Guaranty Program. 


cr 
| 
| 
l 
l 
l 
I 
l 


ee ee ee ee) 


33,000 MILE GUARANTY 
PROGRAM CAN DO FOR YOU 


Pare iS noc 





Valvoline guarantees new cars for 33,000 miles 
or 24 months on all chassis and engine parts 
lubricated with Valvoline products. Here’s what 
that can do for you . . . 


® Increase service business through 
repeat customers. 

® Help close new car sales. 

® Build Goodwill. 


© Keep you acquainted with your 
customer unfil he’s in the market for 
a new car again... 


And you get plenty of selling aids to help bring 
your service and sales story to customers and 


clinch sales: 

Newspaper Mats  — Follow-up Literature 4 

Display Banners Direct Mail Folder. 

Display Racks Signs, Reminder Advertising 
ALL AT NO COST TO YOU! j 


MAIL COUPON TODAY FOR FULL INFORMATION 


NO OBLIGATION 





VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 


| would like full information on the Valvoline 33,000 Mile | 
| 
ae 
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Be ners as 
General Tire Ups | 


Price of Vinyl 


AKRON, — Price increases on 
vinyl-coated fabrics have been an- | 
nounced by the Pennsylvania divi- 
sion, General Tire & Rubber Com-| CHICAGO.—The Better Business 
pany. | Bureau is investigating a complaint 

‘ ‘ |in which a used-car buyer charges 
eitcceat wee eon Gas 7 | he answered an ad offering a 1950 


High . | Cadillac at $38 a month and wound 
gher labor and raw material |up paying $108.74 a month. 


costs were cited as reasons for the | According to the BBB report, 
price boost. the customer agreed to purchase 








Before you buy HEATERS 
for your FLEET 


—find out about 


there is aneasy- to-install 
model for every need—or, 
HaDees will engineer 
units to your specifica- 
tions and assure satis- 
factory performance. 


they'll give you 
MORE heat 


—and SAVE YOU 
MONEY, TOO. 


Write for facts about the 


ATM LL MA 


FOR FLEET OPERATORS 


HaDees Heater Division of the Gabriel Company - Rockford, Ill. 
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STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 
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COLD DRAWN BUTT WELDED 











\Ford, Reynolds 








Case History of Low-Payment Deal... 
$38 a Month Swells to $108 


the car for $1,095 and agreed to 
monthly payments of $45 rather 
than the advertised $38. 

The complainant said he was 
offered a $300 allowance on his 1948 
Cadillac on which he owed $450, and 
that he signed a bill of sale calling 
for 15 monthly payments of $81.54. 

He alleges he then was induced 
to visit a small-loan firm where he 
negotiated a $500 loan. According to 
the BBB report, this was “osten- 
sibly to pay the balance due on his 
tradein, and he subsequently re- 


ceived a payment book on the loan| 


calling for 24 installments of $27.20. 

The BBB said the purchaser un- 
derstood this would result in a 
reduction of the balance due, and 
that the combined payments would 
total $45. 

He now is obligated to monthly | 
installments of $108.74—not the 











Radiator Patent 
Argued in Suit 
By Two Companies 


BUFFALO. — An automobile 
radiator core manufactured by 
Fedders-Quigan Corp., of Buffalo is | 
fundamentally similar to that of | 
a Cleveland concern which holds a 
patent, an engineering professor | 
has testified in Federal Court. 

Dr. William M. Baldwin, Case 
Institute of Technology, Cleveland, 
testified for the plaintiff in the 
trial of a patent-infringement suit 
by Bishop & Babcock Mfg. Co. 
against Fedders-Quigan. 

Baldwin found similarities in 
general shape and structure, 
methods of connecting water and 
air passages, design of passages 
and corrugation method used in 


transferring heat from water to 
| air. 


However, he found one major| 
difference. “In one core, that of 
the patent, the corrugated faces 
go outwardly while in the other 
core they go inwardly,” he said. 

Edward L. Mayo, president, 
Bishop & Babcock, testified his| 
company began production of this 
core in 1950 and after receiving a 
patent in 1952 found that Fedders- 
Quigan had a core on the market 
using the same basic idea. 

Bishop & Babcock has asked the 
court to enjoin the Buffalo com- 
pany from further production of 
this type of radiator core, Fedders- 
Quigan contends that the method 
is one of an established art and the 
patent is invalid. 


Alabamans Salute 


MUSCLE SHOALS, Ala.—A cere-| 
mony here Oct. 8 will mark Ford 
Motor Co.’s and Reynold’s Metals| 
Co.’s construction of new multi-| 
million-dollar plants adjacent to 
each other and adjoining the pres- 
ent Reynolds Listerhill plant. 

More than 1,000 Alabama indus- 
trial, labor, agricultural, civic and 
business leaders will salute Ford 
and Reynolds. Hosts will be the 
Florence (Ala.) Chamber of Com- 
merce and the Muscle Shoals Cham- 
ber of Commerce, representing 
Sheffield and Tuscumbia. 

Ford’s entrance into Muscle 
Shoals comes in the form of an 
aluminum casting plant which will 
take molten metal directly from 
Reynolds’ reduction plant. The alu- 
minum will be used for manufac- 
ture of engine parts and other auto- 
motive components. 


Goodyear Schedules 


Plant in Northwest 


AKRON. — A million-dollar plant 
to produce tread rubber is to be 
built in Chehalis, Wash., by Good- 
year Tire & Rubber Co. Construc- 
tion is to begin this month. | 

Robert W. Jenkinson, 25 years 
with Goodyear, has been named to 
manage the Chehalis division, 22nd 
U. S. Goodyear plant. The plant will 
be a one-story steel-framed struc- 
ture of cement block and glass. It 
will be 240 feet long and 80 feet 
wide. It will be the first Goodyear 
installation devoted entirely to the 
production of tread rubber. 
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the allowance was “inflated” to in- 
duce the finance company to accept 
the deal. 

The firm holding the paper his 
told the bureau that it extended 
credit on a car priced at $1,100 
with a $225 equity, and that it 


advertised $38 or the $45 allegedly 
agreed upon. 

The BBB said it contacted one of 
the owners of the used-car lot and 
that he admitted the $500 loan is 
not reflected in the bill of sale. 

He reportedly could not explain 
what happened to the $50 difference| knew nothing about the $500 loan. 
between the loan proceeds and the| The BBB said the dealer was un- 
$450 owed on the purchaser’s trade-| able to explain why the purchaser 
in. | wound up with payments of $108 74 

The dealer, according to the BBB, a month rather than the adver- 
said a tradein allowance of $200/tised $38. The bureau is taking 
was offered, not $300 as alleged by | “such further action as the facts 
the buyer, and that this later was| and circumstances appear to war- 
raised to $225. The report also said’ rant.” 







things in sight 


The Nelmor Corporation of Detroit and Cleveland 
is the largest manufacturer of outside mirrors 
and the leading supplier of original equipment to 
the automotive industry. Each Nelmor mirror is 
outstanding in appearance, in features, in value. 


NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
In Canada — NELMOR CORPORATION LTD., 14th St., New Toronto, Ontario 
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HERE’S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 
9000 Unit. Compare that output with 
17,000 lumens for the 400-watt 

JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 





Underwriters’ 
Loborotories, Inc. 
for outdoor 
operation 







Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from 
cheerful, well-lighted lots. 


Add “‘see-ability”’ and get ‘‘sell-ability’ 
with Guardian Fluorescent Floodlights. 


Write today for 
Guardian’s full-line catalog. 










Light commany 


500 NORTH BLVD. OAK PARK, ILLINOIS 
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Ma--ey System Brings Volume... . 


Every Man a Sales ‘Manager’ 


JACKSONVILLE, Fla. — Every|man’s bread and butter. He is in|] And we have definite knowledge 
touch with them almost daily and,| that this advertising led to sales of 
in a sense, is operating and man-| many higher-priced models.” 

He said his dealership budgets | 
$20 per unit in local newspaper 
advertising. 

“But the greatest advertisement | 


salesman is a “sales manager” at 
Massey Motors, Inc. (Dodge-Plym- 
out! 





aging his own hand-picked sales | 


A this system, plus a liberal | Organization. 
incentive program, is paying off in| “The salesman,” Massey ex- 
high volume and excellent profits | plained, “devotes most of his time} 


for 


The company employs five new- 
car salesmen and their salaries 
and commissions average $1,250 a 


month. | 

a ; 1a 0 ae | likes it that way, Through July, 
a ear Massey sag And| the fveaman forec averaged more 
alge ‘i » MASSEY! than 100 new-car sales a month. 
acca sales at low nn In June and July, some of them 
ak : sold up to 30 cars. 
gee sauna proceed oe teal The company is having its biggest 
a . who are paid $25 for each car| Ye2r since 1952, and sales through 
ak Pesement is by check from the July were substantially ahead of 
= ‘hi y 1955, according to Massey. 
oa d h 1 | He said the dealership averaged 
—— = ogs are each sales"!a net of $163 a car in June and 

e | $221.50 in July, which was a still 

Chevrolet Service | bigger month, volumewise. 


Massey feels incentive is a power- 
. . . 

« | ful factor in keeping a sales group 

Is Reorganized; | working toward high-volume goals. 

: | His men start at a basic salary of 

3 Aides Promoted | $350 a month plus liberal commis- 

DETROIT. — Reorganization of | Sions. ie 

the service and mechanical depart-| They get $100 commission for the} 

ment of Chevrolet has been an-| 10th car they sell each month i 

nounced by E. L, Harrig, general | ¢xtra commissions from 10 upward | 
service manager. 


and 20 upward. There’s another} 
Three men will serve as top depu- $100 commission for the 20th and| 
ties. They are R. L. Siegrist, man- 


30th car sold each month. 
- : ° | Other incentives include sales} 

ager, field service operations; J. C. ; 
Purcell, manager, technical service, | COmtests, a monthly $100 award to 
and F. H. Olrich, manager, service 


the salesman with the highest net 
sales promotion. 


the prospects for him.” 
This system has meant volume 
for Massey, and the dealership 


profit on his deals after washout 
Siegrist, 42, has been with Chev- and liberal car-purchase and gas- 


rolet for 23 year and assistant zone|@!lowance plans. == 
manager in Detroit since March, Massey says his aim is volume at 
1955. In his new capacity, he will the lowest possible cost per unit of 
be in charge of field service opera- sale. He explains it this way: — 
tions, management of the depart- A 30-car-a-month man paid at 
ment’s central office, customer re-| the rate of $1,500 a month pro- 
lations, used-car reconditioning and| duces sales at a cost of $50 a car. 
the national customer delivery de- On the other hand, S five-car 
partment at Flint. salesm an who is paid $300 a 
Purcell, 39, has been with General| Month gives us sales at $60 a car. 
Motors since 1934, Chevrolet since| Many times this $10 saving, passed 
January, 1955. For the past year, he along to the prospect, gets us the 
has served as liaison between the| ‘eal. ; 
division’s engineering and service|..4 800d salesman, according to 
departments. His new duties will| Massey, should do four things when 
include supervision of field product | d¢@ling with a prospect, and all are 
engineering, technical data, service | @Sed on the word “sell. 


training, production of service man-| _ First, he should sell himself to 
uals and others. the customer and gain his confi- 


Olrich, 53, 23 years with Chevro-| dence. Next, he should sell the deal- 
let, for the past six years has been|¢TShip to the prospect, and third, 
assistant manager in the service| he Should sell the product to the 
and mechanical department. In his _— that the buyer really wants 
new position, he will handle de-|** 
partmental publicity, service direct; 4, finally, he should sell the 
mail, dealer council programs, serv- | Price he is asking for the car as a 
ice managers club activities, dealer} 800d and fair price for a good) 
building layouts, and other assign-| Product backed by a good and re-| 
ments. sponsible dealer. 

Advertising also plays an impor- 


O —. |tant part in volume, Massey said, | 
regon Starts noting that his firm has a goodly| 
V : ] D |number of walk-in prospects in| 
eni | addition to those turned up by the 
cre ept. |bird dogs. He feels the walk-in 


SALEM, Ore. — The new depart-| prospects are the result of news- 
ment of motor vehicles has com-| paper advertising. 
menced to function here under the | Continuous emphasis on a spe- 
direction of Warne H. Nunn. cific model also has been found 


Nunn said he has instituted a| to be effective. 
departmentwide survey designed to| “For example,” he said, “for quite 
“provide faster service at less ad-|some time, we advertised a Dodge 
ministration cost” to persons re-|Coronet Six club coupe for $1,995 
quiring automotive services from | delivered, with the result that more 
the state. |than 150 of this model were sold. 














Massey's High-Volume Sales Force— 


A liberal pay and incentive program for a high-powered five-man sales force has 
meant big volume for Massey Motors, Inc. (Dodge-Plymouth), Jacksonville, Fla. The 
salesmen average $1,250 a month in salary and commissions. From left are W. W. 
Massey, President; A. J. Parks, assistant sales manager, and salesmen Frank Neel, | 
R. G. Burney, Lawrence Matheny, B. Himant and James B. Fowlie. 


AUTOMOTIVE NEWS, OCTOBER 8, 1956 


the dealership, according to|to selling and closing deals—none| in the world is written,” he said, 
William W. Massey, president. whatever to time-consuming pros-| “when you sell a car and the buyer 
|pect finding. His ‘assistants’ find | becomes a well satisfied owner—a 
| booster for you and your product.” | 


} 


. 
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SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 


For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them .. . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders, 


If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. i 


Flash-A-Call Service Control 217° South concinert Avenwe 
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THESE HOMES ARE WHERE YOUR SALES ARE MADE 


“P.M. Home-Delivered” is the reason why The 
Times Herald has 20% MORE circulation in the 
Dallas Metropolitan Area where 57.9° 

families have 68.8% of the buying pov 

whole Dallas Retail Trading Zone of 20 counties! 
These cold facts prove The Times Herald is your 
most economical route to the heart of the Dallas 


Golden Bonus Market 


LCS OR ORM DO CAVA rtd Octet 
MORE Advertising Than Any Other Dallas Newspaper 


for the Last 30 CONSECUTIVE YEARS ! 
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New Car Dealers... 
TV2am27 BOAT FRANCHISE 





COMPLETE OUTBOARD LINE 
12, 14 and 16 ft. Runabouts 18 ft. Cabin Cruiser 


mee ee 


, @ The highest discount plan in the industry. 
| @ A retroactive volume bonus plan that enables you to 
make up to several thousand dollars each year. 


@ A freight allowance plan that permits you to receive 
boats freight prepaid. 


The WINNER line of boats is a natural for your showroom 
and sales organization—the line of high volume models you 
can sell. Your customers now go elsewhere to buy boats—why 
not from you? There is a vast and highly profitable market for 
WINNER boats, which is open to you with only a fraction of 
the effort you expend on car sales. 

Molded fiber glass WINNER boats are tough, durable, leak- 
proof. They will not corrode, rot, absorb water—require only 
minimum maintenance. They have beauty, style, safety. Tre- 
mendous public acceptance! 


Your present facilities are ideally suited for the 
WINNER boat line. Preferred areas are still open 
to quality dealerships. For information, write, wire 
or phone— 


~H. L. JOHNSON, General Sales Manager 
(MMAUTICT” MANUFACTURING COMPANY, Inc. 


107 Sullivan Way, Trenton 3, N. J. 
WORLD’S MOST EXPERIENCED BUILDER OF FIBERGLAS BOATS 





OEM OL MLA 


Loug Tsland City’. 1. F. 











Lit 1lTofe 


BOOSTER BATTERY CART 


LOW COST 
RUGGED CONSTRUCTION 
EASY TO HANDLE 

LIGHT WEIGHT 

4 inch rubber hand grip . . . Rub- 
ber grommets for cable clamps 
. . . Curved cross pieces hold 
cables in place when not in use 
. . . 8x15 inch steel platform with 
2 in. sides, holds either 6 or 12 
volt battery safely on cart... 
6x!'/. inch rubber tired wheels 
for easy moving. 


$1 4.90 delivered* 


lowa dealers please add 2!/2%/, State Sales Tax 
JOHNSON MOTOR COMPANY 


DEPT. 159-92 a 


va. 
rALLoO A 





Ship C.O.D. and | will pay postman $14.90 plus postage and 
C.0.D. charges. 


Please ship Lit'l Tote Booster Battery Carts to me at once. 
| Name 
| Addres: 
sai ieteiniasieehleeiiesebinnne 
| | am sending my check for $14.90 and Lit'l Tote will pay all 
| postage. 
| 


O 








| 











| Sheffield Corp., Division 610, Day- 
ton 1, O. 
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Bulletin Board... 


Five publications concerning 
driver education are now being of- 
fered free of charge by the Ameri- 
can Automobile Assn. and _ local 
AAA clubs. 

The publications are Seat Belts 
for Passenger Cars, Insurance 
Rates for Trainer Drivers, Report 
on Driving Errors, New Portable 
Brake Dual Control and Develop- 
ment of Sportsmanlike Driving 
Tests. 

* * * 
Distribution Systems Bulletin 

Distribution systems for all types 
of Bijur automatic lubricators are | 
described and illustrated in a two- 
color, 12-page brochure, Bulletin 
4A, now offered free by Bijur Lubri- 
cating Corp., 151 W. Passaic St., 
Rochelle Park, N. J. 


* * * 


Muffler Installation Chart 


A wall chart containing both il- 
lustrations and definite point by 
point instructions for muffler and 
pipe installations. Merit Muffler, 
Toledo, O. 





* * 


Molybdenum Guide 


“A Guide to Sources and Applica- | 
tions of Molybdenum Chemicals,” a 
four-page bulletin listing over 50 
developmental molybdenum chemi- 
cals currently manufactured for re- 
search purposes. Climax Molyb- 
denum Co., Dept. L, 500 Fifth Ave., 
New York 36, N. Y. 


* * = 


Research Reports 


Studies of the thixotropy of 
greases, micro test methods for 
lubricants, and the plastic proper- 
ties of soap solutions are described 
in three reports of research for the 
Armed Forces. They are “Research | 
Study of Thixotropy of Greases,” 
39 pages — $1; “Micro Lubricant 
Test Methods, Viscosity-Neutraliza- 
tion Number,” 19 pages—50 cents; 
and “A Fundamental Study of 
Foams and Emulsions,” 26 pages— 
75 cents. U. S. Department of Com- 
merce, Washington 25. 

* - * 


Transistor Handbook | 


“Transistor Circuit Handbook,” a | 
reference book covering over 200 
basic circuits, practical applications 
and reference data on the uses of 
transistors, 430 pages—$4.95, How- 
ard W. Sams & Co., Inc., 2201 East 
Forty-sixth St., Indianapolis 5, Ind. | 


* * > 
| 
Retaining Ring Catalog | 
A catalog describing the expanded 
line of Industrial retaining rings— 





| free, Industrial Retaining Ring Co., | 


Dept. P118, 57 Cordier St., Irvington 
11, N. J. 


x * * 


X-Weld Chain Described 


Accoloy X-Weld 125 Chain, a de-| 
velopment in the art of welding 
chain and said to resist bending, 
breaking, and kinking, is described 
in DH-319, a four-page bulletin— 
free. American Chain division, 
American Chain & Cable Co., Inc., 
York, Pa. 


* * * 


Precisionaire Gauges 


Precisionaire Gauge catalog—12 
pages, free. Catalog No. IPC-6-56, 


* * * 





Circular on Antifreezes 


Automotive Antifreezes, 
National Bureau of Standards 
Circular 576 (superseding Circu- 
lar 506), provides information 
about the basic properties of vari- 
ous types of automotive anti- 
freezes—35 cents. Government 
Printing Office, Washington 25, 
D. C. 


* * * 


Booklet on Penetrol 


An eight-page booklet explaining 
the effectiveness of Penetrol as a 
rust preventive, paint extender, and 
reinforcing paint additive — free. 
Flood Co., Hudson, O. 


Ed * * 
Production Bulletin 
“So You Want to Increase Pro- 
duction!” is an eight-page bulletin 


showing how profits and production 
can be in creased through the 


modern concept of vibration-and- 
noise-control machinery mountings 
—free. Korfund Co., Inc., 48-02B 
32nd Place, Long Island City 1, N.Y. 
* * oe 
Fastener Catalog 


An illustrated catalog containing 
purchasing data for nuts, 
screws, washers and miscellaneous 
metal fasteners—free. Sterling Bolt 
Co., 375 W. Erie St., Chicago, IIl. 


* * * 
Stonpach and Stonite 
Stonpach, acid-resistant material 
for repairing concrete floors, and 
Stonite, maintenance material for 
public utilities — two six-page 
folders, free. Stonhard Co., Inc., 
1306 Spring Garden St., Philadel- 

phia 23, Pa. 


* x * 


Allis-Chalmers Motors 


Bulletin on open drip-proof 


|motors (No. 51B6210G)—free. Allis- 


Chalmers Manufacturing Co., S. 
Seventieth St., Milwaukee, Wis. 


* x x 


Air Force Research 


“A Review of the Air Force Ma- 
terials Research and Development 
Program”—137 pages, $3.50. Office 
of Technical Services, Department 
of Commerce, Washington 25, D.C. 


Hydroscale Catalog 


An eight page catalog featuring 
illustrations of various kinds and 
types of weighing that can be done 
with a Hydroscale on a crane or 
hoist. Hydroway Scales, Inc., 20624 
W. Eight Mile Rd., Detroit 19, Mich. 

* 


Building Catalog 


A catalog detailing Stran-Steel’s 
line of industrial and commercial 


buildings and accessories — free. 
Stran-Steel Corp., Detroit 29, Mich. 
- * > 


Silicone Information 

“Testing of Silicone Rubber at 
Elevated Temperatures’’ (PB- 
121192) — 41 pages, $1.25. “Room- 
Temperature - Vulcanizing Silicone 
Adhesive” (PB-121209) —69 pages, 
$1.75. Office of Technical Services, 
U. S. Department of Commerce, 
Washington 25, D. C. 

= + 


* 


Polyethylene Pipe 


Flexible polyethylene plastic pipe | 


and fittings (Bulletin No. CE-57)— 
eight pages, free. John S. McKay, 
American Hard Rubber Co., 93 
Worth St., New York 13, N. Y. 

* * * 


Wire, Cable Catalog 
Automotive wire and cable cat- 
alog (No. 756) — free. Belden 
Mfg. Co., Chicago, Il. 
~ * . 
Cost Reduction and Studies 
“Company Experience in 


Manufacturing Cost Reduction” 
—40 pages, $1.75 (Members, $1.) 
“How to Reduce Production 


Som 
i 1 | 
me y 


bolts, | 
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Costs—Basic Approaches — To »ls 
and Techniques”—88 pages, $1.75 
(Members, $1.) American Mi: n- 
agement Assn., 1515 Broadwiy, 
Times Square, New York “6, 
N, Y. 


* * * 


Pan-A-Trol Bulletin 


“Pan-A-Trol Packaged Control 
for Industry”—12 pages, free. Eul- 
letin GEA-6334, General Electric 
Co., Schenectady 5, N. Y. 

+ * * 


Ovens for Industry 


“Ovens for Industry”—36 pages, 
free. Kirk & Blum Mfg. Co., Cin- 
cinnati 9, O. 

* * » 


Gyrol Fluid Drives 
“Gyrol Fluid Drives” for one 
through 25 horsepower — eight 
pages, free. American Blower Corp., 
Detroit 32, Mich. 
* * * 
Air-Powered Presses 


“Vi-Speed Air Presses”—catalog, 
free. Van Products Co., 5700 Old 
Ridge Rd., Erie 7, Pa. 

* * * 


Forging and Casting 
Forging and casting information 
—30-page catalog, free. Advertising 
Dept., Allegheny Ludlum Steel 
Corp., 2020 Oliver Building, Pitts- 
burgh 22, Pa. 
* * x 
Right of Way in Traffic 
“Right of Way in Traffic Law 
Enforcement.” Thomas Law Book 
Co., St. Louis. 
= 


* * 


Crawler Fork Lift 


Crawler-mounted TerraTrac fork 
lifts — 12 pages, free. American 


Tractor Co., Churubusco, Ind, 
* * * 


Newhouse Catalog 
“Hi-Performance Equipment” — 
catalog, free. Newhouse Automo- 
tive Industries, 5805 E. Beverly 
Blivd., Los Angeles 22, Calif. 
+ * * 


Impact Testing 


“Symposium on Impact Testing” 
—170 pages, $3.50. American Society 
for Testing Materials, 1916 Race 
St., Philadelphia, Pa. 

* * x 


12-Volt Requirements 
Twelve-v olt wiring requirement 
catalog (No. 756) — free. Belden 
Manufacturing Co., Chicago, Ill. 
* * * 


Dynamic Testing 


“How to Improve Dynamic Test- 
ing” — eight pages, free. DuPont 
Photo Products Department Wil- 
mington 98, Del. 

* ok ~ 
Press Automation 


Stamping and forging press au- 
tomation catalog — four pages, 
free. Press Automation Systems, 
Inc., 18616 Wyoming Ave., Detroit 
31, Mich. 


* * * 


Thrustor Bulletin 
GE Thrustor bulletin (GEA- 
eight pages, free. Gen- 
eral Electric Co., Schenectady 5, 


i. es 


7 
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Discuss Plymouth Sales Program— 


Directors of the Plymouth Dealers Assn. of Southern California met recently to 
review local sales gains and project future sales programs. Guests included Plymouth 
executives, headed by Jack W. Minor, sales vice-president. From left are R. R. Rey- 
nolds, Plymouth Western zone manager; Minor; Ray Vane, association president, and 
Robert Dietz, regional sales manager. 
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_| LESSON ONE in how to increase overhead absorption 
Gen- 
dy 5, 
od How much does it cost you to open up in the morning? $100? and valve lifters. By keeping engines cleaner than ever before 
$1000? And how much of this fixed cost can you expect to get possible, this different kind of 100% Pennsylvania oil maintains 
; back through service profits? timing, stops sluggishness and loss of power—not for just a few 


miles after an oil change, but for keeps. A sure way to keep your 
cars sold—and your customers, too! 

' This simple Pennzoil formula gives you the answer: A motor oil 

so good it eliminates all prevalent engine operating complaints, For you: Customer relations to boost your service profits 
plus a customer relations plan so effective it keeps profitable 
service business rolling in. 


* 
Fo te 


The Pennzoil Kontax System®—national favorite of car dealers 
for over 20 years—sells your service and merchandise on the 


orig dias 
aD DUNE AR Ae 


basis of actual customer need . . . when it’s needed, to customers 
For your customers: Top engine performance, for keeps who need it. This plan calls every shot. It brings in more traffic 
Pennzoil with Z-7 is The Tough-Film® motor oil with an all-oil and more profitable items per repair order . . . develops regular 
‘ body that outperforms and outlasts all others—in actual staying customers . . . keeps you in touch with prospective car buyers. 
power, in protection against the power-stealing effects of carbon Result: bigger service profits and increased overhead absorption 
and other deposits, in prevention of excessive wear to cam lobes —sure-fire protection for your profits on car sales! 
iF 
” ' 
wy 2 Get the complete Pennzoil profit story NOW! 
a = Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; or write Pennzoil, Box 78, Oil City, Pa. 
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MEMBER PENN. GRADE CRUDE OIL ASSN, PERMIT NO. 2 
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Rubber Adequate 


Despite Suez, 


Collyer Says 


NEW YORK.—The Suez Canal 
crisis should have little effect on 
natural rubber supplies in the U. S. 
or the world, said John L, Collyer, 
chairman, B. F. Goodrich Co., last 
week before leaving for Europe. 


He said that less than 30 percent) 


of new rubber used in the U. S. this 
year has been routed through the 
canal. 

Man-made rubber comprises 61 
percent of the rubber used in the 
U. S., he said, and the free world 
has stepped up its rate 7 percent 
over last year. 


Collyer also said that U. S. in- 


vestments of capital and know-how | 


in other nations since World War 
II have aided the economic recov- 
ery of the free nations. 

Collyer said that Goodrich was 
associated with 14 associate com- 
panies in Europe, Latin America 


and Asia. The majority stockhold-| 


ers in all are local citizens, he said. 


Calendar 
(Continued from Page 12) 


General 


Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
gress, Morrison and LaSalle Hotels, 
hicago. 


Oct. 23-25—I ith Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov. !-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American 
Convention, Hotel 
York. 

Nov. 8-9—National Fuels and Lubricants 
ae Society of Automotive Engi- 
neers, e Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9%-11—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 


Finance Conference 
Commodore, New 


ing and Conference, Palmer House, 
Chicago. 

Dec. !i—I7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

dan. 14-18—Annual! gy Society of 
Automotive Engineers he Sheraton- 
Cadillac and Statler Hotels, Detroit. 


dan.—Sixteenth Annual Convention, Truck- 


Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif, 
dan. 26-Feb. 3—Houston National Auto- 


mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’ Assn., Windsor Hotel, 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 

May 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis, 

Apr. 4-7—Southwest Automotive Show, 
Dallas. 





New Passenger Car Registrations, 31 States for a: 1956-1955 


Car states 


registrations 


by 
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The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 


buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 


BUICK—Special—4-dr. sed., $2,416; 2- 
dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
j hardtop, $3,041; 2-dr. hardtop, $2,963; 
|} conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster — 4-dr. ged., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
|} top, $3,591; conv., $3,704. (Dynafiow 





standard on Century, Super and Road- | 
Power steering standard on Super | 


master. 
and Roadmaster. ) 

CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr, Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
Biarritz conv., 
| 4-dr. sed., $5,047. Series 75—S-pass. sed., 
$6,613; 8-pass. lim., $6,828, (Hydra-Matic, 
power steering, power brakes standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $99.) One-Fifty— 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 


ity sed., $1,734; 2-dr. 2-seat stat. wag., 
$2,171. Two-Ten—4-dr. sed., $1,955; 2- 
| dr. sed., $1,912; cl. cpe., $1,971; 4-dr. 


hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
| dr. 2-seat stat. wag., $2,215: 
| stat, wag., $2,263; 4-dr. 3-seat stat. wag., 
| $2,348. Bel Air—4-dr. sed., $2,068; 2-dr. 
sed., $2,025; 4-dr. hardtop, $2,230; 2-dr. 
hardtop, $2,176; conv., $2,344; 4-dr. 3- 
seat stat. wag., $2,482; 2-dr. 2-seat Nomad 


$6,556. Sertes 60 Special — | 


4-dr. 2-seat | 


hardtop, 





man hardtop, $2,953.25; conv., $3,081.25; |, LINCOLN—Capri—4-dr. sed., $4,211.50; | suburban, $2,196.25; 2-dr. 2-seat Custom 
stat. wag., $3,370.75. Firefilte—4-dr. sed., |2-dr. hardtop, $4,119. Premiere—4-dr. sed., Suburban, $2,267.25; 4-dr. 2-seat Custom 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- | $4,600.50; 2-dr. hardtop, $4,600.50; conv., | suburban, $2,313.50; 4-dr. 2-seat Sport 
dr, Sportsman hardtop, $3,346; conv., $3,- ——- and power steer-| cupurban’ $2,483.50. 
544. Pace Car—conv., $3,615. (Powerflite : PONTIAC — Chieftain 860 —4-dr. sed., 
standard on Fireflite. ) MERCURY — Medalist—4-dr. sed., $2,- | 9 098; 2-dr. sed., $2,240; 4-dr. hardtop, 
DODGE — Coronet 6 —4-dr. sed., $2,-| $55; “o\ar. “hardtem $2,358.50. Cantone’. | $2443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
267.25; 2-dr. sed., $2,194.25. Coronet V-8— | 4-4; sed. $2,410. '2-dr sed. $2,350.50; | St2t. Wag., $2,569; 4-dr. 3-seat stat. wag, | 
i : > egies? Soe, Saynee: c. sed., 390.90; | g9.653. Chieftain 870—4-dr. sed., $2,413; 
4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4 4-dr. hardto $2,555; 2-dr. hardto $2,- ; 
dr. hardtop, $2,551; 2-dr. hardtop, $2,- | 4g. . P, y °. . P, *~ |4-dr. hardtop, $2,534; 2-dr. hardtop, §$2,- 
, . ; nae! 5; conv., $2,711.50; 4-dr. 2-seat stat. 480; 4-dr. 2-seat stat. wag., $2,749. Star 
437.50; conv., $2,677.50. Royal—4-dr. sed., | wa $2,722: 4-dr. 3-seat stat. wa $2,- 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. | Sic’ sonterey_ 4-2 4. $3,555. 4-ay, | Chlef—4-dr. sed., $2,527; 4-dr. hardtop, 
| hardtop, ' $2,582.75. Custom Royal—4-dr. | prrgtcn $2700. Deir, Mardten’ $2 830, 4. | $2:735; 2-dr. hardtop, $2,665; conv., §2,- 
ed.. $2,623.25: 4- op, $2,807.25: 2. |Dardtop, $2,700; 2-dr. hardtop, $2,630; 4- | 57. oar. 2-seat Safari stat. wag., $3,129, 
| Sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2-| ar 3-seat stat. wag., $2,977. Montclair— | 
dr. hardtop, $2,693; conv., $2,912.50. | 4a, hardtop $2 834.50: 2-dr hardtop RAMBLER — Deluxe — 4-dr. sed., $1,- 
| Station Wagons—2-dr. 2-seat Suburban 6, | $2 764.50: conv $2 899.50 F " | 829.20. Super—4-dr. sed., $1,939.20; 4-dr, 
$2,491; 2-dr. 2-seat Suburban V-8, $2,599; ninteaiilita ie aad | 2-seat stat. wag., $2,233.20. Custom—4-dr, 
2-dr, 2-seat Custom Suburban V-8, $2,-|_.METROPOLITAN — z-dr. hardtop, $1,-| seq. $2,059.20; 4-dr. hardtop, $2,224.20; 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; | 527; conv., $1,551. — 4-dr, 2-seat stat. wag., $2,329.20; 4-dr., 
4-dr. 3-seat Sierra V-8, ert 4-dr.| NASH—Statesman Super 6—4-dr. sed., | 2-seat hardtop stat. wag. $2,494.20. 
2-seat Custom Sierra V-8, 2,868.50; 4- | $2,384.70. Ambassador Special V-8—Super | 1 _— i a 
dr. 3-seat Custom Sierra V-8, $2,974. |4-dr. sed., $2,594.70; Custom 4-dr. sed., le senaer Sar ped g.946.39; oar. 
FORD — (Prices are for 6-cyl. models. | $2,819.70; 2-dr. hardtop, $2,684.70. Am-| seganet, $1,844.39. Hawk 6—Flight Hawk 
For V-8s, add $99.98.) Custom—4-dr. sed., | >assador Super 6—4-dr. sed., $2,689. Am-|5 pass. cpe., $1,985.89. Commander V-8— 
$2,007.23; 2-dr. sed., $1,955.60; business | hessader Super V-8—4-dr. seéd., $3,001.30. | 4 Gr. sed., $2,124.89; 3-dr. sed., $2,075.89; 
|2-dr., $1,844.87, Custom 300—4-dr, sed.,| Ambassador Custom V-8—4-dr. sed., $3,-|2 ar. sedanet. $1,973.89. President V-8— 
$2,085.45; 2-dr. sed., $2,033.82, Fatrlane— | 240.30; 2-dr. hardtop, $3,383.30. (Power | 4-dr. sed., $2,234.89; 2-dr. sed., $2,187.89, 
4-dr. sed., $2,189.89; 2-dr, sed., $2,137.25; brakes standard on Custom and Special | president’ Classie — 4-dr. sed., $2,489.22. 


4-dr. hardtop, $2,260.65; 2-dr, hardtop, $2,- 
Fairlane 500—4-dr. sed., 
4-dr. 

$2,252.11; 
Station Wagons—2-<r. 


195.11. 
2-dr. 


$2,463.62. 


sed., 
317.65; 2- 


| top, $3,995.25; conv., 
$4,523.25. 300-B—2-dr. 
(Powerfiite and power brakes standard on 
New Yorker.) 

CLIPPER—Deluxe—4-dr. 
Super—4-dr. 
| $2,916. Custom—4-dr. 
hardtop, $3,164. 

CONTINENTAL — 
543.25. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 


sed., 


$3,951.25; 2-dr. 
$4,242.50; 
hardtop, 


$2,195.25; 


dr. 


Ranch Wagon, 


Country Sedan, 


stat. wag., $2,608, Corvette—Hardtop cpe. 
or conv, (V-8 only), $3,149. 
CHRYSLER—Windsor—4-dr. sed., $2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., $3,-| 
335.75; 4-dr. stat. wag., $3,598. New| 
| Yorker -4-dr. sed., $3,779.25; 4-dr. New- 
| port hardtop, $4,101.75; 2-dr. Newport 





Auto Taxes Set 
‘Mexican Record 


Of $40 Million 


MEXICO CITY. — Mexico’s auto | 


$40 million in 1956 taxes by Oct. 31. 
|The figure represents levies on the 


with a total value of $144 million. 

The tax and volume figures were 
revealed at the national convention 
of vehicle dealers here which was 


gates from all parts of Mexico. 


berto Loya, secretary of national 
economy, in the name of President 
| Adolfo Ruiz Cortines. 

The dealers were praised officially 
for their support of a Government 
program to swap cotton for auto- 
motive vehicles and accessories 
bought abroad. 

Raymond Llano, president, 
National Automobile Distributors 
| Assn., said automotive smuggling 
now is only 10 percent of what it 


into effect. Llano was unanimously 
voted “distinguished honorary pres- 





| ident” in recognition of his 10 years | 


service to the organization. 


 sndastey will have paid a record) 


| sale of 15,000 cars and 25,000 trucks | 


attended by more than 250 dele-| 


The meeting was opened by Gil-| 


| was before import controls went | 











hardtop, 


St. 


$2,266.82; 2-dr. 
Rio Ranch Wagon, $2,331.36; 4-dr. 
$2,378.63; 


4-dr. 


Regis hard- 
stat. wag., 
$4,419. 





$2,246.89; 


hardtop, $2,- 
conv., 
2-seat 
2-seat Del 
2-seat 
3-seat 


sed., $2,731. | Super 6—4-dr. 
$2,866; 2-dr. hardtop, 
sed., $3,069; 2-dr. | $3,140. 
| $3,290.30; 
2-dr. hardtop, $9,- | 


$7,602.25; 


Current Prices on New Cars 


Country Sedan, $2,485.50; 
Country Squire, $2,615.06. 
HUDSON — Wasp Super 6—4-dr. 
$2,419.70. Hornet Special V-8—4-dr. sed., 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet 
$2,774. Hornet Cus- 
|tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
sed., 
$3,433.30. 


2-dr. 


lim., 


Custom models.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- | 
$2,422; 4-dr. hardtop, $2,- 
2-dr. hardtop, $2,599. Super 88—4-dr. 
$2,640; 2-dr. sed., $2,574; 4-dr, hard- 
hardtop, $2, 808; 


487; 2-dr. sed., 
671; 
sed., 
top, $2,881; 
$3,031. 
hardtop, 


sed., 


2-dr, 
Series 98—4-dr. 
$3,551; 


Hornet Custom 
hardtop, 
(Power brakes standard on Custom V-8.) | 


IMPERIAL—Imperial—4-dr. 
831.75; 4-dr. hardtop, $5,225.25; 2-dr, hard- 
top, $5,094. Crown Imperial—S8-pass. sed., 


4-dr. 


V-8—4-dr. 


$7,736.25. 


2-dr. 


sed., 
hardtop, 


sed., 


(Powerfiite, 
power steering and power brakes standard.) 


3-seat 


sed., 


conv., | 
$3, 298; 4-dr. | 2-seat, 
$3, 480; 


$4,- 





465; 
dr. 


conv., 
modeis. 


conv., 


$3,740. 
power steering standard on Series 98.) 


—_ 


(Jetaway Hydra-Matic 


PACKARD—Executive—4-dr. sed., 


models. 
vedere 4-dr. 


$2,066.25; 
hardtop, $2,213.50; conv. 
477.50. Fury—2-dr. hardtop (V-8 only), $2,- 
866. Station Wagons—2-dr., 


2-dr. 
sed., 
190. Caribbean — 2-dr. 
$5,995. (Ultramatic standard on all 

Power steering and power brakes 
standard on Caribbean.) 


PLYMOUTH — 
For V-8s, 


hardtop; 


$4,160. 400—2-dr. 
hardtop, 


4-dr, 


hardtop, 


sed., 


$3,- 


$3,560. Patrician —~4a 
hardtop, $4. 
$5.4 195; 


(Prices are for 6-cylL 
add $103.50 fer Bel. 
hardtop, Savoy 2-dr, har‘top 
and all station wagons; add $103.25 for ajj 
other models.) — Plaza — 4-dr. 
926.25; 2-dr. sed., $1,883.25; business cpe., 
$1,784. ‘25. Savoy— 4-dr. sed., $2,025.25 
dr. sed., $1,982.25; 2-dr. hardtop, $2,129 50, 
Belvedere—4- dr. sed., $2, 109.25; 2-dr, 8 “d., 
$2, 281. 25; 

(V-8 only), 


$1,- 
2: 


2 dr. 
$2,- 


2-seat Deluxe 


| Hawk V-8—Power Hawk 5-pass. cpe., $2,- 


| 2-dr. 
dr. 


100.89; 
476.89; 


2-seat, 
2-seat, 


$2, 528.89. 
| Golden Hawk.) 


Sky Hawk 2-dr. 
Golden Hawk 2-dr. 
061.22. Station Wagons — Pelham 6-cyl, 

$2,232.39; Parkview V-8 2- 
$2,353.89; Pinehurst V-8 2-dr. 
(Overdrive standard on 


New Commercial Car Registrations, 


36 States for August, 1956-1955 














hardtop, 
hardtop, §$3,- 





$2,- 








| 
| Truck —o a Dia S hein 
are release ere weekly, 83 | Brock-| Chev- ‘a : - 5 Stude- To- 
compiled by R. L. Polk repre- mond M _|nation- . . : 
sentation: ta ehele esofieh, way | rolet T Dodge! Ford c. al Mack | Reo | baker | White | Willys | Misc. | TAL 
| 25 States Previously *56| 3 826! | 116; 1604) 7628; 2119; 3286) 401 79) 253) 331) 658° 224| 24963 
Reported for August "55 | 5} 10349) 108} 2007} 9718; 3048) 3418} 375 75| 344 398} 840) 216] 3090! 
Alabama "56 569, | Bi; 486) = 166) «1:35 ) 23) l 8) ) 10 9) «+149 
55 719 2 91| 578 164 130 26) 4 10 21 \| 1754 
| Arkansas "56 682 | 9, 83; 629, 225) 218 18 | 22 3) 15) 3) «195 
55 4% 2 73' 456 179 104 3 i 5| itl 1340 
| Colorado "56 347) 2) 54, 270) 83; 100) 20 2| 12 7; —«*100 6| 1003 
SS 504) 2} «109 39! 147 110 9 5) 18} 13} —-109) 9| 142% 
Georgia "56 817) 7 124 977; «234 232| 30| 1] i 21) 52| 10; 2516 
abe 55 993 2 174 1089) 305 227 35 5) 21| 39 14) | 29% 
lowa "56 369, 9 61; 332) 70; 210) 12 2| 5 4) 4 14) (1092 
ee 55 530 i 117 563 125 274 3 2 - 7 1} 7| 1658 
| Kentucky "56 387) 4 68 314, —«(142,—~S«W:S8 2 6) i} 16| 36) | 1144 
55 547 | 84 513 183 163] 9 12} 8 35 | 2| 1557 
Maine "56 1) W7 1) 49; «179; 62; —«*120) 6] l 9 31} 7| 645 
‘55 201 5) 40) 45) 70; ~——63| = = | 9 5| 575 
Maryland "56 279) 80; 274) 69; —«14) 35 3) 10 W] 20 8 903 
SS ! 334 5 139 353) 79 159} 12 10} 6} 6| 11% 
| Michigan "56 733) 12) 222) +781 217; «199 20) 11 7| a) a 22| 230! 
‘55 1349) 19 295) 1293 355 195} 27 17) 29) 19} 77} 25| _ 3700 
Minnesota "56 369) 8) 58, 368, 119) 219 16 | 16) 8) 25 36) 1243 
‘55 514 9} 106] 556) 162) 242) 5 | 17] _10| 2% 7| 1664 
New Jersey "56 18 481) 16 223; 691; S215) 214) 56 3| i" 65) 42 23| 2058 
55 ir 63! 19} 198) 774 251 216} 65 5) 6 56| 23) 48| 2303 
| 36 States Reported "56 22; 13471; ~=—«*185) «2707, +~«412929) sri 5205 639 108; «375; Sss«520| + 1048 362| 41292 
To Date for August 55 \7| 17167 185 3433) 16429) 530! 589 123) 493 577| = 326| 50908 
Year "56 635| 192466, 2617) 37229| 170976) 54291 | 69740) al 1897, 615! | mee 6814| 574703 
To Date ‘55 624) 186683} 2221) 42056] 181198) 46197} 65799) 6412) 1731| 7301) 8417} 15980) 4785| 569404 


R. L. Polk 

































































~The information contained in this report has been compiled from official state documents. Every 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated ft ~ time the report is published. 
& Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. 
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reasonable precaution has been 



















































































are released here weekly, as Chrys-| Impe-| De- S-P 
compiled by R. L. Polk rep- rial | Soto TOTAL | Buick rolet |mobile] tiac baker |TOTAL 
resentatives in state capitals. 
16 States Previously "56, 487; 1325) 1812; 1527) 149; 1232) +2837; 6285) + 12030! 0990 801 | 4279| 28) 26098, 7602; 2314) 22609; 6247) 5137| 43909) 419 1097; 1516! 1144) 86509 
Reported for August 55; 937) IStl| 2448 1832 150} 1388 3336, 8834) 15540) 73689 | 495| 5506) | 29660} 10330; 2054) 24665) 9217} 7301) 53567) 620 1253 1883) 597| 103695 
Alabama ‘56 20 62 82 Hh} 9 58 163 405 746, 1832 45 351 I 2229 | 691 | 138; 2446| 474 379| 4128 | 19) 94) 113) 39| 7337 
‘55| 44 75 119 158 7 82 256 709 12i2| 2376 36 405 2817 877 87; 2928) 724 665} 5281) 35 87; 122) 22| 9573 
Colorado ‘56 36 83 ig 71) 6 62 236 319) 694; = 1031 | 37 273) 1| 1342) 343) 133| 1273} 285 242| 2276| 38 64 102) 51| 4584 
‘55 53 126 179 Si i 95 250) 492 999 | 1488 47 426 1961 | 502/ 5 1615 468 | 445 3145} 50 87 | oo 39 6460 
Connecticut “56 53) 171 224) 1% 14) 123 362) 618; = 1313; 1713} 63) 361 | 2\ 2139 683 210 1792 | 586 | 522| 3793) 57 122; 179) +239) +~=«7887 
“55 94) 246 | 340 280) 16! ! 36} 407 | 957) 1796 | 1945) 56 451 | 2452) 889 198 | 2038 | 958 | 687 4770| 87 105 192| 164) 9714 
lowa ‘56 55 90, 145 127) 6 92) 293) 619; 1137) «1935 45 413 | 2393 691) 141| 2030) 462 406| 3730 28 | 97) 125) 46| 7576 
‘55| 67 140} 207) 174 9 104} 371 797 1455 2640) 34 507 | 3181 807! 150} 2712) 734 58! 4984 | 63) 121 I] 184! 4) | 10036 
Kansas *56| 69) 112) 181 | 127 7\ 91) 244 495 964; 2016) 58 456) 5 2535) 738 189; 2346} 589 521 4383 ad 106; 150 22| 8235 
*55| 85) 158} 243 | 162 8 114) 321 | 668 1273) 2127° 40| 423 | »2590) 705 | 166| 2107) 594 700} 4272) 74 76} 150 21 8547 
Kentucky ‘56 21 33) 54 87 3 70 198 410) 768; 1385 26 271) | 1682 605 | 105; = 1941 584) 397| 3632 27| 50 77 31| 6244 
‘55| 40 96| 136| 114) 4) 93) 351| 830} 1392] 2510} 19 454 | 2983) 882' 98! 2565) 699) 716| 4960 37 65 102 19} 9592 
Maine "56 25) 46 71 31 | 34| 79 189, 334, 547 i 97 | I 656 182; 47) 625| 109 433 1096 10 46 56 31| 2244 
*55| 34) 57) 91 35 2) a 99 274 450| 569 | 12] 98 | | 679) 209 | 30} 569) 116) 178 1102 17 49 66 35 2423 
Minnesota “56 118) 199 317 266 19| 66 | 688 1146; 2385; 3064 95 701 | 3 3863; 1354 260| 3205 1288 822| 6929) 141 352 493 45! 14032 
*55| 137} «176 313| 220 I | 3 __497|_1122] 2057 | _3724| 37| 835) 4596 1232 234; 3424 1288 80! 6979 135 205 340 24| 14309 
Mississippi "56 9 i} 20) 57| 4) 54| 19 430; 664; 1444! 16| 253) | 1713) 460) 79; = 1628 334 282| 2783 10 66 76 19) = 5275 
so; Fy 3] 864] CUS 5) 42! 218 492| 812! 1175) 20) 221 | | 1416} 411 60; 1180 261 35! 2263 15 39 54 9| 45% 
New Jersey “56! 71) 189 | 260 640) 38 | 6551113) 2321| 4767| 5030) 218, = 1110) 8; 6366 1954 658; 5222; 1843 1243| 10920 130} 236 366) 247| 22926 
55 103} 292) 395} 593 36) 486; 913) 2186 4214) 4344| 125; 1217) 5686| 2952) 608; 4547} 2039 1320} 11466 203 196} 399 152| 22312 
Ohio ‘56 148 386) +534) 729) 45) 799| 1754, 3065) 6392; 8513] 314; 1897) 7| 10731 4059 | 724; 9615; 2716| 2394; 19508) 225 346 571) 219| 37955 
55) 178 497 | 675 816) 64) 671| 2002) 3726) ~—7279| ~=10307 180; 2174 12661 494 | 738| 9597} 3627; 3303| 22206| 354 396 750 165| 43736 
South Dakota “56! i 22; —«33) 24| 1 21) 49 102| 197, 383) 7| 65) 1 456 113) 29) 426) 9 93 752 iT 27 38 3 1479 
55] 24] 50; 74 43| t| Z1| 79 197) 341) $23| 13} 139) | 775| 225 44 534 156 126 1085 30 30 60 7 2342 
Tennessee “56! 19) a 69) Ht} i} it 253 mel 1066; 2197) 47 436) 1} 268! 920 159; 2690 575 478| 4822 21 83 104) 21 8763 
‘55| 39] 7 15 163} 8 116 338 946 1571 2886 | 21 _599| | 3506 1075) 130) 2955 1034! 827} 6021; 57} —100}_— 57] —2t|_s11391 
West Virginia ‘56 30) 51; Bi) ~—«*106 7| 77\ 234 508 932| 1206 26| 246 | 1478 | 392) 74, = 1164) 277 289; +2196 3%) + ~«76 112 29| 4828 
‘55 35 86/ 21; 103, 3| j 78} 271) 639 1094, 1127 19} 232 | 1378| 518 fist 178; __—-347|_—— 386} 2486 35 64 99 31 5209 
Wisconsin "56, -IS1| = 41| ~—S—«S 62 18! 13! 252) ~+~«*522 7441712) 2637) 96) 612 | 3345| 1277; +246) + «3040 922 635| 6120) 65) 145; 210) ~—«116) —:12065 
55) 179 607 786 215 8} 187 521 1096| 2027 3306| 63 639 | 4008 1748 271} 3093 1400 943| 7455 107 144 251 51| 14578 
31 States Reported "56, 1323) 3241) 4564) 4391) 333) a a 9144; 18236) 36101; 55923 1905; 11821 “ 69707| 22064; 5506; 62052! 17382) 13973| 120977 1281; 3007; 4288! 2302) 237939 
To Date for August "55; 2058; 4226; 6284) 5114 343} _3860| 10230) 23965] 43512) 64806 1217| 14326 80349| 28303} 5040) 65707| 23662| 19330} 142042 1929| 3017} 4946 ‘1382 278515 
Year *56) 22776; 53141; 75917| 72159| 6365| 66619 142907 | 319775| 607825| 847608| 27828| 180664 — 1057209| 361186; 90996|1008889| 293877, 236904/1991852| 21876, 53699| 75575| 53045) 3861423 
To Date *55| 30032/ 61308) 91340! 96199) 8059] 77932 199820) 426174| 788184) 949106] 19944| 227745 1196795| 474744| 89889| 971619| 366395| 332205|/2234852| 33637| 65323| 98960| 33404|4443535 








“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 











received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
L. Polk & Co. 


by reason of inaccuracies or omissions.’’—R. 
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“The Detroit ad manager 


“ ‘Rugged’ is about the only word for the ’57 automobile 
market! Any advertiser who expects to get his fair share 
of it will have to use smart copy, red-hot merchandising — 
and, of course, the right media. 

“It’s a sure bet that the right media will have to include 
network radio. No other medium can reach so many differ- 
ent homes and automobiles for so little, so often. And net- 
work radio outranks other media on two other important 
counts: cost efficiency and dealer coverage. For example: 


Week-end sports package. ABC delivers 20 five-minute sports shows 
— scheduled round the clock on Saturdays and Sundays — for 
$640 per show. That’s just $12,800 weekly. Featuring Howard Cosell, 
these authentic shows are produced by ABC in association with 
SPORTS ILLUSTRATED. You get 1 minute and 15 seconds of com- 





who isn't buying networ 
radio for 5/ should have his media examined. ° 


by George Comtois, National Sales Manager, ABC Radio Network 


mercial time per show. And you get a high percentage of automobile 
listeners, plus a high percentage of men. Could any audienee include 
better prospects? 


Weekday newsstrips. Throughout the day, ABC delivers a round-the- 
clock schedule of Monday through Friday newsstrips. No news sched- 
ule beats ABC News for quality, flexibility or low cost. You can buy 
1 minute and 15 seconds of commercial time in a 5-minute broadcast 
for between $600 and $700 depending on frequency. That buys both 
time and talent. You can set up any combination of Monday-through- 
Friday newsstrips from 8 :55 in the morning through 11:55 at night. 
It’s one of the surest, soundest buys in any medium. 


“Once you’ve analyzed the Nielsen research and figured 
the cost efficiency, I believe you’ll feel as I do. Feel free to 
call me for more information any time.” 














for 57 


of FORD 


Md Tht ae PAed i: 


Clinouncing } 


a new kind 
wlth the touch of fasorros 


“BUD MALONE FORD SALES MOUNDS 


ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


Absolutely no damage to car: 


30 minutes) 


Now shipping for '57 Ford: Shipments for other makes '57 models to start | 
on or before public announcement date: Place your order now: Shipments | 
made in same rotation as orders received: 


UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED & REFLECTORIZED 21.50 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.0.B. Mounds, Ill. 2% off for cash with order: 
Please state make, model and series when ordering. 


Due to the low lines on '57 cars we recommend use of the petite 
(40"" x 12°’) sign and unless otherwise instructed will furnish this size. 


We will accept collect calls for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 
WARREN HASTINGS MOTOR COMPANY, INC. 


(Canadian & U. S. Pats Pending!) 
Phone SH. 5-9415 


Mounds, Illinois 


oe RADIATOR SERVICE 


Profitable as Tune-Ups, 
Brakes, Lubricating ! 


More Need for Radiator Servicing Today! 
20,000,000 radiators need servicing yearly! And with today’s en- 
gine power increased, cooling capacity decreased, radiators require 
more service than ever. Get your share of this Big Business—now! 


Many Make $8,000, $10,000, $15,000 A Year! 
“We took in $3,969 in one month on radiator service alone,” says 
Neyland’s, Baton Rouge, La. Herman Bridwell, Twin Falls, Idaho, 
writes, “I’m now going at the rate of $15,000 a year!” $13,904 in 
914 months made by McCain-Richards, Monroe, La,. You can do 
as well! 

Hourly Profit.Return Is High! 
Average return on labor alone is $6.75 or more per hour! And 
when you start periodic radiator inspection, it leads to additional 
profits on sale of water pumps, hoses, fan belts, recores, etc. 

























Free Training School for You or Your Man! 
Inland, world’s largest manufacturer of radiator servicing equip- 
ment, offers complete factory school. Covers cleaning, repairing, 
recoring, pricing, merchandising, everything! 100s of graduates 
now expert repairmen. Send coupon below for full details! 


INLAND MFG. CO. 1108 Jackson St., 


Dept. AN-2. , Omaha 2, Nebr. 
Nationally Advertised in Sat. Evening Post & Collier's 
“SOLD EXCLUSIVELY BY MAIL” 


INLAND MFG. CO., Dept. AN-2 
1108 Jackson St., Omaha 2, Nebr. 


Please send new free book, ‘Blueprint for Profits’. 

eens 
(PLEASE PRINT) 

estate dasa 

a neal 

Ge 





CLIP AND 
Ele) 


New free 48-page 


book, ‘*Blueprint £ 
for Profits,’’ gives i 
details on methods, § 
equipment, Inland g BY 
Pays-for-Itself pur- § 
chase plan. 
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May be mounted or dismounted in 
seconds without tools (after original installation which requires about | 
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Safe 
Auto Auctions % 
(Continued from Page 36) 
tury Riviera, $1,475*; Special Riviera, 
$1,230; 2-dr., $1,050*%; 4-dr., $1,050*, ’53 to ap! 
Super Riviera, $1,015*, $710* (ps); RM 
4-dr., $870*, $850* (ps), 52 Super Rivi- man 
era, $560; RM 4-dr., $500* (ps). 51 RM Qu 
4-dr., $480*; Special 2-dr., $285, $250. add 
50 RM Riviera, $250*. Nove 
CADILLAC—’56 (62) sedan de Ville, $4,- d 
300* (ps); coupe de Ville, $3,140* (ps), he 
$4,030* (ps); 4-dr., $3,680* (ps). ’55 (62) He a 
coupe, $3,100* (ps). °54 (60) Special 4- uled 
dr., $2,575* (ps); (62) 4-dr., $2,500° 
(ps), $2,480* (ps), $2,225* (ps), $2,210* year. 
(ps). 53 (60) Special 4-dr., $1,725* (ps); Ass 
(62) 4-dr., $1,715* (ps). ‘1 
CHEVROLET—’56 Bel Air (6) 4-dr., $1,-| hear 
620*, $1,610*, $1,610. '55 Bel Air (8) subco 
Sport coupe, $1,645*, $1,600*, $1,550*, ings 2 
| $1,510; conv., $1,500*%; 4-dr., $1,175*; jeas 
Two-ten (6) station wagon $1,545; Sport re 
coupe, $1,395; 2-dr., $1,110*; Delray, $1,- would 
| 250; Bel Air (6) 4-dr., $1,450*, $1,270; 
| 2-dr., $1,100, $1,090; Two-ten (8) 2-dr., 
$1,285*; One-fifty (6) 2-dr., $1,100°, To 
$975. °54 Two-ten station wagon, $1,- ea 
175*; 4-dr., $805; Bel Air Sport coupe, it 
$1,115* (ps), $1,070; 4-dr., $880*. '53 unit 
| Bel Air 4-dr., $880* (ps); conv., $810*; Forei 
| Two-ten 4-dr., $685, $580, $520. '52 SL explo: 
| Deluxe 2-dr., $385*, $375, $280. °51 SL dents 
Deluxe 4-dr., $345*. en 
CHRYSLER—’55 Windsor Nassau, $1,785*; It 
4-dr., $1,825* (ps). '53 NY 4-dr., $635° the : 
(ps). "52 Windsor 4-dr., $550*. val 
DeSOTO—' 52 Fireflite 4-dr., $305*, ’51 Cus- orat 
tom Sportsman, $350*. vehi 
DODGE—’55 Coronet (8) Lancer, $1,665*. | tion 
’53 Coronet (8) 4-dr., $585; Coronet (6) 
4-dr., $535*, °51 Meadowbrook 4-dr., The 
$260*. : 
FORD—’56 Country sedan, $2,175*, $2,050*; | Ps eae a 
Parklane station wagon, $2,150*; Fair-| ; < : 4 o on ul 
| lane (8) Victoria, $1,880* (ps); Custom | ; troit’s 
(8) 4-dr., $1,455. '55 Thunderbird, $2,-| OFFICE AND MANUFACTURING PLANTS strati 
460°; Fairlane (8) Crown Victoria, $1,- r in co 
745* (ps), $1,650*; 4-dr., $1,400*, $1,240°*, | ‘ 
$1,235, $1,210*; Custom’ (8) 4-dr., $1,020. | CHATTANOOGA 2, TENNESSEE press 
’54 Crest (8) conv., $990*; Custom (8) | desig 
2-dr., $845; Custom (6) 2-dr., $675; Main ak 
(6) 2-dr., $550. ’53 Custom (8) Country make 
sedan, $910*; 4-dr., $800, $750*, $675; The 
Crest (8) conv., $745, $685; Victoria, th 
$745*. °52 Country sedan, $685; Custom ree 
| (8) 2-dr., $510. '51 Main (8) 2-dr., $350°, | At D 
$250. '50 2-dr., $230. grou] 
| HUDSON—’55 Custom Hollywood, $1,635* bi 
(ps). °54 Hornet Hollywood, $1,350*. ’53 mobi 
| Hornet 2-dr., $390. '52 Hornet Hollywood, safet: 
$300. 2 ment. 
| KAISER—’53 Manhattan 4-dr., $365*. - 
| LINCOLN—’55 Capri 4-dr., $1,900* (ps). a 
’54 Capri 4-dr., $1,485* (ps). the c 
MERCURY—’56 Custom Hardtop, $1,980*; 
conv., $1,890* (ps); 4-dr., $1,705*. °55 more 
Monterey station wagon, $2,150*; 4-dr., stand 
| $1,420%; Custom Sport coupe, $1,400*; devic 
| 2-dr., $1,250°; Montclair coupe, $1,285*. far.” 
| °54 Monterey coupe, $1,340° (ps), 2 at ar, 
$1,180*, $830*; Sun Valley, $1,200*; 
conv., $1,080*. ’°53 Custom 4-dr., $835*, 
| $755*; 2-dr., $640, '52 Monterey coupe, “W 
| $650*; Custom 4-dr., $500*, "51 Custom 
2-dr., $390, $305; 4-dr., $290. "50 Custom turer 
2-dr., $260; 4-dr., $200. ; 
NASH—’55 Rambler 2-dr., $910. ‘54 Ram- in cal 
bler 4-dr., $710. ‘53 Rambler Country all ca 
club, $675. ‘52 Rambler station wagon, as sa 
$245. 
OLDSMOBILE—’56 (98) Holiday, $2,610* - 
(ps); (88) 4-dr., $1,600. '55 (98) Holi- 
day, $2,150* (ps); (88) conv., $2,060* $5( 
(ps). '54 (98) 4-dr., $1,675* (ps); (88) 
2-dr., $1,450°%; 4-dr., $1,385*. °53 (88) 
4-dr., $1,045*, $975; (98) 4-dr., $935° Fo 
(ps). "52 (88) 4-dr., $855*%; (98) 4-dr., 
$425*° (ps). ' 
paGRARD  -’55 (400) Hardtop. sussoe NEW CAR DEALERS—-OWENS FRANCHISE AVAILABLE! De 
(ps); Clipper Panama, $1,800*, $1,350* 
(ps). °52 (200) 2-dr., $320. CH 
win diaeithaae tin’ NEW CARS - $500 
Auctions in Brief — The One-Two ere 
Ue. WAENe, Be, NEW BOATS ‘56~ } 
Carl Marker’s Auto Auction. Sale every Punch for 56 57 — 
Tuesday (Sept. 25). Demand was terrific ime 
as clean, late-models brought top dollar. com| 
Sold 83 out of 101. Many of the people who buy your cars, also An 
on aan buy our boats. Since you have the contacts of a 
ST. s ‘* * an 
St. Louis Auto Auction Barn. Sales every (and selling boats will not interfere with Assn 
Tuesday and Friday (Sept. 18-21). Quality selling cars!), why not get your share of M 
cars with lots of good buyers provided ex- - € 
ceptional sales. Sold 247 out of 357. this profitable, traffic-producing business? anno 
Fo oe It’s a big new market—if you can qualify! nave 
INDIANAPOLIS ; ae ‘ ; ; whic 
Ken Schaefer Auto Auction, Inc, Sale With minimum capital and time investment, and the Inter 


every Thursday (Sept. 27). A large volume 
of ‘‘older models’’ held our sales percent- 


very same facilities you already possess, you can be- A 


ae UP sd cnaaig.” ‘errific demand for clean’ come an Owens direct-factory boat dealer. We manu- let 
* 2 * facture on our assembly line a complete, nationally- son, 
MANHEIM, PA. famous line of quality boats—models are 14, 16, 19, 22, bake 


Manheim Auto Auction. Sale every Fri- 
day (Sept. 28). Our Eleventh Anniversary 
Sale was a whopper, 680 cars were con- 
signed and 72 percent changed ownership. 
The market was a little weak. \ 

* * * | 
BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thurs- 
day (Sept. 27). Today’s sale was good in 
spite of rain, although the volume was off 
slightly due to the weather conditions. 
There is a demand for clean autos and we 
have the buyers to absorb all entries. 

* * o 


JENISON, MICH. 

Grand Rapids Auctions. Sale every 
Tuesday (Sept. 25). The market con- 
tinues to show signs of weakness. Many 
autos today were not up to usual standards. 
Sold 88 cars out of 143 offerings. 

* * 


* 
FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Sept. 27.) Prices and consignments 
took a slight dip from last week. Sold 72 
cars out of 128 offerings. 


27, 31 and 35, starting with a $345 outboard on up to 
the luxurious '35-foot cruiser. 


You may qualify. Preferred areas are still open to 
quality dealerships. For information, please write to: 


Owens Yacht Co., Inc., 105 Stansbury Rd., Baltimore 22, Md. 


MOTOR 
tem NOV. 


BIG 
JANUARY SHOW 
ISSUE 


Norton’s Safety Story 

WORCESTER, Mass. — A new 
booklet, designed to summarize its 
safety program for employes, has 
been published by Norton Co.., here. 
It discusses briefly causes of acci- 
dents and how the company’s safety 
am operates to eliminate haz- 
ards. 




















Safety Probe Chairman Plans Bill. . . 


U.S. Proving Grounds Proposed 


‘ontinued from Page 2) 


to appear, a subcommittee spokes- | 
man informed Automotive News. 

Queried about the possibility of 
additional hearings beyond 
November, the spokesman said 
he didn’t think this was likely. 
He added that if they were sched- 
uled it wouldn’t be until next 
year. 

Assuming that the November 
hearings were the last, he said, the 
subcommittee’s report on its find- 
ings and recommendations might be 
released in mid-December. This 
would be the earliest possible date. 

* * * 

HE subcommittee was set up 

earlier in the year as a special 
unit of the House Interstate and 
Foreign Commerce Committee to 
explore the causes of highway acci- 
dents and their possible cures. 

It announced at that time that 
the study would take in five gen- 
eral areas — the human factor, 
vehicle design, highways, legisla- | 
tion and law enforcement, 
The group held brief hearings | 
here early this summer, then went | 
on the road. Its tour included De- 
troit’s auto plants, where demon- | 
strations of cars in action — and 
in collision — were staged to im-| 
press the value of auto safety) 
design and devices on the law-| 
makers. 

The subcommittee also visited 
three cities in Ohio and Indiana. 
At Dayton, Roberts said that the} 
group is considering making auto- | 
mobile manufacturers install more | 
safety devices as standard equip- 
ment. 

“The committee is definitely of | 
the opinion that cars can be built} 
more safely and should include as | 
standard equipment many safety} 
devices that have been optional so| 
far,” he said. 

- * = 
E STILL are investigating the | 
question of whether manufac- 
turers are putting too much speed 
in cars,” Roberts said, “but we think 
all cars should have equipment such | 
as safety belts, doors that do not fly 








$500,000 in Displays 
For Chicago Show 


Destroyed in Fire 


CHICAGO. — Displays valued at) 
$500,000 for the 1957 Chicago Auto- 
mobile Show were destroyed in a 
four-alarm fire that swept Three 
Dimensions, a display advertising| 
company here. 

Among the displays were those} 
of GMC Truck and Coach division} 
and the Chicago Automotive Trade 
Assn. 

Meanwhile, the trade association 
announced that eight truck makers 
have reserved space for the show 
which will be held Jan. 5-13 in the| 
International Amphitheater. 

A total of 43,449 square feet of 
space has been allotted to Chevro- 
let, Dodge, Ford, GMC, Hendrick-| 
son, International Harvester, Stude- 
baker and Willys. 





Sales 


(Continued from Page 2) 


tion, all individual models except 
‘34s and 51s had their averages | 
clipped. The average price of ’54s 
rose $11 to $1,075, highest since 
the first week in September, 
while ’51s went up $4 to $326, 
highest since early August. 
Stiffest setback was dealt ‘55s, 
which plummeted $70 to $1,452 for 
a new low replacing one established 
Aug. 13. 
” cm x | 
THER downward adjustments} 
were: '50s, down $21 to $206; 
49s, down $20 to $155; '52s, down 
$19 to $444; '53s, down $14 to $686, | 
and ’56s, down $1 to $2,049. 
In this group, new lows were | 
established for °53s, 52s and "49s. 
In the case of °52s, it was the | 
first time this year that the price | 
has fallen below the $452 average | 
established way back in January. | 
The new low in overall average| 
prices replaced the previous low of 
$809 established by the index of| 
Aug. 13. 





|D 


| * inspection for automobiles. 
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open on impact, crash paneling and 
improved steering wheels.” 

This hearing was the first of 
several held by the subcommittee 
to hear opinions from local au- 
thorities. 

Members included Rep. Paul F. 
Schenck, Ohio Republican, and John 
Beamer, Indiana Republican. 


U. C. Felty, director, Ohio high-| 


way safety department, said a 
study has shown that mandatory 
vehicle inspection would be a step 
in the right safety direction. 

Felty also said that many of 
Ohio’s licensed drivers never have 
taken a driving test. In addition 
to a complaint about emphasis on 
power and the public’s poor atti- 
tude in accepting highway laws, 
the following points were men- 
tioned: 

1. Cost and far-reaching effects 
of drunken driving. 

. * * 


Lack of mandatory mechanical 


3. Need for driver training for 


How big 


re Bis’ 





adults and for more young people, 
preferably starting at 15. 

4. Importance of widespread pub- 
lic education to convince the public 
that driving is a privilege and not 
a right. 

5. Stressing the human element 
behind one-car accidents. 

6. Use of a demerit system to 
penalize traffic offenders. 

7. Increased traffic enforcement 
manpower. 


At a subsequent hearing in Cin- 
cinnati, S. O. Linsell, Ohio safety 
director, appealed to the auto in- 
dustry to assume a greater share 
of the responsibility for highway 
safety. 

“The power of sales promotion 
and advertising of the auto in- 
dustry might well be put to use 
in promoting safety on the high- 
ways,” he said. “Instead of fea- 
turing speed, acceleration and 
power, advertising might shift its 
emphasis to safety.” 


He also contended that the in- 


| dustry can do much more toward 
designing safer cars. 
* * ok 

| @ PEAKING of the nation’s out- 
moded streets and highways, he 
| said the Federal highway program 
should result in a “dramatic re- 
duction” in the accident rate on 
the 41,000-mile interstate system. 

“But,” he declared, “it will do 
little toward cutting the accident 
rate on the remainder of the mile- 
age. Ninety-eight percent of the na- 
tion’s highways will not show revo- 
|lutionary improvements in design 
during the 15 years in which the 
interstate system is rebuilt.” 

Moving to Indianapolis, the sub- 
committee heard a state legislator 
urge them to recommend legisla- 
tion to halt what he called the 
auto manufacturers’ “utterly 
ridiculous race to outdo one an- | 
other in the field of speed-giving 
horsepower.” 

Indiana Rep. Phillip C. Johnson, 
Morresville Republican, said a 
motor size reduction has been or- 
dered for the 500-mile race at In- 
dianapolis where the traffic is one 
way and there is no interference. 

“Yet,” he added, “the automobile 
industry has the audacity to tell us| 
that increased horsepower is a 
safety factor.” 
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‘Dressed’ in Mink— 


The 1957 Ford Fairlane 500 made its 
debut at Lewis Motor Co., Marshall, Tex., 


featuring mink seat covers. Here, from left, 
Martin Hirsch, manager, Joe Weisman & 
Co., Marshall department store, and Clay- 
ton Lewis of Lewis Motor examine the 
mink covers, especially tailored for the 


| car by E. Lasner Co., New York. 





Universal Atlas... 


is the nation’s largest cement producer, with a capacity of 


36 million barrels... 12°%, of the industry total.* 
Capacity, however, is not always a true index of 


effectiveness. Size is relative. One magazine, for instance, 


with 1,300,000 circulation covers a major $11 billion market. 
The magazine is SuccEessFUL FARMING ...a 100% 
service publication, guide to better business and better 


living for the country’s best farmers. Three copies in four 
are concentrated among the 39% of all top-bracket farm 
families who earn 88% of the farm income, and own 72% 
of the tractors, 85°, of the pick-up hay balers, 87% of the 
grain combines, and 93% of the corn pickers. With high 


earnings as well as wealth, SF farm subscribers average 


more than $10,000 cash income from farming alone... 
are one of the world’s best class markets! 

For more than 50 years, SuccessFUL Farminc has helped 
subscribers make more money, won confidence and respect 
... today has an unmatched influence in its market. 





Inquire any SF office. 


National advertisers need SuccEssFUL FARMING to tap 
important buying power and balance national schedules. 


*Source: Standard & Poor's Industry. Surveys, Nov. 3, 1955 


MEREDITH PusiIsHING Company, Des Moines.. . 
with offices in New York, Chicago, Detroit, Philadelphia 
Cleveland, Atlanta, San Francisco, and Los Angeles. 


> 
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Monroney Pledge to Ark. Parley TT 


Senate Plans Credit Inquiry 


(Continued from Page 3) 


alike signifies hope for basic im- 
provement and will improve fac- 


|for parts departments and reduc- 
| tion of overhead costs, as well as 
|careful weeding out of obsolete 


tory-dealer relations, Somerville) parts. 


said. 

Another major convention 
speaker was Birkett Williams, 
Cleveland Ford dealer, who was 
born and reared in Arkansas and 
is secretary of NADA. Williams 


called the present level of auto | 


dealer profits “downright un- 
healthy,” and declared that a 
gross profit of 1 percent before 
tax deductions is a “pathetically 
small profit for the dealer organi- 
zation of America’s largest in- 
dustry.” 

Williams urged retail car dealers 
to trade in used cars at the actual 
price they can be sold for, and to 
sell them rapidly. 

“If you’re going to shoot on a 
used car, shoot on a nice, clean one, 
SO you can get your miseries over 
quick,” he said. “That way, you'll 
know where you stand and not be 
prolonging the agony.” 

He also urged better bookkeeping 


Dealer in the Swim 
MINNEAPOLIS. Fremont W. 
Mitchell, president of Mitchell & 
Boyer, Inc. (Mercury), has been 
elected president of the Minneapolis 
Aquatennial Assn., a summer 
festival. 





JANUARY SHOW 
ISSUE 


ADS... 


Williams stressed better service 
| policies, car lease systems where 
|practicable and a _  dealer-owned 
|body shop if the community will 
| support such an enterprise. 

Newly elected officers of the 
state association include Fred 
Poe, North Little Rock Chrysler- 
Plymouth dealer, president. He 
succeeds Milton Green, of Strong. 
Carl Welch, Pine Bluff Oldsmo- 
bile-Cadillac dealer, was named 
first vice-president, John H. Critz, 


Albuquerque Changes 


| Dates of Its °57 Show 
ALBUQUERQUE, N. M. Dates 
of the Albuquerque Auto Show have 
been changed from Feb. 9-16, 1957, 
to Feb. 11-17, according to William 
Randolph, show manager, 


The event will be held in the 
| Coliseum at the state fair grounds, | 
The show committee is composed | 
}of W. Ed Black, chairman, Knox 
|Converse, Ray S. Darwin, J. P. 
| Davidson, Robert Derryberry, W. 
W. Derryberry, H. L. Galles jr., 
Frank Groesbeeck sr., George D. 
Haley, Donald Jones and Jack | 


| 





Be 


North Little Rock Chevrolet 
dealer, was elected treasurer. 

In a major executive change, the 
association elevated George H. Ben- 
jamin, secretary-manager for the 
past six years, to the newly created 
post of executive vice-president. 

George W. Sandridge, who for 
many years has been in charge of 
the Arkansas group’s insurance 
program, was promoted to secre- 
tary. 

Following Williams’ talk, a ques- 
tion-and-answer forum was held, 
with R. D. McKay, past president 
of NADA; Roland Hughes, NADA 
director for Arkansas, and Col. 
James T. Phillips, chairman of the 


AADA legislative committee, as 
moderators. 
The annual banquet on Friday 


evening was addressed by Walter 
B. Cooper, chairman of the public 
relations committee for NADA. 
Social events of the convention 
included hospitality parties by 


| Chrysler Corp., Ford, Lincoln and 


Mercury divisions and General Mo- 
tors. A Chevrolet dealers’ breakfast 
was also given. 

Ladies attending the convention 
were honored with a coffee given 
by Commercial Credit Co. on Fri- 
day morning and a guided tour of 
historical spots in Little Rock. 

Lucille Critz, partner in Critz 
Chevrolet Co., North Little Rock, 
was chairman of the ladies’ ac- 
tivities committee, and Mrs. John 
Bale, wife of a partner in Bale 
Chevrolet Co., Little Rock, was 
co-chairman. 

Regional vice-presidents of the 
Arkansas association this year will 
be Clyde Randall (Ford), Ft. Smith; 
Raymond Clinton (Buick), Hot 
Springs; Hendrix Lackey (Chevro- 
let), Mountain View, and H. E. 
Parker (Ford), Magnolia. The latter 
two were reelected. 

Newly elected directors are Keith 
Cogswell (Ford), Russellville; An- 
drew McCurry (Chevrolet), Heber 
Springs; Dick Cole (Ford), Jones- 
boro; J. Horace Everett (Ford), 
Fordyce; Dene Hook, (Ford), New- 
port; Hollis Smith (Chevrolet), De- 
Queen; Kenneth Hollis (Ford), Mc- 
Gehee; Truman Baker (Chevrolet), 
Searcy, and Barney Hamm (Chrys- 
ler), Hope. 
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ALUMINUM COMPANY OF AMERICA 


Pittsburgh 19, 
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Lead Arkansas Dealers— 


New, officers of the Arkansas Automobile Dealers Assn. are, from left, John M. 
Critz (Chevrolet), North Little Rock, treasurer; Carl Welch (Oldsmobile-Cadillac), Pine ¥ 
Bluff, first vice-president; George H. Benjamin, executive vice-president; and Fred Poe 
(Chrysler-Plymouth), North Little Rock, president. 


‘Flips’ in Interest Rate 


Draw Fire in Canada 


(Continued from Page 3) 


now refuses to give us any assur- 
ances with regard to future tax 
changes.” 

Coggan, a vice-president in 1956 
and now a director, said further 
restrictions on credit in Canada 
would have “severe repercussions” 
on the Canadian auto industry and 
especially dealer operations, 

He said the growth of the indus- 


Nance Receives 
$286,000 for 
S-P Resignation 


SOUTH BEND.—James J. Nance 
received a settlement of $286,000 for 
resigning as president and director 
of Studebaker-Packard. He also 
agreed to give up certain salary 
and stock option rights. 

Details of the Nance severance 
agreement were included in a 
proxy statement notifying S-P 
shareholders of a special meeting 
in Detroit Oct. 31. 


The meeting has been called to 


try has been dependent to a great 
extent on an adequate degree of 
installment credit. 

Dealers at the convention took a 
look at freight rates as applied to 
automobiles transported to Western 
Canada and said they found the 
situation was improving. 


Manufacturers have put partially § 
equalized freight rates into effect | 
for cars to the west, said E. A. | 


McCullough, Calgary, FADA chair- 


man of the freight rates committee, | 


“In my opinion,” he said, “there 
is still room for a further cost 


ERT abat 


reduction, The majority of western § 


dealers won't be satisfied until 


every car and truck sells for the 


same price across the country. 


“This is the only way to stop 
bootlegging of cars and trucks from 


| Eastern Canada,” said McCullough. 


vote on the company’s $35 million | 


management contract with Curtiss- 
Wright Corp. 

Studebaker-Packard has urged its 
shareholders to approve the pact 
with C-W. 

The $286,000 was paid to City 
National Bank & Trust Co., Chi- 
cago, under a trust agreement. This 


He said he was referring to large- 
scale driving of new cars west to 
escape freight charges. 

Ron W. Todgham, president, 
Chrysler Corp. of Canada, Ltd, 
spoke on the car of the future, as 
envisioned within the scope of pres- 
ent knowledge. 


He foresaw cars of the future 


| equipped with electronic devices for 
| obstacle warning, deceleration and 


sum, plus income from it, is to be| 


‘Rates Rise Again; 


paid to Nance or his beneficiaries 
in deferred installments. 


Nance will receive another $75,000 


Aug. 6, but will continue to draw | 


his salary until Jan, 31. Nance’s 


salary is $12,500 a month. 


Nance also acquired $600,000 
worth of life insurance policies 
the company had carried on his 
life. He apparently took over 
loans of $55,000 on the policies, 
equal to their cash surrender 
values on the date of purchase. 


Nance’s contract with S-P was to 
have run until April, 1963. His 
current salary of $150,000 a year 
was to have been increased $10,000 
a year beginning next April to a 
top of $200,000 a year. 

He gave up a $40,000 consultant 
feé’ which he was to have received 
for 15 years after quitting as a 
salaried employe. His resignation 
also voided an option to purchase 
40,000 shares of S-P at $13.66 a 
share. Current trading price of the 
stock is about half that figure. 


Nance agreed that he would for- 
feit some of his trust fund pay- 
ments if he enters into “competitive 
employment.” He is not barred from 
taking employment outside the au- 
tomotive industry. 

S-P lost $35,465,456, before special 
charges, during the first six months 
of this year. There was a special 
charge of $28 million as a provision 
for estimated cancellation costs, in- 
ventory obsolescence and other 
costs. In 1955, the company’s net 
loss was $29,705,093. 


guidance, worked on much the same 
principles as automatic airplane 
pilots. 


Cacmmeccial Paper 


‘Hit 25-Year Peak 


in salary from S-P. He resigned} 


NEW YORK.—Commercial paper 
dealers have increased their rates 
by % percentage point across the 


| board. The boost sent the rate paid 
| by these dealers and by sales fi- 


nance companies on the unsecured 
notes to their highest levels since 
the early ’30s. 


The increase, second by the com- 
mercial dealers since Sept. 1, came 
shortly after four leading sales 
finance companies boosted yields on 
paper they sell by % point on three 
maturities and by % point on their 
longest-term note. 


Finance companies involved were 
C.LT. Financial Corp. General 
Electric Credit Corp., Commercial 
Credit Co. and Associates Invest- 
ment Co. They now are selling their 
paper at yields from 3% percent on 
lowest maturities to 3% percent on 
eight-to-nine-month paper. 

General Motors Acceptance Corp., 
the nation’s largest sales finance 
company, did not join the other 
firms in the rate increase. 

The new hike in dealers’ rates 
means that “prime” four-to-six- 
month paper of biggest industrial 
borrowers now is selling to yield 
investors 3% percent. Paper of 
small finance companies sold 
through dealers now is quoted at 
4 percent. 

Commercial paper is the financial 
term for the short-term notes of 
leading corporations. 
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Addresses Tenn. Parley . . . 


Ford Sees 60% Boost 
In Market for Dealers 


(Continued from Page 1) 


taking too much out of his busi- 
ness to permit an orderly ex- 
pansion of facilities or an 
increase in working capital, now 
is the time to tighten the purse 


ings. 
string : z 


* 

LECTED president of TAA was 

State Senator Carrol G. Oakes, 
DeSoto-Plymouth dealer in Morris- 
town. Oakes was voted by the press) 
one of the three outstanding mem- 
bers of TAA. 

Roy A. Cruse, Nash dealer of 


“keep a record of every disagree- 
ment with factory or field person- 
nel about anything.” 

“Your manufacturer has had a 
file on you for years, and you would 


be surprised at what is in it,” he} 


said. 

“Detroit intends to build in 
1957, as many vehicles as possible, 
but they (manufacturers), can- 
not overproduce if you do not 
overbuy, 

“If you permit factory persuasion 
to corner you, blame no one but 


Knoxville, was elected secretary- | yourself,” he warned. 


treasurer. 


Sutter said that the past three 


Reelected regional vice-presidents| years has “witnessed a moral de- 


were C. W. Bond (Ford), Arling-| 
ton; Leroy A. Holmes (Ford), Lex-| 
ington; H. Grady Spann (Chevro-| 
let), Waverly; Jack Yeiser (Chev-| 
rolet), Waynesboro; H. Gardner 

Range jr. (Buick), Johnson City. 
New regional vice-presidents are| 
Hobby Law (Chevrolet), Chatta-}| 
nooga, and Harry Molyneaux (Chev- 
rolet), Newport. 
* 


* 


REDERICK M. 
scrappy first vice-president of 
NADA. and Dodge-Plymouth dealer 
from Columbus, Ind., rapped manu- 
facturers “who could have _ con- 
trolled big automobile bootlegging 


ok 


SUTTER,| 


generation in the industry which 
has undermined public confidence 
to an alarming degree.” 
He told’ the members that 
have a stern choice facing us.” 
“We must clean up this business 
or see it become a fertile field for 
the racketeer,” he said. “To me, the 
choice is obvious. The principles of 
lasting success have always been 
fair dealing and service to the cus- 
tomer, and the fundamental prin- 
ciples of the Christian relationship 
will prevail in the long run.” 
* * * 
R. KENNETH McFARLAND, 
Topeka. educational consultant 


we 


operations at any time they saw| for General Motors, hammered 


fit.” 
“They still can do so,” he said. 


| 


home the necessity for ethical con- 
duct in business of any sort, and 


He rapped the “slick volume boys,”|the principle of serving first and 


the indiscriminate giving out of 
dealerships, and warned dealers to 


Survey Tabulates 
Buying Habits of 


Iowa Residents 


DES MOINES. — When Iowans 
buy trucks, they almost invariably 
turn to one of four makes, accord- 
ing to the fifth Iowa Brands In- 
ventory conducted by the Des 
Moines Register and Tribune. 

The survey was conducted in 
April and findings were released 
last week. It noted that Chevrolet, 
Ford, International and Dodge 
account for 89.4 percent of the 
trucks used in the state. Chevrolet 
tops the list with 34 percent. 


Some 18.3 percent of the state’S| the 1957 model 


families own trucks, 


the survey | 


concluded, and 62.7 percent of the} 


vehicles are 1950 or older models. 

Tractors, the survey said, are 
owned by 93.3 percent of the state’s 
farm families, a total of 118,518 
family units. 
John Deere were 
mentioned makes. 

The 1956 tabulation also found 
that 50.6 percent of families had 
purchased new tires in the past 
year, compared with 48 percent in 
the 1954 survey and 47.2 percent 
in 1953. Use of snow or mud tires 
also climbed, with 27.9 percent of 
families 
against 18.7 percent in 1954. 


the most- 





At Tennessee Convention— 


International and | 


reporting ownership,| 


letting benefits result. 

The man of Galilee was brought 
out as the best salesman and great- 
est servant of all time. His audience 
cheered. 

Glen O. Keasy, vice-president 
of Associates Investment Co., 
South Bend, said that “there is 
something creeping into business 
today that is close to a thing that 
we know as religion.” 

Vince Baker. sales manager and 
sales consultant, W. K. Hurd Pon- 
tiac Co., Pueblo, Colo., gave an out- 
standing package course in “con- 
trolled selling.” He outlined the 
effectiveness of a planned sales pro- 
gram. He gave a detailed discussion 
of dealer objectives, sales manage- 
ment, and an effective selling sys- 
tem. 

Commenting on the 1957 market. 
Ford asserted. “We at Ford expect 
year to be con- 
siderably better than this year. 
Most manufacturers have made ex- 
tensive styling and engineering 
changes in their products, and if 
business holds up to the levels we 
expect, the industry should sell 
about 6.5 million new cars in the 
domestic market and a quarter of a 
million exports. 

* * * 

‘ E SHOULD not be at all sur- 

prised if sales pass the seven- 
million mark. The conditions for 
such a sales year are in being—a 
strong and vibrant economy, vastly 
improved new-car models, a good 
year-end model cleanup, a strong 


used-car market which will permit 
* a 7 





Discussing automobiles at the Tennessee Automotive Assn. convention in Gatlin- 
burg are, from left, Roy Cruze, president of the Knoxville Automotive Assn. and TAA 
secretary-treasurer; Benson Ford, Ford Motor vice-president and chairman of its Dealer 
Policy Board; R. t. Parnell, Nashville, outgoing state president, and State Sen. Carroll 


Cakes, Morristown, new TAA president. 





trading up with ease, a constant 
upgrading of family income and a 
rapid and painless digestion of out- 
standing credit for installment 
buyers.” 

He said he expected auto 
ownership to rise to 57 million by 
1960 and to 66 or 67 million by 
1965 and that it would not be 
surprising to see an 8.5 million 
new-car year become the norm | 
by 1965, with occasional peaks | 
of 9.5 to 10 million cars sold in 
one year. | 
Pointing to Ford Motor Co.'s con- 
viction that the auto market of the| 
future has real potential, Ford said, | 
“By the end of next year we shall 
have spent, since 1946, more than 
$3.8 billion to become competitive 





|and to stay that way in what we 
|}expect to be a rapidly expanding 
|market. The industry as a whole 


will have spent a total of almost 
$10 billion. 

“However,” he said, “despite the 
efforts of manufacturers to pre- 
pare for production battles in a 
larger market, we shall not obtain 
the full benefits of that market un- 
less automobile dealers move con- 
currently to prepare to handle the 
customers of the future.” 

* * 

yoo says his company considers 

its dealers one of the com- 
pany’s most valuable assets. 

“We are interested in their secur- 
ity and their well-being,” he said. 
“We are interested in seeing them 
make good profits in this business. 
We are most anxious that there 
be no future rupture of amity and 
cooperation between us and them.” 

Ford then turned to a discussion 
of dealer-customer relations. He 
said Ford Motor Co. allotted some 
pretty big payrolls to public rela- 
tions specialists, whose job it is to 
get and maintain a good reputation 
for the company. He added that 
these men cannot give the company 
a good reputation unless it deserves 
one. 

“Of course,” he said, “you 
gentlemen can’t afford to hire a 
staff of professional public rela- 
tions advisers for your dealer- 
ships. But you and your employes 
can conduct a public relations 
program that will bring you the 
respect, good will, confidence and 
esteem of the people in your com- 
munity. Just treat every customer 
as if he were your best friend. 
“Most of the trouble comes be- 
cause at some dealerships, a num- 
ber of practices have crept in that 
just don’t fit that simple formula. 
For instance, the public generally 
has lost confidence in dealer pricing 
practices because of price-packing 

schemes employed by some dealer- 
ships. Price-packing at best is an 
unworthy deception of a customer; 
at worst it is downright dishonesty.” 

Declaring that some dealerships 
engage in dishonest or misleading 
advertising, Ford said that such 
advertising does a disservice to the 
customer, the dealer and the 
product. 


* 


7. * 


ORD continued, “In the dealer 

suggestionnaires we have ana- 
lyzed so far, one of the practices 
frequently criticized was the boot- 
legging of new cars. Certainly this 
practice does not make good 
customer-dealer relations since the 
customer who buys a bootleg car 
usually gets one with inadequate 


* 


| preconditioning, and he pays more 


for it. 

“We had a survey made of boot- 
leg prices in six large market areas, 
and found that in 87 percent of the 
bootleg deals checked the _ boot- 
legger had charged a higher price 
for the car than an authorized 
dealer would have. 

“Boiled down to its essence, 
bootlegging dilutes the value of 
the authorized dealership. Our 
purpose is to enhance the value of 
the authorized dealership.” 

He urged the dealers to treat 
their employes well and to instill 
an esprit that will result in good 
publicity for the dealership. 


* * ~ 
ORD added that the service de- 
partment is perhaps the key 
spot in a dealership for building 
good dealer-customer relations. 
He explained, “If your service 


staff ignores him (the customer} 


needing service) or appears indi- 
ferent to his trouble, it doesn’t 
help his morale.” ’ 

Ford declared that it just didn’t 
make sense that a dealer should 
fail to make every effort to build a 
good reputation in his community 
through good dealer-customer rela- 
tions. 
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Doran Anniversary— 





51 


Vehicle Total Put 
At 65.2 Million 


54.3 Million Cars 
Estimated by BPR 


(Continued from Page 1) 


buses will reach an estimated 10,- 
975,000, a gain of 3.7 percent. 
+ + 


a 





HE bureau estimates there will 
be 81 million vehicles on the 


| road by 1965. 


Annual increases in total regis- 
trations have been as follows: 1952, 
2.6 percent; 1953, 5.7 percent; 1954, 
4.1 percent; 1955, 7.2 percent, and 
1956, 4 percent (estimated.) 

Florida again leads in expected 
increase with 8.7 percent, fol- 
lowed by Arizona, 8.5 percent, and 

Nevada, 8.4 percent. 

Registrations are expected to top 


| one million in 25 states with Cali- 
fornia’s total of 6,557,000 being the 


highest. 


Here are the comparisons by 
states: 





E. E. Stovall, left, president, Horseless a Percent 
Carriage Club, Dallas, and Felix Doran Ill, Change 
vice-president, Doran Chevrolet, Dallas, Registered Estimated 1956 
look over a 1916 model Chevrolet, one of State 1955 1956 1955 
several antique Chevrolets placed on dis- ro ae aa 8.3 
play during the dealership's 10th an- Ask, 399.244 aaa in 
niversary celebration. The antique cors ayy. . 5.299.589 5,605,000 5.8 
were loaned for the occasion by the club (Colo. 566.909 603,000 6.4 
members. Conn. 811,287 842,000 3.8 

- ao = Det, 121,107 127,000 4.9 

° Fila, . 1,372,955 1,492,000 8.7 
Expansion Plans Ga. 988,079 1,010,000 2.2 
Id. , 242,027 250,000 3.3 

m. . .. 2,858,029 2,990,000 4.6 

Spur Confidence, Ind. . - 1,450,673 1,503,000 3.6 
In, 970,890 984,000 1.4 

Colbert Declares 795,720 812,000 2.0 

HOUSTON.—Industry’s long-| La. “a Ga aa 
range expansion plans and recent | Me. 252,292 265.000 5.0 
record investments in new plants, Md. -- 803,796 840,000 «4.5 
and equipment are bolstering the) ™#**. - 1,369,849 1,423,000 4.6 
nation’s general confidence in the a : 4 eo 3.5 
future, L. L. Colbert, Chrysler Corp.| 9),. "951.554 ‘saan aa 
president, told the 37th meeting of | Mo. iz i 1,175,487 1,212,000 3.1 
the Texas Mid-Continent Oil and! Mont, 230,677 238,000 3.2 
Gas Assn, last week. Neb. . 505,239 513,000 1.5 

He said present-day management he aa ah a 
“has come a long way from the! yy "|| 1,407,071 1,870,000 3.5 
storm-cellar philosophy of a gene-| ~ 251,587 258.000 2.5 
ration ago when the tendency was| N. Y. ..... 4,131,794 4,290,000 3.8 
to retrench at the first sign of bad| N. C. ..... 1,146,033 1,200,000 4.7 
weather.” N.D...... 209,899 212,000 1.0 

The current year demonstrated ie aoe “Sana 7 
this very clearly, he declared. He ore. . _ 727.532 760,000 4.5 
noted that although the automotive Pa. .. . 3,208,177 3,345,000 4.3 
industry and some others were pro- &. I. 270,235 279,000 3.2 
ducing at rates below 1955, they 5%. ©- 638,124 666.000 4.4 
still went on building and equip- > D. — 240,008 0.9 
ping plants at the highest rate on ;,," : aa nr my 
record, Utah .. 269,365 282.000 4.7 

“It was this investment, more Vt. ... - 120,589 124,000 2.8 
than any other single factor, that Y*- --- 1,019,586 1,072,000 5.1 
enabled the economy to make its Wash, . 885,073 S75000 = 4.3 
: ; ; ; W. Va. ... 429,664 442,000 2.9 
rolling adjustment’ and go on to’ wi, _ 1,138,489 1,180,000 3.6 
set new highs in national produc- Wyo 118.529 121,000 2.1 
tion and income,” he said. D. ¢ 173,873 175,000 0.6 

Colbert also praised liberalized Total ...52.173.234 54,300,000 4.1 
depreciation allowances by Govern- 
ment, but said the lawmakers still Trucks and Buses 
are not giving depreciation due Percent 
emphasis in their decisions. Restetene® Wetiated — 

They must realize, he said, that State 1955 1956 1955 
the life of a piece of machinery Ala. 206,713 217,000 5.0 
today is determined by “the pace —_ ane aaa 3.4 
of technological progress, not by (¢ang. 889,433 952.000 7.0 
the length of time it takes to wear Colo, 170,499 176,000 3.2 
out a piece of iron.” — ee ane a a2 

He predicted an annual new-car Fig. - 242.697 264,000 8.8 
market of eight million by 1965 and Ga. 4 yd 44 
ao car population of 70 mil-| jy -: sie.300 420.000 4.8 

y that time. Some 52 million Ind. . 312,077 325,000 4.1 
passenger cars were registered in i. 353.076 soa,ese 2.2 
the U.S. at the beginning of 1956. Ky. sa 212,788 223,000 4.8 

eS cm, 2s 199,474 210,000 5.3 

' Me. .. 70,382 73,000 3.7 

Seattle Ss Need Md. |. 134,499 139,000 3.3 
af Mass. 186,385 192,000 3.0 

Dealer Gandy Urges Spirit — a. 060 «(ee 
Of Expansion ee Meee alae 8 

SEATTLE. — Seattle’s greatest | Mont. . 105,417 109,000 3.4 
need is in the field of industrial; 3*- - a — “ 
expansion, according to Joseph E.| Nn. H. 38,763 39,000 0.6 
Gandy (Ford), president, Chamber| N. J. 253,892 261,000 2.8 
of Commerce. pM ame ues 7 

Gandy, guest writer in the Seattle| Nic! : 291,144 305,000 4.8 
Times, said merely inviting repre-| N. D. 98.700 101,000 2.3 
sentatives of industry to come to| Sian? — bo ny = 
the city is not enough, although! ore. ...... 74,912 715,000 0.1 
| certainly important. | Pa. ....... 529,083 545,000 3.0 

“These steps do not do much} = e poe dae sane a2 
good unless you have something to s. D. 28 annaee 1.9 
offer,” Gandy wrote. enn, 243, 244, 0.4 

“The civic spirit that brought us| 7x, °°°°°' "gg-888 «83008 at 
the railroads, that fought to main- | ve. ra Roe nae 18 
tain Seattle’s position as the gate-| *®. .----- 23 233, . 
way to the Far East and Alaska| a a. aa os: 
must be the spirit that will unite | Wis. Peatce 263,468 292.008 a3 
us as we... go forward... on yo 55, , S 
a coordinated industrial expansion | @. € ee —_ Be 
program,” wrote Gandy. Total ...10,587,161 10,975,000 3.7 

| 
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Ford Increases Truck Prices 


DEARBORN.—Ford division last |said these models account for 70 
week announced increases in truck | percent of truck volume. Increases 
prices which will be effective im-|on medium and heavy models 
mediately. 


ranged from $83 to $233. 


Suggested factory list prices of 
light trucks were boosted $57. Ford | not include Federal excise tax, 








Puzzled About Christmas Gifts? 


Want to get out of the “HAM and TURKEY” rut? Here is a sure-fire answer! 
Our Beautiful Engraved 

GIFT CERTIFICATE drawn on the Treasury of 

Florida Oranges. 

“THE WORLD'S FINEST EATING ORANGE" 

Write at once for samples of the Certificate and 

complete details. 

We specialize in business and industrial accounts. 


CHARLIE D. VARNER 


PECKENPAUGH GROVES 
P. O. BOX 67 SHARPES, FLORIDA 









Retail at 


100% EFFECTIVE Keeps 


children safe while riding 
in rear seot! r=g, $457 
per pair 
Only 2 Styles 
Pkd. 6 Pair ‘ . 
on Colorful Cosh in on growing demand for sofety! , _— 


DISPLAY 
CARD 


Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 
minutes. MONEY -BACK GUARANTEE! 


HOUSER tire, 


INC. Indiana 


ENGINEERING & MFG., 


JANUARY SHOW 
ISSUE 
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The prices announced by Ford do 





| beyond the five-million mark “. 





KIAMESHA LAKE, N, Y. — The 
snowball of dealer optimism and 
better factory-dealer relations got 
a powerful push here at the 33rd 
}annual meeting of the New York 
State Automobile Dealers Assn. last 
| week, 

The largest number of delegates 
and the largest factory represen- 
tation in the dealer organization’s 
history attended the convention. 
Total registration was 810. 

Charles L, Jacobson, Chrysler 
Corp. dealer relations vice-president 
;}and one of the principal speakers, 
| said that a dynamic partnership 
between dealers and their factories 
|was the means for achieving 
| greater rewards for all concerned. 
| At the moment, he said, dealers 
and factory management are going 
through a period of critical self- 
| examination trying to bring about 

basic improvement. 

He predicted that the annual auto 
scrappage rate might well go 

ore 
the industry should come up with a 





new, revolutionary type of engine | 
|—quieter, lighter, simpler, smaller 
|and more efficient than anything 


we now have.” 


Frederick J. Bell, NADA execu- 
tive vice-president, also expressed 


optimism, terming the future} 


“Opportunity Unlimited.” 

In a resume of NADA’s prog- 
ress over the past year, he noted 
that a “far better and more equit- 
able franchise has been provided 
by some (factories) and promised 
by others.” 

Bell praised the action of various 
factories in establishing to p-level 


| Outlook Bright, Convention Told. . . 


New Yorkers Examine 
Factory-Dealer Ties 


prove the lines of communication. 

However, he made it clear in a 
question period that NADA believes 
that a strong and effective industry 
relations committee is more im- 
portant now than ever in order to 
make use of the newly opened ave- 
nues of approach to top factory 
management. 

New officers of the association | 
are: Nelson K. Mintz (DeSoto- 
Plymouth), Staten Island, presi- 
dent; Andre Bigsbee (Ford), Sara- 
toga Springs, first vice-president; 
John G. Dorschel (Buick), Roches- 
| ter, second vice-president; Walter | 
C. Heingartner (Chevrolet), Brook- 





lyn, third vice-president; Samuel S. 
|Giles (Chevrolet), Port Jefferson, | 
secretary (reelected); R. Harold} 
|Craig ‘(Dodge-Plymouth), Albany, | 
| Treasurer (reelected), and Wesley | 
Van Benschoten (Dodge-Plymouth), 
Poughkeepsie, assistant treasurer. 
Retiring president is Sperry W. 
Miner (Oldsmobile), Buffalo. 
| New directors are: Robert O. 
|Barton (Oldsmobile), Lockport; | 
|Guy H. Dewey (Dodge-Plymouth), | 





| Elmira; David L, Hagan (Pontiac), | 
i|Mount Vernon; J. E. Sayles 
(Pontiac - Cadillac - International), | 
Suffern, and Carl Gustafson (Ford), | 
Jamestown. 
Edward Payton, a management 

| consultant, predicted that the cur- 

rent low-profit cycle would end 

in November or December. 
“We're coming out now,” he said, | 
“and we're going to move on to the | 
| biggest boom we have ever seen— | 
but not for all dealers.” 
| The dealer must learn his true fi- 
|nancial position, Payton said, and 


dealer relations chiefs and cited the | forget the notion that his markup | 


evidence of a sincere desire to im- 





entitles him to any more than he! 


Good-Faith Act Hailed As 


ATLANTIC CITY. The new 
“Good Faith Act,” signed Aug. 8 by 
President Eisenhower, is a mile- 
stone on the road to harmony and 
fairness in dealings between manu- 
facturers and dealers, according to 
Rep. Peter W. Rodino jr., New Jer- 
sey Democrat and a member of 
the House antitrust subcommittee. 


Addressing the 38th annual 
convention of the New Jersey 
Automotive Trade Assn., Rodino 
added that he hopes this “new 
day” will be one with no reprisals. 
Rodino told of prior charges of 
coercion and intimidation by 
dealers aimed at manufacturers. 
Their franchises were subject to 
cancellation without recourse in 
courts by the dealers, the speaker 
said, and the dealers were being 
“forced” to accept items which they 
did not wish to handle and which 
they could not sell easily. 

“In its definition of good faith, 
the new bill imposes the duty on 
each party to act in a fair and 
equitable manner so as to guarantee 
the one party freedom from coer- 
cion, intimidation or threats of 
coercion and intimidation from the 
other party,” Rep. Rodino said. 


“This law will be beneficial be- 
cause it gives to all a new rela- 
tionship,” the speaker added. “I 
am hopeful that this new day will 
be one with no reprisals. The pas- 
sage of the bill shows that Con- 
gress is always ready to correct 
injustices brought to its atten- 
tion.” 

Senator Clifford P. Case, New 
Jersey Republican, had prepared 
and released to the wire services a 
speech he intended presenting. How- 
ever, at the request of the associa- 
tion to make all talks “non- 
political,” Case threw away his pre- 
pared address and discussed small 
business. 

Gerald S. Kleinhanz, Woodbury, 
succeeded Elmer Blauvelt, Mont- 
clair, as president of the associa- 
tion. 

Others elected were George G. 
Downes, Matawan, first vice- | 
president; Eldred R. Crow, West- 
field, second vice-president; L. 
John Hutton, Riverside, third 
vice-president; J. Alex Laurie, 
Morris Plains, treasurer, and Wil- 








liam L. Mallon, Newark, was re- 
elected secretary. 


New Jersey Gov. Robert B. Mey-' 
ner said the state must give the 
Federal Government details of how : 
it intends to participate in the na- 
tional highway construction pro- 
gram by the end of 1956. 


He again urged public support of 
his proposal to finance highway 
construction through a one-cent in- | 
crease in gasoline tax. He said that | 
when he presented the proposal to 
the Legislature, “they chose the: 
route of irresponsibility and parti- 
san obstruction.” 

Meyner said: “I see no political 
issues involved in evaluating these | 
road-building necessities or in the| 
tax measure suggested to meet 
them. Despite unanimous bipartisan 
support for the Federal gas tax 
increase among the New Jersey 
delegation, however, the Repub- 


* * * 


— 


can get from the customer a 
particular moment. 

The dealer, he said, must iearp 
how to gauge his operation to cover 
his fixed expenses of “time ang 
space.” Unless a dealer car 


any 


space” cost from his marku» op 
sales, he is bound to go broke. 
Payton said. 

“Once your thinking is straight in 
this business,” he added, “there igs 
no more profitable business op 
earth.” 

Payton soundly rapped certain 
factory - required accounting 
methods and warned dealers that 
they had better set up another 
set of books for themselves so 
they'll know their true position, 

NADA President Carl Fribley, 
Norwich, N. Y., predicted an eco- 
nomic upturn ahead. 

Among other convention speakers 
were State Senator William S. Hults 
jr., Port Washington, N. Y., and 
Assemblyman Jacob E. Hollinger, 
Middleport, N. Y. Both are former 
auto dealers who sponsored and 
achieved passage in the 1956 State 
Legislature of a “factory registra- 
tion” law which provides essenti- 
ally that no dealer’s franchise can 
be cancelled except for cause.” 

Resolutions adopted by the board 
and approved by the membership: 

1. Propose that New York State 
study the advisability of using 
luminous registration plates. 

2. Call on NADA to urge man- 
ufacturers to cease direct sales to 
state governments, political sub- 
divisions and other fleet users. 

3. Commend the manufacturers 


| for cooperation in taking corrective 


action against dealers sponsoring 


| unethical advertising. 


4. Urge New York State to ex- 
pand facilities at state teachers’ 
colleges for training more driver- 
training instructors. 

The board also voted to form a 
special committee to establish a 
code of advertising ethics, and went 
on record in support of the aboli- 
tion of the state’s much criticized 
“ton-mile”’ tax. 


Milestone 


lican-controlled Legislature chose 
to consider the issue as a partisan 
one.” 


He urged delegates to the con- 
vention to write their legislators 
requesting quick action, saying, 
“Let’s not allow narrow political 
considerations to place one more 
roadblock in New Jersey’s high- 
way development.” 

Meyner said New Jersey must put 
up $60 million during the next three 

years in order to obtain $153 mil- 
lion in Federal funds and will re- 
quire another $30 million during 
the same period to take care of 
projects in which the Federal Gov- 
ernment does not participate. 

(The Legislature has shelved Mey- 
ner’s proposal to raise the gasoline 
tax from four to five cents a gal- 
lon until Nov. 19. Meanwhile, a 
Republican committee is studying 
the highway construction problem.) 








Choice of New Jersey Dealers— 


Officers of the New Jersey Automotive Trade Assn., elected for the 1956-57 term 
during the convention in Atlantic City, are, seated: Gerald S. Kleinhanz, president, 
Woodbury (left), and William L. Mallon, reelected secretary, Newark. -Standing left to 
right are Otto Henneberger, executive director, Newark; George G. Downes, first vice- 


Hutton, third vice-president, Riverside. 


| president, Matawan; Eldred R. Crow, second vice-president, Westfield, and L. John 
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AUTOMOTIVE NEWS, OCTOBER 8, 1956 


r Car, Truek Output Estimates 
By Automotive News 


ER CARS 


(U. S. PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Oct. 6, Week, Sept. 29, Output, Oct. 8, Oct. 6, 
1956 1955** 1956* Sept. * 1955** 1956 
AMERICAN MOTORS... 2,450 _.......... 2,300 7,884 132,301 78,119 
PBOM oc cccccsecesessscsesssoeee 348 327 1,080 42,246 20,697 
BEE -scvisavessovviccesssssovecners 419 393 1,364 90,555 49,759 
SEENON wvesesessesscececsocseee ee ae 1,580 5,440 ste 7,663 
CHRYSLER CORP. 7950 20,943 4,618 4,618 1,018,045 613,047 
BF GIOR  occessesscceseccossnees 300 3,023 72 72 132,727 79,807 
SE iatiectiiisnictinni 650 2,456 56 56 96,897 
SID cccescncecesesecescenessees 2,800 6,566 2,626 2,626 235,430 141,892 
Plymouth. .................... 4,200 8,898 1,864 1,864 552,991 319,448 
FORD MOTOR ............ 26,990 46,624 24,459 45,992 1,684,481 1,175,080 
Continental . iii 15 TED snispsiiinndecns 1,182 
Ford ........ 25,600 35,104 23,262 40,285 1,326,070 949,980 
SIO. < ‘Weverstasovenvasecovenseen 1,050 1,136 1,142 2,929 28,580 36,574 
BUNDY covcncnscescceveesensese 340 10,384 40 2,730 329,831 187,344 
GENERAL MOTORS .. 17,505 12,176 11,549 131,672 3,103,267 2,355,151 
Buick .......... iui 955 6,491 1,217 25,003 638,024 428,268 
IED. istchenicccscomevinensene. aetineints 1,084 5,543 114,209 114,993 
Chevrolet ...................... 13,400 acini 56,180 1,405,505 1,206,329 
Oldsmobile . 1,050 124 5,729 25,475 503,380 345,089 
Pontiac . oe 2,100 4477 4,603 19,471 442,149 260,472 
SPE 6, ecccscsonsiscee 1,272 628 443 543 144,043 67,995 
Packard ..... 628 sieshliien 54,244 13,289 
Studebaker 1,272 443 543 89,799 54,706 
Total Cars, U. S. 56,167 80,371 43,369 190,709 6,089,297 4,289,392 
Revised. apres 


**Totals for 1955 include Kaiser-Willys production. 


***Rambler production prior to the start of the '57 model run was included in Nash and 




















Hudson output. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Total To To 
Oct. 6, Week, Sept. 29, Output, Oct. 8, Oct. 6, 
1956 1955* 1956* Sept. * 1955* 1956 
CHEVROLET 5,800 11,363 303,220 270,035 
DIAMOND T . 120 lil 117 443 4,205 4,032 
DIVCO 60 80 60 228 2,913 2,917 
DODGE 1,300 1,659 1,553 3,743 79,040 67,823 
FORD . 5,500 7,328 6,401 22,343 280,552 236,142 
GMC sm ‘ —— 1,280 146 4,960 79,890 70,349 
INTERNATIONAL ..... 2,545 2,209 2,678 9,356 98,890 106,014 
RELEASE eee 385 404 535 1,478 11,263 14,795 
REO . Sideibaaandinasel 85 117 89 302 4,239 3,032 
STUDEBAKER ....... 60 ee ae 14,227 15,600 
= 345 399 153 1,174 12,213 13,596 
WILLYS ..... eon . 1,460 1,604 1,579 5,470 57,725 47,452 
MISCELLANEOUS*** 48 54 48 178 2,735 1,860 
Total Trucks, U. S..... 19,308 15,245 13,359 61,538 951,112 853,647 
Total Cars, Trucks, 
OE aioe earnteh nie 75475 95,616 56,728 252,247 7,040,409 5,143,039 
Total Cars, Trucks, 
Canada 4,704 6,302 2,457 14,902 376,935 362,534 | 
Grand Total, 


Cars and Trucks, 


Ford, Studebaker Add to Schedules... 





Chevrolet Return Hikes Output 


(Continued from Page 1) 


led General Motors in total output. 
Ford Motor turned out 24,459 cars 
the previous week, with Ford divi- 
sion assembling 23,262 of them. 
* * * 
INCOLN turned out 1,050 cars 
for a slight drop from the 1,142 
units assembled the previous week, 
while Mercury, still in the process 
of assembling dealer-preview 


71,900 | models, turned out 340 units, as 


against only 40 the previous week. 
Continental division was out of 
production last week and most 
likely will not resume assembly 
operations for several weeks, a 
spokesman said. The Continental 
lines have been taken over tem- 
porarily by Lincoln for construc- 
tion of a “backlog” of hardtop 
| models, the spokesman said. 
GM, with Cadillac division still 


Tire Dealers 
Meet Oct. 28-31 


WASHINGTON. — W. W. Marsh, 
executive secretary, National Tire 
Dealers & Retreaders Assn., has 
predicted that its 1956 “Blueprint 
for Profit” convention will be the 
largest in association history. 

The convention will be held in 
Kiel Auditorium, St. Louis, Oct. 28- 
30. Marsh said there will be 150 
exhibits. A number of new items 
| for the shop, warehouse, office and 
| service department will be shown. 





| 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — San Antonio 
|new-car dealers report that both 
new and used-car stocks are lower 
than at this time last year and are 
optimistic that a new era will dawn 
with the new models. 

“Our stocks,” said one dealer, 

“are much lower than they were 
| last year—in fact, they’re a little 
| too low for comfort.” 
This dealer believes that if there 
should be a delay in getting the 
new models or if unable to get 
|more than a few at a time, he 
| might be caught short. 


“We are betting, however,” he 


Mercury Dealers 


U. S. and Canada.... 80,179 101,918 59,185 267,149 7,417,344 5,505,573 | See °57 Models at 





*Revised. 
Drive, Federal, ete. 


Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


N.B.: All U. S. totals include cars and trucks for military orders. 
***autocar, Freightliner and Sterling are included in White totals. 





Conall Calls 


Advertising 


Four-Way Responsibility 


SAVANNAH, Ga. — There is a 
four-way responsibility of dealers, 
manufacturers, media and Better 
Business Bureaus to curb harmful 
advertising and selling practices. 

This was the message in a 
speech made by Frank Yarnall, 
chairman of NADA’s Advertising 
Ethics Committee, before the 
42nd annual conference of the 
Assn. of Better Business Bureaus 
here. 

Declaring that auto advertising 
is much improved as a result of the 
joint NADA-ABBB effort, Yarnall 
Said there still remain shady areas 
of misleading, bait, deceptive and 
unethical copy which must be 
curbed for the good of consumers 
and dealers. 

He condemned highballing, bush- | 
ing and the packing of both retail! 
Prices and finance charges. These ' 
practices create a national problem, 
which is the sum total of all local 
Problems, he said. 

This bad advertising started 
reaching major proportions, Yar- 
nall said, in the fall of 1953. It 
became increasingly worse in 1954 





and there was no letup during 

the first six months of 1955. 

He said that since then there 
has been marked improvement, with 
dealers in many cities establishing 
their own codes with the coopera- 


Miami Preview 


MIAMI. — Some 5,000 Mercury 
dealers and their wives and part- 
ners gathered here over the week- 
end to preview the 1957 Mercury 
and to hear Ford Motor Co. and 
division executives outline plans to 
capture a larger share of* next 
year’s market. 
| The nationwide dealer preview 
|saw the new models displayed in 
'the paddock of Hialeah Race 
| Course. 

Ernest R. Breech, chairman of 
Ford Motor; Benson Ford, chair- 


one of the dealer policy board; L. 


D. Crusoe, executive vice-president, 


tion of their Better Business Bu-| 2m and truck divisions, and F. C. 


reaus. 

These have been strengthened by 
evidences of manufacturer belief 
that if dealers operate within the 
scope of these standards and ethics, 
questionable advertising will cease, 
he added. 

Yarnall urged the BBB execu- 
tives to continue their coopera- 
tion with their local dealer 
groups. He expressed his belief 
that they will continue receptive 
to cooperating with the Bureaus 
and that they will recognize that 
their efforts, time and dollars are 
well invested. 

Yarnall spoke at an advertising 
panel discussion. David C. Corbin, 
vice-chairman of ABBB, presided. 

Other panel members were Ken- 
neth Barnard, president of the Chi- 
cago BBB; Marshall A. Mott, presi- 
dent of the Cleveland BBB, and 
Verner S. Gaggin, general manager 
of the Philadelphia BBB. 








Reith, general manager of Mercury 
division, headed company officials 
at the premiere. 

Vying with more than $1 million 
worth of hand-made, prototype au- 
tomobiles transported to Miami 
from Detroit for the premiere, were 
top stage, screen and TV talent. 
Heading the stage cast as the “can- 
didate” in a politically inspired 
sketch was Jerry Colonna, Singer 
Mildred Hughes, the Mello-Larks 
and the famed Sportsmen quartette, 
stars of television and radio, paced 
the presentation, assisted by a 
Broadway cast of 50. a dancing 
chorus of 24 girls and a 25 piece 
orchestra. Four color motion pic- 
tures showed the new Mercurys in 
action. 

A showing was held Saturday for 
dealers from 32 states comprising 
the Eastern, Central and Western; 
regions. Today (Oct. 8) a repeat | 


performance is to be given for the' 
Midwest and Southern regions. 





Return of Sensible Selling? .. . 
Dealers See New Era | 


| In 1920, Mr. Cooke left Pierce-Arrow to 


said, 


out of production and Buick, 
Oldsmobile and Pontiac building 
primarily on the West Coast, 
turned out 17,505 cars last week, 
compared with 11,549 a week 
earlier. 

The corporation’s improvement 
over the previous week resulted 
mostly from the production of 13,- 
400 cars by Chevrolet. The division 
had been down for changeovers the 
previous week. 

* * + 

| yong turned out only 955 cars 

last week, compared with 1,217 
a week earlier; Oldsmobile dropped 
from 5,729 to 1,050, and Pontiac 
slipped from 4,603 to 1,272. Buick 
and Oldsmobile produced only at its 
South Gate (Calif.) plant, while 
Pontiac built two days at its home 
plant and five days at the West 
Coast plant. 

All three divisions are expected 
to close out ’56-model output 
Wednesday (Oct. 10) at South Gate. 

Chrysler Corp. assembled 7,950 
cars last week, compared with 4,- 
618 in the final week of Septem- 
ber, but was still far below its 
normal output level, 

Plymouth upped its projections 
from 1,864 units a week earlier to 
4,200 last week; Dodge jumped from 
2,626 to 2,800; DeSoto hiked its 
output from 56 to 650, and Chrysler 
division jumped from 72 to 300 
units. 

* = * 

TUDEBAKER turned out 1,272 

cars last week for a 829-unit in- 


| cage manufacturer. 





“on enough new models to 
meet the demand.” 

“This year’s hearings in Washing- 
ton,” said another dealer, “plus the} 
passage of the O'Mahoney bill have} 
created a different factory-dealer | 
atmosphere.” 


He said the factories, which ap- , 
parently had forgotten that | 
dealers are their customers, have | 
now “come down to earth” and | 
are a lot more willing to give 
dealers a chance. 


“It (the factory) has realized) 
that it can profit only when its 
dealers profit,” he said, “and the| 
result is sure of a more pleasant) 
ne and better sales for 
oth.” 


The dealer believes that with cut- 
backs this year, changeovers to} 
new models coming and a reduc-| 
tion of high pressure methods, 
dealers will sell just as many cars| 
as in 1955. | 


“And what is more,” he said, 
“they will make a profit out of 
them.” 


A third dealer was asked about| 
the O’Mahoney act. “I doubt if 
there will be any need to invoke) 
it,” he said. “The very fact that it) 
exists will serve as a curb on high-| 
pressure methods. And I hope it! 
eventually will bring about a re-| 
turn to more sensible selling meth- 
ods.” 


In his view, if there is no point} 
in breaking sales records each 
month, fewer dealers will be in- 
clined to try it by using “blitz”! 
techniques. 


Show Stopper 
Which 4 of ’40 Show 
Are Missing? 
Want to win a quick bet? 
Ask your friends to name four 


makes of passenger cars displayed 
at the 1940 National Automobile 
Show that won’t be there this year. 

The answer is Thomas Flyer, 
Duryea, DeBion-Bouton and Auto-| 
car. 





The catch? They were in a 
special display of antiques. 

Correction 

JEFFERSON CITY, Mo. An| 


item in the Sept. 24 issue of AuTo-| 
Motive News referred erroneously’ 
to the former ownership of Clayton 
Ford. George Sutton has owned the 
firm for several years. 


crease over the previous week’s 443 
units. 

American Motors, with Rambler 
accounting for nearly 70 percent 
of its cars, produced 2,450 units 
last week, compared with 2,300 a 
week earlier. 

Rambler was up from 1,580 to 
1,683; Nash jumped from 393 to 419, 
and Hudson increased its projec- 
tions from 327 to 348 units. 

* ad * 

1 output, with Chevrolet 

and Studebaker both back in 
production, totalled 19,308 units. 
That was a 44.5 percent improve- 
ment over the previous week’s 13,- 
359 trucks and 26.7 percent above 
the same week a year ago, when 
the industry turned out 15,245 units. 

Truck output in September to- 
talled 61,538 units, compared with 
90,372 in August. 

Canadian output amounted to 4,- 
704 units last week. The previous 
week saw the makers turn out 2,- 
457 vehicles. 





Obituaries 


Edward A. Selkirk 

BUFFALO.—Edward A. Selkirk, 80, pio- 
neer auto body manufacturer, died here 
Sept. 29. He retired some years ago as 
president of American Body Co., which he 
founded 40 years ago. The plant made auto 
bodies for 
Franklin. 


Thomas, Pierce-Arrow and 


* * * 


George W. Cooke 

BUFFALO.—George W. Cooke, 87, gen- 
eral superintendent of the former Pierce- 
Arrow Motor Car Co. here and who de- 
signed and supervised construction of the 
Pierce-Arrow plant, died Sept. 27. Mr. 
Cooke joined the company in the late 1890's 
when it was George M. Pierce Co., a bird 
The company added 
bicycles and Mr. Cooke is credited with 
having designed the first chainless bicycle. 


become general superintendent of J. H. 
Cunningham Co., Rochester (N. Y.) sports 


| car manufacturers, He retired in 1930. 


* 


Roy M, ld 
CANTON, O.—Roy M,. Harpold, 66, who 
operated Harpold Motors, Inc, (Ford), in 
Canton for 30 years before his retirement 
in May, is dead. 
* 


* * 


M. Davis 
RICHMOND, Mo. — Harry M. Davis, 
sportsman and former owner of motor car 


dealerships in Missouri and Kansas, is 
| dead at 89. 
* * * 
Pierce J. Fleming 
BUFFALO.—Pierce J. Fleming, 70, died 


Sept. 27 in Buffalo General Hospital. Mr. 
Fleming formerly was zone manager of 
GMC Truck & Coach, and at the time of 
his death was associated with Masaba 
Service & Supply Co., Hibbings, Minn. He 
had also been, until about two years ago, 


| vice-president of Mack Trucks, 


* * * 


William B. Robertson 

HARLAN, Ky.—William B. Robertson, 
60, local automobile dealer, died Sept. 24 
after surgery. Mr. Robertson began his 
auto career in the parts department of a 
local dealer then later worked as a sales- 
man before entering his own business. 

* * * 


Edward Brisk Jr. 
BUFFALO.—Edward Brisk jr., 49, re- 
tired auto dealer, died Sept. 25 in Miami 
Beach, Fla. He operated the former Auto 
Finance Sales here from 1934 until retire- 
ment in 1954. 
* * * 


Ralph Blackett 
COFFEYVILLE, Kans.—Ralph Blackett, 
49, owner of Blackett Motor Co. (Chrysler- 
Plymouth) here, was killed in an auto ac- 
cident Sept. 27. 
* * 


E, J. Hunt 
DETROIT.—E. J. Hunt, 63, who started 
in the auto industry when he was 18 and 
became a Maxwell foreman at 22, died 
Sept. 29 in Port Huron. Mr. Hunt retired 
in 1949 and was the first man to earn the 
Army-Navy ‘‘E’’ award for wartime pro- 
duction. His honor came for organizing the 

Chrysler Tank Arsenal here. 

* * * 


Ralph E. Moorhead 

MANSFIELD, O.—Ralph E. Moorhead, 
owner of R. E. Moorhead & Son (Ford), 
died Sept. 8 at the age of 65. He was a 
former president of the Ohio Automobile 
Dealers Assn, and the Richland County 
Automobile Dealers Assn. 

* * * 


Laurence E, Oldham 
COLUMBUS, O.—Laurence E. Oldham, 
executive manager of the Stark County 
(Canton) Automobile Dealers Assn., died 
Sept. 14 after a coronary attack. He was 
60. 
* * * 


William F. Maybury 
PONTIAC. — William F, Maybury, 65, 
former GMC comptroller, died in Detroit 
Sept. 24. Mr. Maybury retired in 1950 after 
34 years with GMC. He had long been 


| prominent in civic affairs in this area, 


* * * 


Elmo Robinette 
HARLAN, Ky. The death Sept. 31 of 
Elmo Robinette, 36, auto dealershio sales 
manager. has been attributed to the sting 
of a yellow jacket. Mr. Robinette was sit- 
ting on his porch when the insect entered 
his mouth and stung him under the tongue 
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Stainless-Steel First 


Radiator Parts on °57 Represent 4-Year Research, 


Say Ludlum 


PITTSBURGH. — Some new au- 
tomobiles will be sporting stainless 
steel radiator parts for 1957. 

This is the first time that this 

metal will be used for radiator 
service parts and follows four 
years of research, according to 
McCord Corp., the manufacturer, 
and Ludlum Allegheny Steel 
Corp., the supplier. 

The top and bottom tanks and 


* * * 





Stainless Steel Entry— 


Phyllis Jakeway, a secretary at Al- 
legheny Ludium Steel Corp., supplier of 
the metal, holds some new radiator parts 
made of stainless steel, manufactured by 
McCord Corp. Ludium said these are the 
first such parts made of stainless steel. 
They are the top and bottom tanks and 
baffle plate. 


and McCord 


baffle plate can now successfully 
be made of stainless steel, the firms 
said. 


Attempts to get readily available | 


materials for radiator parts have 


|been going on for years without! 


much success until stainless steel, 
the companies said. 

Primarily it was dependence on 
a hard-to-get-metal that other 
materials were sought for radiator 


‘ parts. 


During this search numerous 
materials were tested and found 
| to be inadequate for one reason 
or another, 

L. L, Hunt, McCord chief engi- 
|neer, said that McCord was at- 


would act as a substitute but in- 
stead found an alternate material 
equally as good with the added ad- 
| vantage of being available. 
| The use of stainless steel parts 
lon the radiator will reduce the 
overall cost of the radiator. This is 
a fact said to be not lightly taken 
by automobile manufacturers. 
Approximately two pounds of 








Strong Heads Dealers 


‘In W. Palm Beach 


| WEST PALM BEACH, Fila. 
Bruce Strong, a Chrysler-Plymouth 
|dealer, has been elected president 
of the Automobile Dealers Assn, of 
| West Palm Beach. 

Doug Stewart (Pontiac) is vice- 
president, and Fred O. Dickinson 
jr. is secretary-treasurer. The 
group's executive committee is com- 
posed of the officers, Charles W. 
Schooley (Cadillac), retiring presi- 
dent, and Ed Bussey (foreign cars.) 
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WANT AD DEPT 


HELP WANTED 


WANTED — TOP FLIGHT new car sales 
manager. Age 30 to 40. Capable of hiring. 
training, and supervising a hard-hitting 
sales organization for a GM dealership 
handling 350 to 500 new cars per year in 





the midwest. Salary open. State full 
qualifications in your letter of applica- 
tion. Box 6473, c/o Automotive News, 


Detroit 26. 


perience. We want to 
parts manager. Must be sharp and in«dus- 
trious. Ability to advance is more impor- 
tant than experience. Also need tune-up 
man, Richland is on Columbia and Yak- 
ima rivers, Fine climate—hunting, fish- 
ing. Paid vacations, insurance, security 
Salary plus bonus. Complete resume first 
letter. Anderson Motors, Chrysler-Plym- 
outh, Richland, Wash. 


WANTED—SERVICE MANAGER to as- 
sume full responsibility of shop with 
modern facilities, fourteen mechanics. 
Dodge-Plymouth agency in town of 35,000, 
close to Pittsburgh, Pa, Good salary. 
profit sharing and other assurance plans 
for capable man. Promising future. Write 
for personal! interview stating all experi- 


promote you to 





ence and references. Enclose snapshot. 
Box 6510, c/o Automotive News, Detroit 
26. 


USED CAR SALES MANAGER wanted by 
progressive Ohio Valley dealer selling one 
of ‘‘Big Three.’’ Must be able to or- 


ganize and supervise ‘‘Top Notch’’ sales | 


force. We are presently selling over 100 
cars per month. City over 60,000 popula- 
tion. Salary and bonus for 
over $10,000. In reply, 
resume. Box 6511, c/o 
Detroit 26. 

WANTED—NEW CAR sales manager, age 
30 to 40, to take full responsibility of 
hiring, training and supervising sales 
force of GM dealer in Great Lakes area 
with annual market potential of 10,000 
cars. Must be a hard hitter with proven 
background and capable of immediate re- 
sults. Salary open, Send full 
tions, small picture, and past business 
record and history to Box 6520, c/o Au- 
tomotive News, Detroit 26. 


OFFICE AND BUSINESS manager. Dodge- 


give 10 years’ 


Plymouth, 1,060 new car dealership, lo- 
cated in western Pennsylvania. Must 
know all phases of operation, daily con- 


trol. Prefer man in late 20's or 30's for 
permanent position with a future. Send 
complete resume. Box 6519, c/o Automo- 
tive News, Detroit 26. 


MECHANICS FOR OLD established south- 


ern California dealership. Must have 
Studebaker or Packard experience. Pay 
40% eof $6.00 hourly labor rate. High 
earnings. Exceilent working conditions, 
paid vacations, benefits. Box 6490, c/o 
Automotive News, Detroit 26. 
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SALESMAN WANTED 


Extra Money for Your Extra Time 


A good proposition for the active or retired 
salesman having time to make a few calls on 
automobile dealers. No investment required. 
Write, giving experience to Box 6533, c/o 
Automotive News, Detroit 26. 








AUTO SERVICE MANAGER 


Large General Motors dealer in Philadelphia 
requires the services of an experienced man 
with executive ability, capable of supervising 
present staff to improve and increase volume 
operation. Knowledge of mechanical and all 
phases of auto repairs. Well equipped shop, 
recently renovated. Must be aggressive, am- 
bitious and able to efficiently handle com- 
plete operation with the view of increasing 
volume and maintaining satisfactory customer 
relationship. Salary commensurate with ability. 
All replies confidential. Write Box 6534, c/o 
Automotive News, Detroit 26. 





ACCOUNTANT-OFFICE MANAGER, Ten 
years automobile dealership. Broad knowl- 
edge of accounting procedure, office man- 


agement, credits and collections, Loyal, 
trustworthy and dependable, Available 
immediately. Box 6491, c/o Automotive 
News, Detroit 26. 


TRUCK MANAGER-—Wholesale or retail. 
Also would consider good retail sales 
connection on heavy trucks, 20 years’ ex- 
perience. I have an abundance of experi- 
ence in all phases of the truck business 
and am free to locate anywhere at this 
time. M. G. Dermody, Apt. 21, 561 Tech- 
wood Dr., Atlanta, Ga, Phone TR. 5-6937. 

SERVICE MANAGER. 20 years’ experi- 
ence in all phases of service operation. 
Married, do not drink and devoted to the 
auto business. Have highest recommenda- 


tions, will relocate, Southwest preferred. 
Box 6502, c/o Automotive News, Detroit 
26. 


insertion for 
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stainless steel will be used in.each 
radiator, One manufacturer has 
allotted 10 percent of production. on 
one car to stainless steel radiator 


parts. The outlook for the 1958 
auto models is said to be even 
better. In 1955, there were about 


10,000,000 automotive radiators 
made. 

The new radiator parts are 
made of type 430, a straight 
chromium: grade. There is no | 
nickel, itself on the critical list, 
in this type. 

Radiator components of stainless 
steel have been tested as to cor- 
rosion resistance, strength, work- | 
ability, and speed of fabrication and 
found to he as good as any material 
used, | 


Water from various parts of the| 


| country was tested on the parts. In| 
| all corrosion tests the stainless steel | 


tempting to get a material that} 


of the nation's automotive industry. 
INSERTION 
INSERTION REQUIRED. Ads 


SSP Sea 
upplied 
2666 PENOBSCOT BUILDING, DETROIT 26, MICH 











was found to be as good or better 
than the material previously used 
McCord said. 


New Snow Tires 
Introduced by 


Firestone, General 


AKRON. New snow tires have 
been introduced by General Tire 
& Rubber Co. and Firestone Tire 
& Rubber Co. 

The General unit is a 14-inch} 
version of the company’s Winter- | 
Cleat tire which will continue to be 
available in 15 and 16-inch sizes. 

Firestone calls its new model a 
“triple-action-t raction” Town & 


Country tire. It also will be pro- | 
duced in the new 14-inch size. 
General claimed “guaranteed 


traction” tor its snow tire, and is 
promoting the slogan, “You go in 
snow, or we pay the tow.” 
Firestone is billing its new unit 
as the tire with “built-in peace of 
mind” for driving on snow or ice. 


POSITION WANTED ADS, 


may be signed with full name 


use of a box number. Replies to | 


CLOSING: 


upon request 





POSITION WANTED / 

GENERAL MANAGER CAN take complete 
charge of any size dealership. Past eight 
years have managed Lincoln-Mercury | 
dealerships handling 300 to 1,500 cars| 
per year; also successfully managed large | 
Kaiser-Frazer distributorship Excellent | 
references, Results guaranteed. James W. | 
Berg, 163 Seabreeze, Palm Beach, Fla 
Phone Temple 2-()252. 


ACCOUNTANT - OFFICE MANAGER. 
36, thoroughly familiar GM 
system 13 years’ experience with dual 
deal. Trustworthy, loyal, excellent refer- 
ences. Wish to relocate in Florida. Box 


6525. c/o Automotive News, Detroit 26. 


Age 
accounting 






SERVICE MANAGER WITH 
and administrative ability 
locate in Florida. 20 
marréed with family. Desires opportunity 
of a work and buy-in proposition. Best 
of references can be furnished as to abil- 


mechanical 
would like to 
years’ experience, 


ity and character, Interested in perma- 
nent change only. Reply Box 6521, c/o| 
Automotive News, Detroit 26. 


GENERAL 
MANAGER 


Former dealer and general manager with 
proven record of accomplishment inter- 
ested in buy-out plan—500 to 1,000 units. 
40, married, two children. Will relocate 
anywhere proper opportunity presents. 
Thoroughly grounded in volume operation 
metropolitan area plus factory experience. 
Excellent references from industry's top 
men. Available immediately. 


Box 6495, c/o Automotive News, 
Detroit 26. 


FOR FORD OR CHEVROLET DEALER 
DESIROUS OF TURNING GENERAL 
MANAGEMENT OF BUSINESS OVER) 


| TO HIGH-TYPE, COMPETENT MAN | 


ON BUY-IN BASIS OUT OF BONUS. 


Unusually strong qualifications as proven vol- 
ume retail operator. Also, added background 
of completely integrated experience with na- 
tional retail automotive counseling service. 
College graduate, married, 36, references 
from outstanding automotive sources. Major 
assets: Sales direction, overall leadership, 
expense control and a profit plan that will 
pinpoint dealership's strength and weaknesses 
daily. Box 6516, c/o Automotive News, De- 
troit 26. 





| DEALERSHIP AVAILABLE, handling GM’s 





POSITION WANTED 








DEALERSHIPS AVAILABLI 





OFFICE MANAGER, 13 years’ experience,| YOU WANT A DEALERSHIP? W ‘why 
college graduate; knowledge all phases of spend your own time and money inting 
operation, daily operating controls, Pre- and investigating numerous deal: whey 
fer N. Y. or N. J, Box 6522, c/o Auto-| we will do so for you without ch: :ge op 
motive News, Detroit 26. obligation? We will screen out dea's that 

FORMER CAR DEALER wants work in| YOU would not want. We conces’ your 
Florida, if possible, All around experi-| identity until the right deal is av: ilable, 
ence. Highest references as to character and then only with your consent. We’ 
and ability. Top service sales background, CVGH APTANES SOUSCES of financing ora 
Would like to make contacts to discuss| >UY-in deal whereby you pay out o° your 
available opportunities, Box 6504, c/o share of profits. Write in for form: with 
Automotive News. Detroit 26. ’ | which to get on file with us, Autoinotive 

nn - Enterprises, 10600 Puritan Ave., | 'etroit 

MANAGER-CONTROLLER. Mature, ag- 38, Mich. 
gressive, top flight executive, ‘‘Big 2’' | — —— 


background, sound knowledge all dealer-| DEALERSHIP HANDLING FORD — 259 





ship functions, heavy experience in| unit potential. Service station ha dling 
finance, accounting. cost control and Pure Oil Co, products in conjunction, 
modern profit building techniques. If Located 20 miles east of Cincinnati, Ohio, 
interested in organized team work and in an expanding community, $20,000 will 
above average profits, this could be the buy merchandise and equipment. Will 
man’ you are looking for. Prefer eastern| sell property or lease. Immediate occu- 
states but will relocate, Box 6523, c/o pancy. Wire or call George F. Howard, 
Automotive News. Detroit 26 Howard Auto Sales, Loveland, Ohio, 
; SNERAL MANAGER, | Outstanding, dy- Phone Normandy 5-4802. 

namic, young executive. 33, married with AGENCY HANDLING OLDSMOBILE Cen- 
over 10 years of top general and sales tral Wisconsin county seat—40,000, Sell- 
management experience with “Big Three ing 200/250 new, Complete with 4 hoists 
on a very successful basis, Unbroken automatic gas heat, air condit ned, 
ee of increasing sales and profits in signs, paint booth, body shop, frame ma. 
all his associations. Capable public chine, 4 closing offices, downtown |oca- 
speaker, aggressive, intelligent leader and tion. Favorable lease, Everything top 
. oyal Pe ovcneae. Os SURE enon policies. shape and complete ready to go. Write 
Experience covers domestic and export Box 6531, c/o Automotive News, Detroit 
markets directing volume operations suc- 26 


cessfully under the most competitive con- _ 
ditions, Speaks Spanish fluently and has| 200 TO 250 NEW-CAR DEAL handling 


traveled throughout Central and South Lincoln-Mercury—city on the’ southern 
America, Qualified by successful general} coast of Florida, Excellent lease and 
management experience to direct the! facilities. Will sell for inventory of parts, 
overall activities or a major segment of tools and equipment, No used cars. Must 
a corporation seeking a demonstrated qualify with factory, Box 6532, c/o Auto. 
executive. Opportunity will determine lo- motive News, Detroit 26. 
cation, Traveling no hindrance, Compen- 2 7 . ; - <a a aie 
sation desired $25.000 annually plus DEALERSHIP NOW HANDLING Rambler 
other benefits but all compensation will in the city of Milwaukee, Excellent loca- 
be geared to profit and sales goals. Box tion, established many years. Building 
6524, c/o Automotive News, Detroit 26.| @n used car lot eg oy pe 
ry vaT ; Ile ree > = square feet, ample space or parking. 
ACC ol NTANT-OFFICE MANAGER. Young Parts and equipment reduced to ou 
lady, 38, with 10 years’ experience in all $20,000, Rental $500 per month, This is 
phases of Genera! Motors accounting sys- an excellent opportunity to get into a 
nate seeks to relocate. Prefer southern going business easy. Owner retiring for 
alifornia or southeastern Florida but health reasons, Write Fonda Motor Sales, 
will consider other locations. Box 6529, Inc., 9245 W. Fond Du Lac Ave., Mil- 
7 c/o Automotive News, Detroit 26. waukee 16, Wis, Flagstone 3-8000. 


DEALERSHIPS AVAILABLE DEALERSHIP HANDLING  Dodge-Plym- 
outh trucks, in New Jersey 


and Located 


most popular car Oldsmobile, within prosperous Delaware Valley north of 
reach of factory. Well equipped with all Philadelphia, Potential 125 units. Excel- 
machine tools and equipment. Handled lent residential district. Will lease prop- 
better than 300 cars in 1955, Used car erty or sell. Box 6530, c/o Automotive 
lot next to building. Will sell all or part. News, Detroit 26. 
. ra ae onan ae 
Automotive heen Doiron 26. ©°/°| FOR SALE—DUE TO retirement. Dealer- 
ship handling Chevrolet and Oldsmobile, 

DEALERSHIP HANDLING  Studebaker- Parts and equipment, Thermopolis, Wyo, 
Packard—100 car potential, Equipment | Six vears left on building lease. Pur- 
available on contract. Good lease, low chaser must qualify with Chevrolet, Con- 
rent, profitable service operation. Second tact Porter Chopping, Phone Thermopolis 
largest industrial payroll in state. Van 606 or 742. Phone Riverton UL6-3855 or 
Pelt Motors, Bremerton, Wash. UL6-2201. 

NEW CAR AGENCY handling Chrysler . Re ANTE 
products —- DeSoto-Plymouth, Located in | —— DEALERSHIP WANTED J 
North Hollywood in San Fernando Val- | EXPERIENCED AUTO MAN with substan- 
ley, Calif. Selling 400 new cars and 900 tial capital desires acquiring big 3 dealer- 
used cars a year. Approximately $20,000 ship within 50 miles of New York. Reply 
to handle. Write 7104 Vanscoy, North in strict confidence. Box 6518, c/o Auto- 


Hollywood, Calif. 


motive News, Detroit 26. 


HELP WANTED 


UNUSUAL OPPORTUNITY 
for 
NEW-CAR AUTOMOBILE SALESMAN 


Outstanding manufacturer of Special Purpose Packaging Machinery with 
tremendous 


market potential requires aggressive, capable, part-time sales 


representation in several choice territories. Leads furnished. Distribution through 
established jobbers. 


Excellent opportunity to augment your present income. Earnings are Salary and 
Commission. Full-time, permanent opportunities also available with earnings 
above $10,000 per year—substantial draw and commission. 


If you are qualified and interested, reply fully giving background, experience, 
etc. Personal interviews will be arranged in your city as soon as possible. 
Write Box No. 6527 ¢/o Automotive News, Detroit 26. 





FIELD SERVICE MANAGERS 


Excellent opportunity for growth and advancement in Chrysler's Export Divi- 
sion for men interested in overseas assignment. Must have a minimum of two 
years in field service work or dealer service management with a general 
knowledge of mechanical engineering. Some of these positions require the 
ability to speak and write fluently the Spanish, Portuguese or French language. 
Please submit a complete resume including education, experience and salary 


requirements. Box 6536, c/o Automotive News, Detroit 26. 





FINANCE MEN 


Rapidly expanding national finance company needs: 


DISTRICT MANAGERS 
OFFICE MANAGERS 


Requires men with recognized finance company experience and 
a successful record in soliciting dealer accounts, and/or 
approving credit and supervising office staff. 


Company well established for over a quarter century. 
Multiple benefits include profit-sharing, non-contributory pension 
plan, and liberal insurance coverages. 


Progress assured to qualified persons. 


Write in strict confidence for personal interview giving complete 
personal information and employment history. 


Box 6486, c/o Automotive News, Detroit 26. 
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DEALERSHIPS WANTED DEALER SERVICES 
<qY DIVISION OF BIG THREE, Have FREE BUSINESS GIFT, advertising nov- 
AN ._pproval, Replies in strict confi- elty catalog. Ideal Specialties, Inc., 1133 





ry 
i esire minimum 350 units an-| Broadway, New York, N, Y. 
nually. ve particulars in reply. Box! 
6515, ¢ Automotive News, Detroit 26. 
GM OR FORD IN central states or south | KEY CASES 
300 to 750 car potential. | 


— sae i 1 $250,000 to 
rty years’ experience anc 5 ‘ 
canes. Factory approval assured. Strictly The Key to Repeat Business 
confidential. Box 6514, c/o Automotive | Send for FREE personalized sample case and 
News, Detroit 260000 | literature. Save by buying direct from mfg. 
GM DEA! ERSHIP IN” CALIFORNIA or| Keep your name in front—and stay in front. 


Arizona with 300-500 potential. Cash and | 37 Hillside Avenue 
ad - sells 





approva! available. Absolutely confiden- HILLSIDE, ILLINOIS 
tial, Box 6526, c/o Automotive News, | 
Detroit 26 = 


BUSINESS OPPORTUNITIES 
AVAILABLE GARAGE BUILDING 


DEALER SERVICES 


EXPERIENCED AUTO AUCTIONEERS and 


available to liquidate your entire dealer- equipment suitable for new car dealership 
ship, equipment, parts and automobiles. or implement business. Has showroom, 
Write. wire, phone. Associated Auc-| aS pumps, modern equipment. | Building 
tioneers 1758 State St., Schenectady, can be leased or purchased, Equipment 
N. Y, Phone DI 6-6666. can be purchased very reasonably. Prop- 


erty located at Delta, Ohio. For further | 
information, see Dale Garnsey at Garnsey 
Auto Sales, 517 S. Main, Swanton, Ohio. | 


ee ——E—eeeeeeeeeeee 
Inventory Service 





: . * BUY GOVERNMENT SURPLUS. Jeeps; | 

Buying or Selling a Dealership trucks; boats; aircrafts; LST’s; tractors; 
. : 

e trailers; automotive supplies; shop equip- 

& Buy Right p Sell Right ment. Direct from U. 8S. Government 

Parts—Accessories—Equipment depots. List and procedure—$1. Brody, | 

Box S AU, Sunnyside 4, N. Y. | 


e © A disinterested certified physical 
Inventory will save you money @ ®@ 
DON’T GUESS—BE SURE 
Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 


Distributorships Open 
FOR THE QUALITY 
CADILLAC LINE OF 
FUNERAL COACHES 
AND AMBULANCES 
Territory 1 


States of KANSAS, OKLAHOMA ond 
MISSOURI 








AAA DRIVEAWAY, INC. 
CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 
343 S. Dearborn WeEbster 9-2364 


Territory 2 
State of VIRGINIA, and the 
EASTERN HALF OF NORTH CAROLINA 








Territory 3 
THE NEW ENGLAND STATES of 
VERMONT, MAINE, MASSACHUSETTS, 
RHODE ISLAND, CONNECTICUT, and 
NEW HAMPSHIRE 


By Old Established Manufacturer 


Profitable proposition to reliable dis- 
tributors who are interested in earning 
and being the 5-figure salary 
bracket per yeor. Our factory repre- 
sentative will help organize. 


G.M.A.C. Finance Available 
Write Box 6528, c/o Automotive 
News, Detroit 26. Michigan 


New Book Tells How To 
INCREASE ADVERTISING 
EFFECTIVENESS 50° to 200% 
“MONEY MAKING USED CAR ADVERTIS- 
ING" by 
guidance on all phases of used car adver- 
tising. Money making ideas on how to sell 


Wakeman. Complete, practical 


more used cars, make more profit. Based = 
on years of research and testing. Price 
$995. SPECIAL PRE-PUBLICATION PRICE 
IF ORDERED NOW $7.50. TEN DAY FREE 
EXAMINATION. Send order to: Gilbert 


Press 1351A Post Street, San Francisco. 








DEALERSHIPS AVAILABLE 


DEALERS WANTED 


A division of one of the “Big 3° is now entertaining applications for the ap- 


pointment of dealers from coast te coast, to sell what we believe the public 


will decree the most beautiful and most wanted car in America. If you are 


looking for a profit-making opportunity such as this, write now. Give full in 


formation in first letter as it will determine whether or not a representative 


will call on you. Regardless of present connections, your letter will be held 


completely confidential. Get in on the ground floor for your greatest profit op 


portunity. Box 6535, c/o Automotive News, Detroit 26 





BUSINESS OPPORTUNITIES 













IS THE TIGHT MONEY MARKET 
RESTRICTING YOUR EXPANSION? 


We Will Purchase 
Company Owned Cars, Trucks or 
















Materials Handling Equipment 


For cash—and lease back. This will furnish you immediate 
capital and relief from the responsibilities of maintaining your 
transportation equipment. Such a program permits your con- 
tinuing expansion in sales, product development and _ plant 


capacity—with no effect on your credit lines. 


Write or call - Henry B. Tippie, Vice President-Treasurer 


ROLLINS FLEET LEASING 


Nation-wide Transportation Leasing Service 


In Canada: Rollins Leasing of Canada, Ltd. 
14th & Union Streets Wilmington, Delaware 


Telephone—Olympia 6-5401 









CARS FOR SALE 


OPPORTUNITY 
USED CARS 


AND 


EX-TAXIS 


FORD * PLYM* CHEV. 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 
ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS, INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Bivd., ~~ © 


ST 6-3300 


H, CHARTERS A, H. AUSTIN 






Long Island City, 


CARS WANTED 


CARS WANTE 


We want to buy new cars of all makes 
in quantity from dealers throughout 
U. S. Our 1957 buying program is 
about to start. Dealers who desire to 
participate—telegram or call: 


William Magee 


Director of Purchasing 


ROLLINS FLEET LEASING 
Wilmington, Delaware 
Phone: Olympia 6-5401 


Highest Prices Paid 
For Good Grade 
Used Cars ... Lease Cars 


Fleet Cars ... Rental Cars 


Any Quantity 
Al Schwartz, Inc. 


2332 Saw Mill Run TUxedo 2-8200 


4911 Baum Bivd 


Pittsburgh, Pa 


MUseum |-1204 





PARTS FOR SALE 

NASH PARTS INVENTORY for sale. Com- 
plete and well balanced, Willing to sacri- 
fice. Reply to Box 6485, c/o Automotive 
News, Detroit 26 

FOR SALE GENUINE Dodge-Plymouth 
parts on inventory control cards Retail! 
value 86.000. Sacrifice for $500. Write or 
call Serro Motor Sales, Irwin, Pa UNder- 


33407 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50°. DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


PARTS WANTED 


FORD AND CHEVROLET parts wanted 
Dealers overstock ur obsolete parts 
bought for cash. Sen! stock lists to B 
Freeman Auto Parts, 192 Main St Fort 
lee N_ J 





ENGINES WANTED 


FOR SOUTH AFRICA 
Ford V8 Mercury 1949 Upwards Used Short 
Block Assemblies 
These short block assemblies must be in such 
condition that the cylinders will rebore to 
020°’ oversize or a maximum oversize of .030" 
thou. Crankshaft journals to be able to be 
reground to within .030°' thou. of standard 
size. Reconditioned engines and engines that 
have previously been rebored or resieeved 
and now again require reconditioning are not 
required. Reply stating quantities available 
and F.O.B. price to 
MIKE APPEL MOTOR CO. LTD. 

P. O. Box 3648 Johannesburg, S. A 





TRUCKS FOR SALE 

CAR HAULING TRAILERS and 
for sale. We have for sale a n 
tractors and trailers that ure excellent 
the movement four cars four 
trucks or mixed We are willing to 
icrifice for quick May be seen at 
586 S. Bivad. E., Mich, Address 
inquiries and/or Fleet (Carrier 
Corp., Box 36 Mich., or call 
Federal 5-6125, 


tractors 
imber of 





for of 
loads 
sale, 
Pontiac 
offers to 
Pontiac, 

















JOHN BEAN FRAME master Model D-48 





TRUCKS FOR SALE 


AUTO TRANSPORT. 1954 Chevrolet cab 
over, 261 motor, 2—fifty-five gallon sad- 
die tanks, Stewart-Warner tachometer, 
radio, heater, west coast mirrors. 1946 
Whitehead-Kales trailer converted to han- 
die 4 cars of any kind. This rig is in 
excellent condition. Overall length under 


MISCELLANEOUS 


BEST BY TEST 


45’. $2,450. Call, write or wire Central BLUE 2 CHIP 
Auto Exchange, 5300 Central E., Albu- 
querque, N. M, Phone 6-3541,. 


OFFICE EQUIPMENT FOR SALE 


TOW-PILOT 


FORMER CAR DEALER wants to sell his 
bookkeeping machines, National cash reg- 


ister accounts receivable unit and file WITH LUBRICATED 
and custom National cash register de- 
signed around dealer statement. Records 
all sales, used car purchases, bank de- AUTOMATIC BRAKE 
posits, difference money on car trades. 


& GUIDE CABLES 


Saved us $5,000 a year in salary money 
alone. Instant delivery on tape of daily | 
operating control figures at any time. 
Two copies at end of month of all totals, | 





MEETS ALL I.C.C. 
REQUIREMENTS 


Counts and records all transactions. Adds 
each work order item, certifies and dis- 
tributes on tape. Delivers receipts and 


paid out slips. Any or all totals can be 
recorded on separate slips for department | 


checking at any time. Sample tape on| 

request. Unit gives razor sharp control | . 

of new car trading and used car buying|§ ° Only one chain lock bolt attaches 
transactions. Nearly new, still under | coupling head. 

service policy. Very easy to operate. Will! e 

pay for itself in six months. Wire © Four clamps to fit 98% of all cars, 


or) 


write H. R. Sivers, Fulton, N. Y. plus 2 large adaptor clamps are 


included with each unit. 
Tubular Steel V Arms Adjust up to 
44" spread. 


SHOP EQUIPMENT FOR SALE 

FOR SALE—1 NO. DA300T Binks spray 
booth, complete with weather canopy and | 
rain guard, also bake oven optional. Out- | 
fit practically new. Phone or write Red- 
fearn Motor Co., Ford 
8. Car. 


Padded Coupling Heads to Protect 


Bumpers. 


Dealer, Camden, 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


Less Guide Cables 
$52.35 


CLAYTON DYNAMOMETER, model C 41 
with tune-up instruments— S895. Cincin- 
nati time clock. 849.50. Bridgeport Equip- 
ment Co., Bridgeport, Neb. 


Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


with tools. Complete frame straightener 
ind front end aligner in one convenient a e 
unit. Not used since recent rebuilding 
Worth 84,000. Make offer. Park Circle 
Motor Co., Baltimore 15, Md GUIDE CABLES 
Sciecmimatenmniniceata DEALERS’ SPECIAL (F.0.B. Factory Net) 
MISCELLANEOUS 
, ese eee eee — $9.90 = Fed. Tax included 
| 3-PLY CONVERTIBLE TOPS, $18.75. Head- 


linings, $12.50. Willys Jeep tops, $72.20 7: * 
'.-ton truck canvas with bow assembly, 

S70.06 Heavy gauge clear plastic seat 

covers, $13.50. Free catalog. Big Buck THE FAMOUS 
307 Cambridge, Boston 14, Mass 


MOTO-MATIC 
TOW - GUIDE 


WITH UNIVERSAL 
(WRIST) ACTION. 
Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.0.B. Factory Net) 


$44.85 Fed. Tox Included 


Meets 1.C.C. Strength Requirements 


& a 
Liberal 


Quantity Discounts 


To Distributors 
* e . 
Write for Illustrated C.1talog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


‘Leaders in the Industry 
Since 1939"" 
£ * 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


599 Yonge St. 
TORONTO 10, ONTARIO 


Automatic BrakinG 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 


MEETS ALL I.C.C. 
REQUIREMENTS 
With Brake Hook-Up § 45 

Less Guide Cables 51 


TOW-KING 


Hecht _. "49" 


Meets 1.C.C. Strength Requirements 
QUICK-TOW Bumper- $19 50 
. 


to-Bumper Tow Bar 
$35.00 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar 


** 


DISTRIBUTORS 
QUANTITY 


LIBERAL 
DISCOUNTS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: DO 3-8373 


w har 
Call Collect “Ws $7, <tsse 


40 So. Clinton St., Chicago 6, Ill. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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In getting ready for winter, it is just as natural for car 
owners to want protection for the finish of their cars, 
as it is for them to buy anti-freeze, chains, tires 


or batteries. 


‘Naturals’ sell easily. And one of the easiest to sell 
at consistently high profits is Porcelainize. Also it is 
the one cold-weather essential that can only be ob- 
tained from you, the New Car Dealer. Featuring 
Porcelainize winter protection gives you the oppor- 


tunity to sell many other winter services, under the 
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leadership of this exclusive new car dealer service. 


The known quality of Porcelainize as the outstanding 
method of car beauty protection insures customer 


satisfaction, your greatest business asset. 


Make Porcelainize a must for fall and winter service 
selling—on the floor, in the mails, by telephone. 
Clear the path for steadily increasing service profits, 
year after year with Porcelainize, the ‘natural’ in 


winter driving needs. 


PORCELAINIZE 


... te Ue Standard fee Tine Aulémobdle Appearance 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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